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Business Development 

Plan In New Jersey A SIGN OF 

Getting Good Results a 

Cases, of Successful STRENGTH |RARAMAML SERVICE 
Oo uccess: 
N"application Presented At , ncsungaieg " 
Agents’ Convention ~— 
FIELD MEN COOPERATING ~ 
DEPENDABILITY 


Aim Not Only to - to Protect Present 
Business But to Go After 
New Risks 


Although New Jersey local agents to 
date have not been compelled to combat 
the competition of non-stock fire and 
casualty carriers as heavily as producers 
in some other states, such competition is 
growing. To meet this alert agents, 
armed with the material being distributed 
regularly by the Business Development 
Office and assisted effectively by field 
men of the fire companies, are present- 
ing intelligently the story of stock fire 
insurance to assureds who are being so- 
licited by the mutuals. In addition to 
that many agents have been successful in 
getting for stock companies business 
which the mutuals have controlled for 
several years. The high light of the New 
Jersey agents’ convention at Asbury 
Park last week was a symposium on 
business development on Friday after- 
noon, participated in by agents and 
fieldmen who presented actual cases of 
successful application of data furnished 
by the Business Development Office. 

Since the B. D. O. was organized early 
lat year many agents have utilized its 
facilities with profit to themselves but 
others have remained rather skeptical, 


doubtful whether stock fire insurance 
could marshall arguments which would 
overcome the lower price offering of non- 
stock insurers. What the agents and 
fieldmen, and Albert R. Menard, assist- 
ant director of the B. D. O., gave the 
convention were practical applications of 
the effectiveness of the new campaign to 
overcome mutual competition. The pro- 
gram was expertly worked out under the 
direction of Edward M. Schmults of 
Ridgewood, chairman of the agents’ as- 
sociation B. D. O. committee, and was 
listened to with keen interest by more 
than 200 agents. 


Security Formula 





Mr. Menard, opening the symposium, 
strongly advised the agents to study the 
relative strength of various types of fire 
insurance carriers so that they can pic- 


(Continued on Page 28) 
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Three L. A. A. Days 


How useful an alphabet is! And because life insur- 
ance is as late as the latest in practicality, and has so 
many inter-company cooperative bodies, it too has its 
alphabetical Associations. Among them is the Life Adver- 
tisers Association, which this week has held its annual 
meeting at Old Point Comfort, attended by heads of life 
company advertising departments from all over the 
country and from Canada, and with guests from national 
advertising organizations of different types. The program 
was the finest that had yet been devised for the annual 
meeting. 





L.A.A. members at their several meetings pool their 
ideas and processes, and by that giving and getting the 
growth of each member in advertising knowledge is pro- 
moted. The Agency forces of the companies have been 
beneficially served in one way or another by these fraternal 
reciprocations. 


Membered solely by life insurance companies and 
men and women, the L.A.A. is firmly established in the 
respect of company executives because of the worth of its 
contributions to the efficiency of advertising departments. 
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Confidence In Future 
Of Mortgages Seen 
By Peter M. Fraser 


Sees Real Estate as Fundamental 
Security for Insurance Company 
Investments 


TELLS REAL ESTATE ASS’N 


Greatest Problem Is to Level Hills 
and Valleys of Real Estate 
Market 


Confidence in the future of real 
estate mortgages as an investment for 
life insurance companies because of 
their fundamental character was ex- 
pressed by Peter M. Fraser, vice-presi- 
dent of the Connecticut Mutual, in an 
address before the New England re- 
gional conference of the National 
ciation of Real Estate Boards this week. 

“Because of its very nature, real estate 
presents one of the most stable and 
basic securities for investment of trust 
funds,” said Mr. Fraser. “Those of us 
who are charged with the responsibility 
of investing funds intended for the ulti- 
mate payment to widows and orphans 
must at all times recognize the fact that, 
with each investment made, we are 
risking the principal. Approximately 
money invested is‘ money at risk, and it 
is for this reason we have come to feel 
that a sound piece of real estate, either 
a farm in an established and stable 
farming territory or a residence or busi- 
ness property in an enterprising city, 
should be recognized as a safe and 
sound security for investment funds.” 


Sees Continued Investment in Field 

Mr. Fraser suggested that it should 
be possible to bring about a leveling, if 
not the elimination, of the hills and val- 
leys of real estate investments and that 
such a plan should come from the com- 
posite minds of leaders in the real estate 
field as a solution of real estate’s great- 
est problem. 

Expressing the attitude of the insur- 
ance company investor, Mr. Fraser fur- 
ther stated: “We believe in a regional 
spread of mortgage loan risks, and we 
believe they should be properly diversi- 
fied as to type. We believe that a life 
insurance company can well afford to 
make mortgage loans on farm lands; 
they produce’ the food that we must 
have. We believe that a life insurance 
company will endeavor to find a sub- 
stantial outlet in the residential mort- 
gage field for the populations in our 
cities must have adequate shelter. We 
believe that life insurance companies 
will continue to make loans on sound 
business properties studying at all times 
those trends affecting the stability of 
the city or town or the location in which 
the property is situated, including the 

(Continued on Page 13) 
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LIFE INSURANCE 
QUESTION BOX 


a 


Q. How does life insurance benefit the 
insured himself? 








































A. One way is that it relieves him of worry 
about his family’s future. Another way is 
that it can be used to provide a retirement 
fund for himself. 


Q. What is one of the services which an 
Equitable agent will render? 


A. He will advise you how to arrange your 
Equitable life insurance on a program basis, 
fitted exactly to your needs and desires. 


Q. How can life insurance enable you to 
go into partnership with your young sonP 


A. Just start him on the Equitable’s new 
Juvenile Policy. Pay the premium yourself, 
and when your son is on his own, let him 
continue the payments. 


Q. Setting aside $10 a month, how much 
life insurance could you obtain? 


A. This depends on your age and the type 
of policy selected. For particulars, write 
to the Equitable Counselor. 


The Equitable welcomes questions concerning 
life insurance. Your note to ‘‘The Equitable 
Counselor’’ at 393 Seventh Ave., New York, 
N.Y., will receive prompt attention by mail 





To tame the wolf, indeed to keep him completely away from 


the door, is the principal benefit of life insurance. This result 


a 
is enjoyed by the insured man himself as well as by his family. THE EQUITABLE 


He lives with greater security; he builds a financial reserve. FAIR — JUST 


How true it is, in the modern view, that life insurance is really LIFE ASSURANCE 


hving insurance SECURITY — PEACE OF MIND 
c © c . 


SOCIETY 







MUTUAL — COOPERATIVE 


° ha Tha bisa VV Jes OF THE U.S. 


PRESIDENT NATION-WIDE SERVICE 









One of a Series of Equitable Advertisements Appearing in National Publications 
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Proposed Revisions of New York Insurance Law 


Affecting Life Insurance 


The New York Insurance Department 
has issued a summary of the changes 
proposed to be made in the New York 
Insurance Law affecting life insurance. 
“Life insurance,” says the Insurance De- 
partment statement, “having had a long 
experience as a background, is not sub- 
ect to variation in basic principles. | In 
past years many changes both in view- 
point and in manner of doing business 
rave been made, The revision of the 
law contemplates clarification wherever 
needed and incorporation in the law of 
established practices, rulings and opin- 
ions.” 

Investment Provisions 

The investment provisions affecting life 
nsurance companies as contained in the 
present law have been brought together 
in the revision under the heading o 
\ssets, Investments and Deposits. No 
fundamental changes in investment pro- 
visions have been made. There has been 
sme rearrangement, clarification and 
strengthening without departing substan- 
tially from the general principles and 
standards existing under the present law. 
\ limitation of home office properties has 
been proposed at 10% of total admitted 
assets. Individual mortgage loans have 
been limited to 2% of total admitted 
assets. Mortgage loans in the aggregate 
in excess of 15% of total admitted assets 
would be required to have loan agree- 
ments providing amortization over a pe- 
riod of years with an ultimate reduction 
to 50% of the value of the mortgaged 
property. 

The changes with respect to corporate 
obligations and securities concern prin- 
cipally the relating of minimum invest- 
ment standards to generally accepted 
tests of investment qualifications. The 
periods of required earnings adopted in 
the 1937 amendment to Section 100 of 
the present law have been continued as 
three years of the last five years in- 
cluding the last two. The amounts of 
required earnings have been based upon 
coverage of fixed charges with modifica- 
tions applicable to secured obligations. 
lebentures, income bonds and guaranteed 
stocks, Alternative tests are provided on 
the basis of investment ratings. Earn- 
ngs qualifications for preferred stocks 
have been related to preferred dividend 
requirements. 

Capital Requirements 

In the case of stock life insurance com- 
panes, the capital requirements have 
deen changed so that the minimum capi- 
tal and surplus are greater than those 
prescribed by the present law. The pres- 
tt law permits the organization of a 
tock life company with a minimum capi- 
‘al stock of $100,000. The new law pro- 
‘les a minimum capital stock of $300,- 
In each case a surplus equal to 
“% of the capital stock is required. 

Some diseretion is given to the Super- 
ntendent of Insurance as to minimum 
‘apital stock in the case of companies 
‘ong a life insurance business or annu- 
ty business or both on a restricted plan 
Which 1s sound, economical and practical 
Moviding there is a public demand for 
‘uch insurance or annuities. The facts 
must be established by an investigation 
made by the Superintendent. In no 
‘ase, however, is a minimum capital stock 
"less than $100,000 permitted. 

b number of instances have been 
‘ought to the attention of the Depart- 
—e commercial concerns were 
a. ising benefits to their customers 
wae event of fire, disability, unemploy- 
ment, death, etc. Based on an opinion 





of the attorney gencral, a ruling -was 
effected by the Superintendent that pro- 
hibited any insurance company from be- 
coming “a party to any promotional plan” 
to sell insurance with subscriptions, ser- 
vices, securities or commodities. This 
has now been incorporated in the law. 
Dividends to Stockholders 

Prior to this revision of the law, there 
was nothing restricting the payment of 
dividends to stockholders of life insur- 
ance companies. Under the proposed 
code such payments are to be made only 
from earned surplus and cannot be paid 
out of funds which the law requires to 
remain unimpaired for the benefit of pol- 
icyholders and creditors. 

Upon the organization of new mutual 
life insurance companies, the new law 
will require at least 1,000 applications for 
insurance instead of 500 as formerly. The 
amount of insurance remains the same, 
$1,000,000. 

In addition to the fact that each appli- 
cant for insurance must have paid in 
cash one annual premium on the insur- 
ance applied for, the revised law re- 
quires the company to collect an aggre- 
gate of at least $20,000 in premiums on 
the theory that the amount of the pre- 
mium is more significant of the good 
faith of the applicant than is the face 
amount of insurance. 

A mutual company can be organized 
to do an annuity business but total and 
permanent disability coverage can only 
be given in connection with life insur- 
ance or with accident and health insur- 
ance. This limitation is intended to be 
in accordance with present and past 
practices of the business. 

Group and Pension Plans 

In 1926 the insurance law was amended 
to provide for the incorporation of re- 
tirement systems or pension plans. Since 
this amendment only one retirement sys- 
tem was organized. Whi'l* a provis‘on 
is made whereby this system is contin- 
ued and governed by the old law, no 
new retirement system may be organized 
under that law. The group annuity con- 
tract issued by authorized life insurance 
companies is, to a great extent, a sub- 
stitute for such a system. Whotever 
kind of a retirement system will be 
needed in the future can best be deter- 
mined after a study of the problem based 
upon experience under the operation of 
tlhe Social Security Act. 

While members of the National Guard, 
Naval Militia, state troopers or state 
police units or societies of World War 
veterans may be covered under a Group 
policy as now defined. they have been 
omitted from the definition of Group 
insurance because no company has is- 
sued a policy on such a group. There 
would seem to be no necessity for the 
inclusion in the reviscd law of such 
members. 

Valuation of Reserves 

Tn connection with the valuation of 
reserves of life insurance policies and 
annuities efforts have been made to the 
end of clarification of the law. The 
principal changes made are as follows: 

1. Reference to the valuation of un- 
paid dividends is omitted and reference 
to valuation of annuities, disability and 
accidental death benefits appears for 
the first time. 

2. The basis of the extension of 
the American Experience Table at the 
younger ages is prescribed. 

. The word “substandard” is added 
so that the Insurance Department will 
have a better. basis in the future for 


prescribing reserves for substandard pol- 
icies should this ever seem desirable or 
necessary. 

4. Recognition of valuations of re- 
serves of alien companies made on some 
other basis than that prescribed is per- 
mitted where the reserves are adequate 
but where they may be slightly deficient 
as compared to the statutory minimum 
at certain ages, durations, etc. 

5. Higher standards for the valuation 
of annuities is prescribed. 

6. Makes it clear that net level pre- 
mium reserves must be maintained if 
the American Experience Table of Mor- 
tality with interest at 34% is used for 
Industrial insurance and that only in the 
event that Standard Industrial or Sub- 
standard Industrial tables are used is 
any modified preliminary term method 
permitted. 

Maximum Surplus Permitted 

The maximum surplus permitted to be 
carried by life insurance companies is 
increased over that allowed by the pres- 
ent law. This increase is justified by 
the need for protection of policyholders 
against depression of interest rates or 
unforeseen increase in the amount of 
policy claims. It is believed that no 
company doing business at the present 
time exceeds the maxima prescribed. In 
computing the maximum of such a sur- 
plus, the inclusion of annuity reserves 
in the calculation is justified because of 
the increasing amount of annuity busi- 
ness, 

Surrender Charges 


In connection with the surrender 
charge when a policyholder voluntarily 
gives up his policy, the present law 
permits the deduction of one-fifth of 
the reserve. Most companies do not 
exact this amount and mention is not 
made of one-fifth of the reserve because 
it is felt that such a charge is excessive. 
Provision is made for the adjustment 
of the reserve on a quarterly basis. The 
reserves for disability income benefits 
and for accidental death form no part 
of the surrender value of a life insurance 
policy so the law has been so drawn as 
to permit the segregation of the reserves 
on a life insurance contract from those 
of other provisions in the policy, The 
application of the requirements contem- 
plated under this part of the law is made 
clear. The terms “lapse” or “default” 
are used in place of the term “forfeit- 
ure” because of the benefits provided 
for and the use of such term is in- 
accurate. 

_ Discrimination and Rebating 

Under the heading of discrimination 
and rebating, there is no prohibition as 
to the giving by a life insurance com- 
pany, in its discretion, of medical ex- 
aminations and diagnoses and of nurs- 
ing services to all or any part of its 
policyholders, under reasonable rules and 
regulations therefor approved by the Su- 
perintendent of Insurance. This provi- 
sion was inserted in recognition of the 
work done by some companies. It is 
believed that this service is for the best 
interests of policyholders and promotes 
the public health and the approval of 
the rules and regulations mentioned pro- 
vides a safeguard against arbitrary prac- 
tice or abuse in the exercise of this 
privilege. 

New Business and Expense 
_ There have been no material changes 
in the law relating to the limitation of 
new business. A provision was included 
pertaining to annuity contracts. As the 
annuity business has not proved to be 





LOUIS H. PINK 


New York Insurance Superintendent 


very profitable, it seems important that 
an excessive amount of new annuity 
business should be prevented. 

The provisions relating to the limita- 
tion of expenses have not been changed 
in any material respect except that the 
first year expense limit on annuities has 
been decreased somewhat. 

In the revised law effect is given 
to the Superintendent's decision of Feb- 
ruary 8, 1937, with regard to the doing 
of a participating business in this state 
by certain foreign stock life insurance 
companies. Before any such company 
may issue or deliver a participating pol- 
icy or contract it must have a special 
permit from the Superintendent of In- 
surance to do so. A permit is given only 
after the Superintendent is satisfied that 
the company’s method of operation is 
fair and equitable to its participating 
policyholders. In addition the company 
must agree, evidenced by resolution of 
its board of directors or other body hav- 
ing authority to bind the company and 
its stockholders, that 

“so long as any outstanding partici- 
pating policies are held by persons 
resident in this state, at least 90% 
of the profits on its participating pol- 
icies shall inure to the benefit of the 
participating policyholders; and that 
the profits on its participating poli- 
cies shall be ascertained by allocat- 
ing to such policies specific items of 
gain, expense or loss attributable to 
such policies and an equitable pro- 
portion of the general gains or out- 
lays of the company.” 

Pursuant to a ruling of the Superin- 
tendent of Insurance under date of De- 
cember 21, 1931, accident and health pol- 
icy reserves have been based on Class 
III Disability Experience Table. ‘This 
supersedes the requirement of the pres- 
ent law respecting the use of the Brit- 
ish Friendly Society Tables. The re- 
serves required under the Class III Disa- 
bility Experience Table will include both 
active and disabled lives. 

The provision in the proposed revised 
law as to the power of the Superintend- 
ent to accept valuations of other states 
or countries is new but it is based on 
the analogous provision as to life insur- 
ance valuations and is limited to the 
domiciliary insurance departments of for- 
eign or alien insurers. 

In the definition of Group accident and 
health insurance a distinction is made 

(Continued on Page 21) 


















) CTW ALY AD en Ao, TH SS 


am 













THE EASTERN 





































































Page 4 ; N ; September 24 19» 
aa [/NDERWRITER Oa cootemb 
 —_—a me 
aaa 
. 
Natio! 
* 6 »] & { 
l e V ertisers SS Nn nnud eet Wy BROAD 
Proposed 
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H Eff . I C = The Life Advertisers Association which has grown to a membership of 138 ~~ a To 7 
Ow 1V rh) representing 97 companies, held its annual meeting this week at Old Point Comfort, ° . : 
at ‘d M re - 1? Va. Charles C. Fleming of the Life Insurance Co. of Va. presided as president. Three Life Companies Ten, 1 
. ae : . ; ’ ssociatit 
rinte aterial. The meeting had a happy beginning with a welcome to Old Point Comfort by Get Silver Trophies - con\ 
ape Thomas Lomax Hunter, columnist of the Richmond Times-Dispatch in. which he de- aes cordance 
OVER 600 PIECES ARE ANALYZED ss ccribed the history of Virginia with humor and human interest, in particular the his- PRINTED MATTER EXHIBITS f utional 
: 7 : torical events near Old Point Comfort. He also described the battle of the Monitor Presiden 
Research Committee of Life Advertisers and the Merrimac which took place in Hampton Roads near the hotel where the Travels, Life Insurance Co. of Virginia 3s follov 
Gives Findings at Old Point convention was held. and Berkshire Score Most Points “To ad 
Comfort Meeting in Three Groups of Companies reserve | 
a rae : To de 
How effective life insurance companies P . R ss x if Exhibits of company advertising of all di 
have been in carrying to the public lace of ublic elations In I ATE agency publications, sales material ani seminati 
their message through printed material I ° , if : 8 To en 
and advertising was the subject of Fj pipes gene? go ca displayed in opportur 
analysis by the advertising research I A S B C O h a room of the ramberlin Hotel, 0jj tional 
committee of the Life Advertisers As- nsurance, S een y ? , 1SC er Point Comfort, this week by member — all org 
sociation of which Kenneth R. Miller of the Li So See mes , 

F ; : me eis e Life Advertisers Associz +B owner. 
of the Life Insurance Sales Research There are five major lines of activity be thoroughly understood by all—if it in diet ile ca ng a At To cor 
Bureau is chairman. The findings of ail f a life i . is well that policyholders know of the ne dinner exhibit awards were an. B yoo of 

: gs essential to the success of a life insur DW O Seen : lege 
the committee were given by Mr. Miller 4 the well-being of ite advantages, benefits and _ possibilities of nounced. Principal awards consisted of & tional | 
at the annual meeting of the associa- 2"C¢ Company and the wellbeing these policy contracts—if it is desirable as ___ Bh higher 
tion at Old Point Comfort, Va., this policyholders, Chester O. Fischer, = that these companies be well regarded selling. 
week. president Massachusetts Mutual Life, and that they build prestige for them- To co! 

a cond amy A companies sub- told the Life Advertisers Association at gg ey you Ss women enter New Officers Of tion an 
mitted more than pieces represent- .- . * : e picture very dennitely. ° : Practice 
ing all types of printed material. Mr. its meeting at Old Point Comfort this “I base that statement upon the fact Life Advertisers To 
Miller stated that the analysis seemed week. There is the actuarial department that your efforts assist in the attainment : quantity 
to show: for the various mathematical calcula- of every desirable objective in the field President strength 

pe ae a oe tions; the agency department whose of distribution and service—that you men Cyrus T. Steven To se 
* _ x function is to organize for the distribu- and women and your work are a logical, Phoenix Mutual associat 

1. Life insurance advertising in sales tion of the product; the underwriting necessary adjunct to the successful ex- : - and inc 
literature appears to have for its pur- department including such allied work ecytion of such a program. Vice-President year m 
pose the motivation of a sale rather aS that of the policy and medical de- Major Objectives John H. McCarroll To de 
than the education of the public, Partments; then the finance or invest- - ” oe Bankers Life Co. for rec 
Further, most of it is not written in ent activities; and finally the carrying “We find various authorities advanc- sary of 
language which the public can under- out of the contracts, payment of claims. ing the following among the major ob- Secretary To ¢ 
stand. There are a few notable excep- There are other related functions such  jectives for attainment by life insurance William L. Camp, III agents 
tions. If one cannot quarrel with this 5 the legal work, personnel and main- company management: To increase sales; Connecticut Mutual ing tec 
objection of motivating a sale, our ac- tenance of plant. : to reduce the lapse ratio of business tion of 
ceptance of it leads to: _“If we agree that these five major already on the books; to attract more Treasurer To a 

2. A recognition of the lack of purely lines of activity are essential to the suc- high type men into the selling forces; Karl Ljung, Jr. associa’ 
informative literature on life insurance C€5S of a life insurance company and to build a strong morale among field Jefferson Standard 
written in simple fashion. The increas- the, well-being and best interests of its forces, home office employes and all oth- Steve 
ing interest of the public in the use of Policyholders,” stated Mr. Fischer, “if ers associated in the enterprise; to main= © JE 
life insurance as income and in ar- We further agree that these policyhold- tain and constantly build good-will and , : ; : O 
ranging life insurance on a program  €fS are particularly interested in an ef- prestige by rendering outstanding public silver trophies given to three companies, Calle 
basis emphasize the need for material ficient, alert, enthusiastic agency force, service. each of which was credited by judges he Li 
on the use of settlement options. = is successfully engaged in the “You can and do perform an import- with the largest total of points in their - St 

3. It is evident that only a few com- Wide-spread distribution of the product ant job in what might be termed the various classifications, and also awards of th 
panies recognize the increasing im- © a quality basis—if it is desirable, in educational field. Your efforts assist in Ree ee es efi eh h 
portance of women, first as an influence 4dition, that the uses of this product (Continued on Page 6) of excellence oe an » 
on the purchase of life insurance by their . ——_ ae Trophy winner in group consisting of a : 
husbands and, second, as a new market. companies with half a billion or more ee 

4. A large number of inquiries sent to HEAR WALTER D. FULLER _ NEW EXECUTIVE COMMITTEE insurance in force was the Travelers. While 
Good Housekeeping Magazine following ,, Walter D, Fuller, president Curtis The new executive committee of the Trophy winner in group consisting of F ; rn 
the publication of a recent article on Publishing Co. and a director of Penn Life Advertisers Association consists of companies with from  $250,000,000 to ong 
insurance savings program indicates Mutual Life, discussed the market for A. Scott Anderson, Equitable of Towa;  $500,000,000 life insurance in force wa — \'* 
great interest in this approach to the |ife insurance in an address before the C. Sumner Davis, Provident Mutual; the Life Insurance Co. of Virginia. Win- F "* P¢ 
use of life insurance, and this analysis Life Advertisers Association this week. Robert G. Richards, Atlantic Life; Har- mer in group consisting of companies sit 
shows that a very few companies, the John Royal, in charge of programs fpr ry V. Wade, United Mutual; Seneca M. with less than $250,000,000 in force was = - 
number being almost negligible, make National Broadcasting Co., was another (Gamble, Massachusetts Mutual; M. S. the Berkshire Life. tn 
use of this appeal in their advertising. Outside speaker. Crockford, Excelsior Life. The judges also gave awards of excel bility 

5. The practice of rendering to policy- lence to three companies of each grou — 7"? 

y- - = 7 ae ste Tat favora 
holders a report on the previous year’s | whose exhibits were adjudged mot § 
operations is general. However, it is | meritorious within their group in_each so 
apparent that many of the efforts in | WE ARE PROUD TO ANNOUNCE: of the classifications of exhibits, Class- 
this direction fall short of their goal | fications on which trophies and awarés P} 
because of the lack of the human r of excellence were based were these: A 
touch; the preponderance of unex- MR. JAMES E. O'NEILL insurance journal advertising, magazine a 
sleined figures im the balance sheet: FORMERLY VICE-PRESIDENT OF ents Somers advertising, - a 
the lack of charts or other similar promotion, direct mail, printed material, 
sah ald wich iaiibien ix aueceel te THE GEORGE WASHINGTON LIFE INSURANCE COMPANY publication to agents, weekly publica ya 
beginning to adapt to its needs for pic- tions to agents, publication to policy- by 
turing the results of their operations in ow AED Warn US holders, recruiting material, conser aes 
> way which the public can visualize IN THE CAPACITY OF tion, annual statements. oe. 
them. Exhibits Committe d Judges . 

6. It is apparent that companies recog- AGENCY CONSULTANT Rees sis " ee " peso 
nize the importance of putting out what Exhibits committee consisted of Ralph _ 
might be termed prestige building ma- WE OFFER HIS EXPERIENCE AND ADVICE W. Horn, chairman; Leonard C. Kies: wr 
terial on the company itself. Some of TO THE LIFE INSURANCE FRATERNITY AS ling, vice-chairman ; and A. Scott Ander- socia 
these folders and booklets have been son. Messrs. Horn and Kiesling ar 
exceedingly well done, but, here again, A VALUABLE ADDITION TO OUR SERVICE with the Continental American; Mt RO} 
in general there is much room for im- Anderson with the Equitable of lows Ro 
provement. JOS. D, BOOKSTAVER AGENCY, INC. Judges of exhibits were these: 2 i et 

> sae sige ’ Cz . H. son, 4 irector, Hercule ’ 
< Seger pees or have oa a “_—— ELIAS KLEIN, MANAGER Powder’ Co., Wilmington, Del; Harrie a be 
did job of explaining annuities in their Allen, Lane & Scott Associates, Philadelphia s 
advertising and selling literature. How CONES AGENT LIVE EEPARTNENT G. A, Walsh, manager rages Ore _“ land 
~s companies should go on this topic THE TRAVELERS INSURANCE COMPANY OF HARTFORD — Png tg RG Washington vo 
wil depend, of course, upon company Among company executives at dinner 
policy on the sale of annuities. 110 WILLIAM STREET were Bradford H. Walker, president 

8. Only a few companies have seen NEW YORK CITY Life Insurance Co. of Virginia; Pres Wit 
fit to prepare any printed material on dent R, Lounsbury and Vice-Pres- hon 

(Continued on Page 6) dent William H. Harrison, Atlantic Life Con 
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National Association 
Outlines Objectives 


srOAD PROGRAM BY CUMMINGS 
sed Activities Include Advance- 

ern of Public Knowledge and Aid 
To Those Serving Policyholder 





Ten specific objectives of the National 
\ssociation of Life Underwriters for 
the convention year 1937-1938, in ac- 
cordance with the association’s consti- 
tutional objects, have been outlined by 
President O. Sam Cummings of Dallas 
is follows: 

“To advance public knowledge of legal 
reserve life insurance and its uses. 

To develop the broadest possible use 
of all distributive channels for the dis- 
semination of information, 

To emphasize the responsibility and 
opportunity for cooperation between Na- 
tional Association, the companies, and 
all organizations serving the _policy- 
owner. 

To cooperate with the American Col- 
lece of Life Underwriters and the Na- 
tional Chapter, C.L.U., in promoting 
higher standards of preparation for 
selling. 

To continue the effort to secure adop- 
tion and application of the Agency 
Practices Agreement. 

To emphasize quality as well as 
quantity in an aggressive effort to 
strengthen membership. 

To secure 100% representation of local 
associations at the Houston convention 
and increased attendance at the mid- 
year meeting of the National Council. 
To develop policies and prepare plans 
for recognition of the fiftieth anniver- 
sary of the National Association in 1939 
To encourage the use by _ genera! 
agents and managers of testing and rat- 
ing techniques as an aid in the selec- 
tion of new agents. 

To aid and intensify service to local 
associations. 





Stevenson On Importance 


Of Right Public Relations 


Called to address the convention of 
the Life Advertisers Association, John 
\, Stevenson, executive vice-president 
f the Penn Mutual Life, said: “You 
are the guardians of the company’s wel- 
fare in relation to the attitude which 
the public has toward the life insurance 
institution and toward the companies. 
While direct mail and direct advertising 
furnish you with topics for discussion 
they are only incidental tools by which 
we perform the service of keeping life 
insurance in the place it has won by its 
accomplishment and record. I know of 
no more important position in a com- 
pany than those charged with responsi- 
bility of keeping the public’s attitude 
favorable to our institution. Therefore, 
your job is just as big as you yourselves 
make it.” 


PITTSBURGH ASS’N MEETS 
For the first Fall meeting of the 
Pittsburgh Life Underwriters Associa- 
tion held Thursday last week 200 mem- 
bers turned out. Six members received 
the C.L.U. designation, William M. Duff, 
president of the Edward A. Woods Co. 
and vice-president of the American Col- 
lege of Life Underwriters, making the 
awards of diplomas. Balance of the 
meeting was devoted to reports on the 
Denver convention of the National As- 
sociation. 





ROGER SHERMAN VAIL KILLED 
Roger Sherman Vail, 53, partner in 
the Chicago actuarial firm of H. S. Vail 
& Sons, was accidentally shot and killed 
Tuesday afternoon in his home in High- 
land Park while cleaning a 22 caliber 
rifle Preparatory to leaving on a hunt- 
ng trip in North Carolina. 





ant State Mutual Life has appointed 
Walter S. Hayes general agent at 
avenport. He was supervisor at 


Columbus. 

















THAT COZY HOME 


across the street once existed 
only in dreams. 


Someone had the ambi- 
tion and foresight to 
make it a_ reality. 
Someone put time, 
thought and money 
into its construction. 


If its owner dies, will his 
widow be able to keep 
it? 


Tell home-owners the 
answer. 






































Bankers Life to Have 
Second N. Y. C. Agency 


Cc. O. FALKENHAINER MANAGER 





Company Operating Here Since 1893; 
J. E. Flanigan Manager of Present 
New York City Agency 





The Bankers Life of Iowa is shortly 
to open a second agency in New York 
City with C. O. Falkenhainer as its 
agency manager. The location will be 
announced later. The company has been 








Cc. O. FALKENHAINER 


operating in Greater New York since 
1893 and has more than $20,000,000 in 
force in Greater New York. 

Mr. Falkenhainer was born in Algona, 
Iowa, the birthplace of the Cowles 
brothers who own the Des Moines 
Register-Tribune and magazine Look. 
He left Grinnell College to serve in the 
World War, being in the marine corps. 
Following the war he returned to Grin- 
nell for a time and was then graduated 
from Columbia University in 1920. After 
two years in the West Indies steamship 
service he joined the Travelers with 
which company he remained until his 
resignation this week. He has been as- 
sistant manager of the Travelers Life 
and Group department at 55 John Street, 
New York City. J. E. Flanigan is agency 
manager of the Bankers Life offices in 
lower Broadway. 





New Jersey Managers Form 
State Ass’n at Newark 


At a luncheon meeting held in the 
Down Town Club, Newark, Tuesday, the 
Life Insurance General Agents and Man- 
agers Association of Northern New Jer- 
sey was organized with the following 
officers: Orien L. Gooding of Gooding 
& Rowley, general agents for the North- 
western Mutual Life, president; Ernest 
C. Hoy, manager of the Newark division 
of the Sun Life of Canada, vice-presi- 
dent, and Frank M. Minninger, Jr., man- 
ager of the Newark branch of the 
Connecticut General Life, secretary and 
treasurer. 

It was decided to hold four meetings 
each year, one week before the regular 
meetings of the Life Underwriters As- 
sociation of Northern New Jersey. The 
dues are to be $10 yearly. 

Among the members of the new or- 
ganization are Lloyd D. _ Harrison, 
Phoenix Mutual Life; Louis DeV. Day, 
Mutual Benefit Life; Alexander F. Gillis, 
Provident Mutual Life; Thomas E. Hart- 
mann, New England Mutual; Alvin Met- 
calfe, National Life of Vermont; John 
Elliott, Penn Mutual Life; Howard C. 
Lawrence, Lincoln National Life; Wil- 
liam J. Bristol, Mutual Trust Life; 
Arthur G. Derr, Aetna Life, and Otto 
J. Hebel, Berkshire Life. 








Septembe 


Page 6 September 24, 193) 








= 





Advertisers Association at Old Point Comfort 


Life 





Why House Organ Lends 
Itself to Insurance 


COMMON GROUND FOR AGENTS 





Wm. L. Camp, Connecticut Mutual 
Editor Tells Life Advertisers Of 
House Organ Uses 





In making his introductory remarks 
at the discussion period on house organs 
before the convention of the Life Ad- 
vertisers Association, William L. Camp, 
editor of ConMuTopics, the Connecticut 
Mutual Life, pointed out that a house 
organ lends itself admirably to use in 
the life insurance business, possibly 
more so than any other business. 

“Geographically, the agents of life in- 
surance companies are widely scattered,” 
Mr. Camp pointed out. “We must, there- 
fore, have some method of bringing 
them frequently to a common meeting 
place. A house organ can do this ad- 
mirably. 

“Our agents have no tangible product 
to look at, such as an automobile sales- 
man has. We must, therefore, have some 
method of making our product and 
company more tangible to our agents. 
A house organ is again the answer. For 
these and numerous other reasons, a 
house organ fits extremely well into the 
life insurance picture. 

“Granted that our objectives are de- 
sirable ones, they aren’t worth a hoot 
if we can’t get our agents to read our 
publications. We therefore have the ever 
present problem of promoting and main- 
taining reader interest.” 

The discussion which followed dealt 
with various questions having a bearing 
on the problem of maintaining reader 
interest and were divided into four main 
topics: Contribution methods; what are 
we doing to make our magazine more 
readable from an editorial standpoint ? 
What are we doing to make our maga- 
zine more readable from a_ physical 
standpoint? Methods of determining 
reader interest. 

In summing up the material covered 
during the discussion period, Mr. Camp 
advised each house organ editor to ask 
himself four questions when he arrived 
home, to see what he could do to make 
his individual publication more readable 
and more valuable to the company’s 
agents. The questions, which each edi- 
tor was advised to ask himself, were: 

Isn’t there some additional contribu- 
tion method which I can utilize so that 
I will get the best possible articles? 

Can’t I improve the variety, style, 
etc., of the contents of my magazine 
and thus improve reader interest from 
the editorial standpoint ? 

Can’t I improve the physical appear- 
ance of my magazine in some way so 
that my magazine will really invite more 
to read? 

Shouldn’t I check in some way to de- 
termine whether my magazine is really 
doing the job I want it to? 


Effective Material 


(Continued from Page 4 
the Social Security Act; i. e., its rela- 
tion to life insurance. 


9. During the depression the race for 
volume led many companies to develop 
unusual or trick policies, most of which 
were exceedingly complicated, little 
understood by the average life insurance 
salesman, and certainly not understood 
by the public who was expected to buy 
them. One company submitting its ma 
terial for this survey stated frankly that 
due to the unusual construction of their 
feature policy, they found it necessary 
to devote more space to a description 
of the contract than to creating interest 
or in pointing out the need of life in- 
surance, that this also accounted for 
their having five different pieces of liter- 
ature on this particular policy. 


Nelson White Tells Of Fine 
Results With Direct Mail 


Excellent results were experienced by 
the Provident Mutual in using its calen- 
dar last year in connection with direct 
mail, as explained before the Life Ad- 
vertisers Association in Old Point 
Comfort last week by Nelson A. White, 
advertising manager of the company. 
The calendar, reproducing old American 
prints, was the idea of M. A. Linton, 
president of the company. 

Mr. White explained that he was 
skeptical as to the probable success of 
the calendar in direct mail, feeling that 
it was so attractive that practically 
everyone would reply with the agents 
complaining of the large number of non- 
production leads. He decided to tie up 
the gift of the calendar with rates on 
the Provident family income policy. Let- 
ters were sent out third class enclosing 
a folder reproducing the prints in black 
and white miniature. This was the first 
time the company had used a return 
card without an enclosure envelope in 
the belief that few persons would re- 
spond with date of birth on an open 
postal card, 

The results were surprising, said Mr. 
White, with more than 24% replies, the 
largest response in a direct mail cam- 
paign in the company’s history. 





Fewer Companies Use Radio; 
Results Not Satisfactory 


Results of a survey on the use of ra- 
dio by insurance companies were dis- 
tributed to the Life Advertisers conven- 
tion at Old Point Comfort by the com- 
mittee, chairman of which is E. M. Kir- 
by, National Life and Accident. 

Since radio started thirty-one life 
companies have used this medium, but 
at the present time there are only sev- 


Editorialized Ads Of 
Penn in Trade Papers 


THEY BUILD UP GOOD- WILL 





Stewart Anderson Discusses Typography, 
Copy, Subjects and Results; 
Cooperation With Press 





For the insurance journal advertising 
Round Table of the Life Advertisers 
Association at Old Point Comfort this 
week, Stewart Anderson, editor and man- 
ager of publicity, Penn Mutual Life, de- 
scribed the editorialized advertising of 
the Penn Mutual Life which appears in 
insurance newspapers. Charles C. Rob- 
inson, editor The Insurance Salesman, 
was chairman of this Round Table. Mr. 
Anderson described typography, cap- 
tions, subjects, copy writing and results 
of the Penn Mutual insurance journal 
advertising. He said: 





Typography 

Since these are editorialized advertise- 
ments, in which the Penn Mutual is 
mentioned only in the signature, and 
since we have nothing to sell, we 
adopted a regular reading type, sim*lar 
to that used in the news columns of the 
journals, together with a blunt Gothic 
caption. This utter plainness helps to 
withdraw our space, partially, from 





en using it. This indicates that with few 
exceptions radio has not proven a satis- 
factory medium in life insurance. The 
survey quoted convention members 
whose companies have used radio and 
they told what they thought of it. Most 
of them said results were disappointing 
either because local ‘talent was hard to 
find or it did not sell life insurance, or 
territory covered was too limited, or it 
was too expensive. 
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other advertisements, and it has becony, 
a sort of Penn Mutual trade-mark , 
further thought, only fanciful perha,. 
was that because of the absence , 
illustration and typographical grace the 
reader’s mind would not be diverted fre, 
the substance. We endeavor to attrie: 
through caption strength, whose ey, 
or phrase leads immediately into 4 
subject matter, which, we believe, thy, 
receives the entire attention of tho 
who may care to read. 
Captions 
I endeavor to select a graphic ¢). 
tion, to aid in getting reader-attentiy 
Sometimes such a caption comes into m 
(Continued on Page 20) 


C.O. Fischer 


(Continued from Page 4) 


more thorough education of the distrib. 
uting and service forces of the company 
But beyond that, it is within your povwe; 
and scope to play a major part in th; 
education of the general public. And | 
know of no more important work to }; 
engaged in at this time than in tha 
field,” 
Educating Public 

Continuing, Mr. Fischer said: “You 
work, along the lines of developing sale 
helps, building good-will and in policy. 
holder education is of direct assistanc: 
to the man in the ficld—by reason ¢ 
the fact that it helps educate the prospec 
as to the value of the product, make 
the general public more insurance con- 
scious, or insurance minded, in shor, 
increases consumer acceptance. 


“You can and do render assistance: 
in helping achieve another of these majo: 
objectives, namely the recruiting of : 
continually higher quality sales organi 
zation. Certainly there would seem t 
be no question that development of : 
complete sales promotion program a 
sists in interesting high class men it 
this business. And that same desirab 
result is fostered through the effort you 
put forth in making the general publi 
even more conscious of the value, the 
benefits, and the services of this grez 
institution. In your contribution in tha 
field of activity (development of a pro- 
gram designed to improve the quality 
of field representation), you are render 
ing valuable assistance to the generd 
agent or manager—and to that grea 
body of policyholders which comprise 
the company itself. 

“Again your work, intelligently per 
formed, in educating the public in specifi 
needs, uses and purposes of life insur 
ance—bringing that message to all men: 
bers of the family—keeping constant} 
before the policyholder and his benef: 
ciaries the name of the company, there 
by bringing added prestige and increa- 
ing confidence—must be acknowledged 3 
a strong factor in encouraging persist 
ency. 

“We are indeed fortunate in our pos: 
tion and in our opportunity. Many ‘ 
campaign of advertising and publicity ha 
been created to dispel a spirit or feeling 
of antagonism and ill-will. No such situe 
tion confronts us. With us there exists 
no condition of apathy. We are favore( 
rather by an attitude of public appreci 
tion. That being the case, let us fostet 
and capitalize upon it. Having won pub 
lic approbation, let us continue to deservt 
and retain it. 


“Certainly your services play an impor 
tant part in the execution of a successft! 
program of life insurance company oper 
ation. Yet it seems to me that in mat) 
instances the importance of this work 
has not been fully recognized by th 
companies in their major planning—yol' 
departments have just grown up ike 
Topsy. Where a feeling of indifferent? 
or lack of appreciation exists, perhaps 
the time has come for alert, far-seeits 
insurance company executives to givt 
thought to the possibilities, the scope, tht 
importance of your work.” 








Page 7 











September 24, 1937 














"Your 
Sales 
\olicy: 
stance 
on o 
ospect 
make; 
> Con 
short 


istane 
majo: 
+ Of 2 
organi: 

2em 

t of 3 
am as 
nen it 
sirable 
ort you 
publi 
ue, the 
S great 
in that 
a pro- 
quality 
render: 
gener 
t great 
ymprises 


tly per: 
specifi 
e insut- 
ill men: 
ynstanth 
; benef 
y, there: 
increas: 
edged a 
persist 





our pos 
Many } 
licity has 
yr feeling 
ich situa: 
re exists 
> favorel 
appreciz- 
us fostet 
won pub 
o deserve 


an impor 
successft 
any oper 
- in maf) 
this work 
d by the 
ling—your 
1 up like 
different 
;, perhaps 
far-seeing 
s to git 
scope, the 








‘Page 8 


————$— 


+— L i —“e—- 











THE EASTERN 
| UNDERWRITER 








abst GET 


[ +— Li.*e——>- ] be ive me jj 








September 24, 1937 











Sees Trend to Smaller 
And to Better Agencies 


OUTLINES SUPERVISOR’S PART 





S. Samuel Wolfson at Brooklyn Meet- 
ing Pictures Need for Quality 





Selection 
At the meeting of Brooklyn Life 
Supervisors held Wednesday at the 


Pierrepont Hotel, Brooklyn, S. Samuel 
Wolfson, general agent, Berkshire Life, 
New York City, outlined for that group 
the supervisor’s job as he saw it, plac- 
ing the emphasis on the need for care- 
ful selection of quality business and 
quality men. He said that companies 
are beginning to think of expansion 
and in his opinion the trend will be 
toward smaller agencies with better and 
closer supervision, where the general 
agent and the supervisor will be respon- 
sible for the welfare of each individual 
agent. The supervisor of today, he said, 
is the manager or general agent of to- 
morrow. 

Chairman of the meeting was Edward 
Rosenbaum, Equitable Society. On his 
committee were Jerome Siegel, Pru- 
dential, and William Alexander of the 
New York Life. What Mr. Wolfson 
said in part was this: 


The Brokerage Supervisor’s Job 


“To me, a_ brokerage supervisor 
should be the ambassador at large of 
my agency. He should not be required 
to have office hours, nor be concerned 
with office details. His job is to be on 
the outside, establishing worth-while 
contacts—not too many, but just enough 
to insure a good quality business. In 
my own agency, I would much rather 
that we had only a dozen brokers, giv- 
ing us most of their business, than 100 
brokers giving us an occasional case. 

“The brokerage supervisor should ex- 
ercise great care both in the selection 
of the risk and the source from which 
it emanates. His job is to keep his gen- 
eral agent informed of sentiment in the 
field, and his eyes open for surplus 
business. He is to the brokerage field, 
what the general agent is to the entire 


field forcee—an ambassador of good 
will. 

The Full Time Supervisor 
“The full time supervisor is really 


mis-named. He is in most instances the 
assistant general agent. His job is simi- 
lar to that of the general agent, be- 
cause his work embodies recruiting, 
training, supervision, encouraging men, 
and new production, and in the absence 
of the general agent, he is the general 
agent. Again, in my own agency, the 
assistant general agent confers with me 
daily on all production matters, as well 
as on all pending matters. He knows, 
or at least should know as much of 
what is going on in the office as I do. 
He must be in good standing, and be a 
recognized factor at the home office, for 
he must have an attentive ear by the 
members of the underwriting committee, 
and be accorded the same consideration 
by any one in the agency department. 

“His qualifications differ somewhat 
from that of the brokerage supervisor, 
and the most important qualification 
that I look for is unselfishness, and a 
keen desire to help others. He must 
possess the ability to lead men and 
teach them good working habits, both 
in the field, as well as in the office. He 
must be a good organizer, one who 
can follow through, for today the re- 
cruiting process—it is not a problem, 
but a process—is one of the most diffi- 
cult of all agency jobs. He must know 
the type of men who will best fit into 
the organization. He must know the 
type that can work best under the lead- 
ership of the general agent. He must 
exercise good selection both in men and 
in business. In other words, he must 
be ready to step in whenever the op- 
portunity presents itself, to act as gen- 
eral agent, either in his capacity as as- 
sistant, or for himself, when the time 
comes.” 


Provident L. & A. Marks 


Fifty Years of Progress 


The Provident Life & Accident cele- 
brated its fiftieth anniversary with a 
convention September 14-16 at Lookout 
Mountain, Tenn., with 225 representa- 


tives present from twenty-five states. 
The company operates in thirty-four 
states and the District of Columbia. 
Trips to the conclave were awarded 
on production and persistency. 

The company was founded in 1887. 
Five years later the late Thomas Mac- 
lellan, father of the present president, 
R. J. Maclellan, joined the company. In 
that year the company had 164 policies 
in force. Today it has more than $108,- 
000,000 insurance in force, the one hun- 
dred million mark having been passed 
in March of this year. 

President Maclellan traced the com- 
pany’s expansion from the time of or- 
ganization. Other talks were made by 

’. C. Cartinhour, vice-president and 
secretary; L. N. Webb, vice-president; 
H. R. Hill, assistant vice-president; H. 


C. Conley, vice-president; Robert L. 
Maclellan, vice-president; James E. 
Powell, agency vice-president; John 


Chambliss, general counsel, and Justice 
Alexander W. Chambliss. 


New York Chapter C.L.U. 


Announces Review Courses 

The New York Chapter Chartered 
Life Underwriters has announced the 
schedule of lectures in the special re- 
view course to be given at New York 
University in preparation for parts I, 
If, Il, IV and V of the C.L.U. exami- 
nations. 

Classes in part I meet Wednesdays 
from 4 to 6 o'clock starting October 6 
under direction of James Elton Bragg. 
Mr. Bragg also will instruct for part II 
examinations at the same day and hour 
starting November 24. 

Walter E. Spahr, Louis R. Sprigg and 
A. Anton Friedrich are instructors for 
part III, the classes meeting Fridays 
from 5 to 7 o'clock starting January 7, 
1938. The part IV and part V groups 
also meet Fridays at the late hours, the 
former starting October 8 and the lat- 
ter March 25, 1938. Instructors are 
Denis B. Maduro, Saul B. Ackerman, 
Lloyd E. Dewey, David F. Jordan and 
Major B. Foster. 

Inquiry concerning this course should 
be addressed to any of the following: 

Professor Lloyd E. Dewey, New York Uni- 
versity, Washington Square, New York City; 
Harry Krueger, 350 Fifth Avenue, C. Lamont 
Post, 17 John Street; Benjamin Alk, 299 Madi- 
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J. D. Bookstaver Agency 
In Fall Conference 


IRVING A. BUSH IS HONORED 

















H. H. Armstrong Sends Felicitations; 
Manager Elias Klein Announces Life 
Insurance Training Course 





About 100 agents of the Jos. D. Book. 
staver Agency of the Travelers, New 
York, met at the Hotel Edison on Wed- 
nesday. Elias Klein, manager, outlined 
plans for a year-end production cam- 
paign for the purpose of exceeding the 
record made by the agency last year, 
which was a 50% increase for the same 
period for the preceding year. 

The home office devised a program 
which will be reinforced with a testi- 
monial in honor of Irving A. Bush, 
secretary-treasurer, on the occasion of 
his twenty-fifth year with the Book- 
staver Agercy. A letter from H. H. 
Armstrong, vice-president, was read, ex- 
tending his felicitations to the gather- 
ing, praising Mr. Bush and his accom- 
plishments and pledging the support of 
the home office in the testimonial pro- 
duction campaign in his honor. Mr. 
Armstrong also stated that at the end 
of September, the Bookstaver Agency 


was still leading all general agencies 
of the Travelers throughout _ the 
country. 


Mr. Klein also announced that begin- 
ning the twenty-eighth of September 
the Bookstaver Agency will conduct a 
life insurance training course, for a 
total of fifteen class days every Tues- 
day and Thursday thereafter from 4 to 
6 p. m., with enrolment open to full- 
time agents and brokers, regardless of 
company affiliations. All books and 
other class material will be furnished 
without charge. 

J. E. O’Neill Joins Agency 

Enthusiasm followed the announce- 
ment that James E. O'Neill, formerly 
executive vice-president of the George 
Washington Life Ins. Co., was now con- 
nected with the Bookstaver office as 
agency consultant. 

An interesting and unusual sidelight 
was brought out, showing that the com- 
bined period of service of the executive 
heads of the agency was 90 years. This 
is the twenty-seventh year of Manager 
Klein, twenty-fifth year of Irving A. 
Bush, twentieth year of Saul Rosen- 
stein, in charge of sales promotion and 
eighteenth year of Milton Goldstein, in 
charge of the underwriting department. 

Following the meeting, the members 
of the Life Underwriters’ Association 
affiliated with the Bookstaver Agency, 
held a separate meeting and elected 
Henry B. Sherman to represent them 
as office chairman. The _ Bookstaver 
Agency has thirty-eight of its staff 
members of the Life Underwriters’ As- 
sociation of New York City. 





PHOENIX IN FORCE AT PEAK 


The Phoenix Mutual now has in force 
a greater amount of insurance than at 
the peak of 1931 with $638,037,314. This 
was achieved with fewer field repre- 
sentatives the company now having 600 
agents against 1,700 in 1914. 





TAXES POLICY PROCEEDS 


Income from trust funds constituted 
of proceeds from life insurance are sub- 
ject to levies under the Wisconsin in- 
come tax law, according to the ruling 
of the state tax board of review. 
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Pennsylvania State 
Ass’n Speakers Named 
MEETING WILL BE AT HERSHEY 
Plans Completed for Third Annual 


Managers and Supervisors Con- 
: gress October 1 and 2 





The Pennsylvania State Association of 
Life Underwriters will hold its third an- 
nual managers’ and supervisors’ congress 
at the Hotel Hershey, Hershey, Pa., on 
October 1 and 2 with a well balanced 
program of business and pleasure under 
the convention topic, “Organized Man- 
agement.” General chairman of the af- 
fair is Russell U. Hergesheimer. | 

Speakers scheduled for the Friday 
morning session, over which Steacy E. 
Webster will preside. are Lewis C. 
Sprague, manager, Provident Mutual, 
New York City; Holgar J. Johnson, 
ceneral agent, Penn Mutual, Pittsburgh, 
and William J. Graham. vice-president 
and director, Equitable Society. 

Earle H. Schaeffer will be chairman 
of the afternoon seminar at which 
speakers will be Milton Elrod, Jr., legal 
editor, R. & R. Service, and Joseph H. 


Reese, general agent, Penn Mutual, 


Philadelphia. 

The golf tournament will be played 
off Friday afternoon and a banquet in 
the evening will cap the first day. Speak- 
ers listed for the dinner are David L. 
Lawrence, secretary, Commonwealth of 
Pennsylvania, and Theodore M, Riehle, 
manager, Equitable Society. New York. 
Toastmaster will be Alfred B. Levy. 
past president, Life Underwriters of 
Philadelphia. 

For October 2 the speakers and their 
subjects are these: Joseph L. McMillen, 
agency organizer, Mutual Life, Balti- 
more, “Developing Sales Personality 
and Prestige”; Robert M. Giffen. E. A. 
Woods Co., supervisor, Steubenville. O., 
‘The Agent’s Problem Which the Man- 
ager Has to Meet”; Ralph G. Engels- 
man, general agent, Penn Mutual, New 
York, “Teaching the Salesman to Sell.” 
Chairman of the session is Clifford H. 
Orr. 


ST. LOUIS HOLDS MEETING 








Paul Speicher First Speaker Before Life 

Underwriters; Frank M. See Heads 

Training Course 

The St. Louis Association of Life Un- 
derwriters held its first Fall meeting last 
Friday afternoon with Paul W. Speicher, 
managing director of R. & R. service, as 
the principal speaker. 
_ Yesterday the first of a series of meet- 
ings on life insurance selling was held. 
It is a practical course, sponsored by the 
life underwriters and the General Agents 
and Managers Association of St. Louis, 
which will continue each Thursday for 
thirteen weeks. Frank M. See, New Eng- 
land Mutual, is chairman of the course. 


F, J. PRICE, JR. NOW A BROKER 

Frank J. Price, Jr.. son of Frank J. 
Price of the advertising department of 
the Prudential Insurance Co., has re- 
signed to go into the brokerage business 
in Newark. He has become associated 
with Robert de Bois Blair of Newark. 
The younger Mr. Price was for six years 
with the Group division of the Pru- 
dential. 








RAY D. MURPHY’S SON DIES 
Lambert Murphy, 23-year-old son of 
Ray D. Murphy, vice-president and ac- 
tuary of the Equitable Society. a Har- 
vard graduate who recently took exam- 
ations for admittance to the College of 
‘ysicians and Surgeons of Columbia 
Niversity, died at the Murphy home in 
Montclair, N. J., Saturday. of last week. 


_VANDEGRIFT HONORED 
Wilbur Vandegrift, special agent, New 
York Life, Oklahoma City, has been 
lected chairman of the Junior Chamber 
t Commerce. He was chosen because 
of having handled successfully every 
lob that came his way during the year. 
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NE GOOD PICTURE is worth a 
thousand words,” says the Chinese prov- 
erb. This picture, reproduced from 
Union Central’s August magazine ad, 
contains a full sales talk for fathers on 
the need for money-every-month pro- 
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the -many years till those uncertain 
baby hands grow big and capable. 

The made-to-order solution for this 
problem every father faces is Multiple 
Protection . . . a plan so practical for 
fathers, so easily salable that it has 
accounted for over 40% of Union 
Central’s recent business. 


The UNION CENTRAL LIFE Insurance Company 


CINCINNATI, OHIO 
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Acacia Mutual Holds 
Regional Gatherings 


QUALITY CLUB GOING STRONG 


Organization Named After President 
Montgomery Gets Together at Sea 
Island and French Lick 


The 1937 region: le meetings of the Wil- 


liam Montgomery Quality Club of the 
Acacia Mutual Life were held at Sea 
Island, Ga., and French Lick, Ind. Each 
meeting was opened by President Mont- 
gomery. Messrs. Mooers, Harlan, Coch- 
ran and Langhenry of the home office 
addressed managers and agents at the 
Sea Island and French Lick meetings; 
Messrs. Mooers and Langhenry assisted 


Mr. Matta at the Coronado Beach meet- 
ing. 

Fieldmen contributing to club sessions 
were E. P. Hands, District of Columbia; 
T. R. McHenry, Houston; W. E. Rat- 
cliffe, Baltimore; T. O. Kepley, Char- 
lotte; R. B. Davis, Tampa; A. K. Hutch- 
inson, Jacksonville; L. E. Weingarten, 
Jersey City; Perry Meek, Indianapolis; 
B. D. Wheeler, Chicago; W. H. Hein, 
Pittsburgh; T. D. Harkelrode, Youngs- 


town; A. H. Carstens, Newark; S. R. 
Bowman, Oakland; A. N. Meyer, Den- 
ver R. L. Barnwell, Oakland; A. L. Lar- 


sen, Denver; H. Holbrook, Oakland. 

At the close of each final club session, 
recreational activities having occupied 
the afternoons and evenings, a daytime 
banquet was held. 





RELIANCE BULLETIN CHANGED 





Formerly a Monthly Magazine Is Now 
Being Published as Weekly 
Newspaper 

With the September 15 edition the 
Reliance Bulletin of the Reliance Life 
of Pittsburgh comes out as a weekly 
newspaper in a completely new format 
and with new features. Robert E. Wood, 
editor, says in his column “Wood Chips,” 
that the change is brought about largely 
by the time element in getting news to 
the field. The new weekly paper will in- 
corporate official announcements and 
production records formerly sent to the 
field as separate letters. 

The Bulletin was published continu- 
ously for twenty-five years as a monthly 
paper. The magazine grew from a few 
pages of production records, contest an- 
nouncements and testimonial letters to 
an excellently designed and printed pub- 
lication that was given a place nationally 
among the best house organs. 





ONTARIO SALES CONGRESS PLANS 
Plans are now practically complete for 
the Ontario sales and educational con- 
gress of life underwriters to be held in 
Toronto on October 29. The speakers in- 
clude the following: C. Preston Dawson, 
production manager, Bg any H. Beers 
Agency, New York; G. Fay Davies, su- 
perintendent of agencies, National Life, 
Toronto; J. E. Kavanagh, vice-president, 
Metropolitan Life, New York; S. F. 
Muter, Metropolitan Life, president, 
Life Underwriters’ Association of Cana- 
da; Thomas Bradshaw, president, North 
American Life, Toronto; Lloyd J. Lynch, 
general agent, John Hancock Mutual 
Life, Minneapolis. A leading producers’ 
clinic will be presided over by T. H. 
Dickinson, Mutual Life of Canada. 





S. A. SWISHER RESUMES DUTIES 

Stephen A. Swisher, Jr., superintendent 
of agencies of the Equitable Life of 
Iowa, has resumed the duties of his of- 
fice following an illness of several 
months, according to an announcement 
by President H. S. Nollen. Mr. Swisher, 
who was taken ill last Fall, returned to 
his desk June 1 on-a part time schedule, 
and since then has gradually increasea 
his hours of work as his strength im- 
proved. 

R. E. Fuller, assistant superintendent 
of agencies, served the company as act- 
ing superintendent during Mr. Swisher’s 
absence, 
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LEON ALEXANDER 


ted in The Eastern Under- 
writer last week, Jack Warshauer has 
been appointed manager for the Guardi- 
an Life in Brooklyn after several years 


SAMUEL F. GREEN 
with the agency eighteen years. Mr. 
Green entered the agency in 1917. Both 
have been among 
producers. 


As rep 





in association with the late Paul Alex- bat SPEAKS AT BOSTON j 
ander, At the same time Leon Alexander William W. Healy, supervisor, Sum- 
was named associate manager and S. F. mers agency, New York Life, Boston, 


Green, assistant manager. Their pictures was opening speaker before the Boston 


























are printed above. Mr. Alexander, a Life Supervisors’ Club in the 1937 Au- 
brother to the former manager, has been __tumn season. 
* MODERN LIFE INSURANCE SINCE 1845 *® 





STATISTIC 


A figure sleuth has discovered that the average length 
of service of Mutual Benefit men (excluding new 
men) who attended the 1936 Agents’ Convention was 
something over thirteen years. An analysis of the 
“composite man” of this group shows that he began 
his service shortly after the post war depression, made 
“good money” during the boom, had to scratch like the 
dickens for his commissions during the Great Depres- 
sion, and, still working hard, is getting better results 
for his efforts in 1936. His thirteen-year service record 
is at once a tribute to his ability and industry and to 
the Company with which he is associated. 





MUTUAL BENEFIT 


LIFE INSURANCE COMPANY * NEWARK * N * J + 
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Small Wage Families 
Carrying $7,406 Each 


NORTHWESTERN NAT'L. SURVEy 





Automobiles Owned by 77% of Group Of 
25,000 While 41% Own Homes And 
59% Are Saving Some Money 





Four out of five middle class families 
have increased their annual income an 
average of $437 since the depression, ac. 
cording to a survey by the Northwestern 
National Life. The study, based on 25,9 
policyholder families in forty-three 
states, shows the present income of the 
families taking part in the survey to be 
$2,401 annually, compared with $1,964 at 
the bottom of the depression, an increase 
of 22%. 

Twenty-one per cent of the heads of 
the reporting families stated that they 
had not had any increase in their earp- 
ings as. times improved, while 79% 
showed gains in annual income averag- 
ing $437 per family. Homes are owned 
by 41% of the families in the survey, 
averaging $5,181 each in value; 57% are 
mortgaged for an average amount of 
$2,610, or approximately half their value, 
Of the tenant families, 73% expressed 
their intention of some day owning 
homes. 

Automobiles are owned by 77%. Of 
this group, 65% bought their cars new 
and 35% purchased used cars; 16% in- 
tend to buy news cars within the next 
twelve months. The average amount of 
life insurance carried is $7,406 per fam- 
ily. Savings are ag Sy laid aside in one 
or more ways by 59% of the families; 
38% keep a budget je income and outgo. 
The average age of the heads of fami- 
lies reporting is thirty-five. Their fami- 
lies average two children each. 





MUCH TROUT AND VENISON 


Mersfelder of Oklahoma City Brings 
Home Huge Loads of Both With 
Which He Feasts His Agency People 
Running true to form, L. C. Mers- 

felder, Oklahoma City, state manager 

for the Kansas City Life, has once more 
come down out of the Rocky Mountains 
with a big mess of trout. He was on his 

Summer outing. and came back with so 

many fine fish that he gave his agency 

a fish dinner at the Oklahoma University 

Club where forty members of the agency 

and office force enjoyed the feast. 
Each Fall Mr. Mersfelder goes hunting 

and brings in venison for an agency 
deer dinner. As the agency has grown 
considerably it has become necessary for 
this mighty hunter to bring in bigger 
and bigger deer each season. He is all 
set now for the annual deer hunt in 

November and plans to Py the deer 

dinner November 26, O. Sam Cummings, 

president of the National Association of 

Life Underwriters, will be a_ special 

guest and several home office company 

officers are expected to attend. Mr. 

Cummings will also address the general 

agents and managers club November 26. 

Mr. Mersfelder is chairman of the club’s 

program committee. 





HARTMAN WITH OCCIDENTAL 

Don Lee Hartman has been appointed 
a member of the sales staff of the home 
— Group department of Occidental 

Life of California, with headquarters in 
Los Angeles, effective September 5, ac- 
cording to announcement by the com- 
pany. He was formerly with the United 
States Life as superintendent of agen- 
cies, is 38 years of age and has been in 
the business since graduating from 
Wesleyan University in 1921. For four- 
teen years he was with the Connecticut 
General Life at Hartford, as home office 
supervisor of Group sales for the first 
nine years, and the next five years as 
manager of their Group department for 
the New York metropolitan district 
Since 1935 he has made Los Angeles his 
home, serving the agency department 0 
Occidental Life as Group representative. 
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Massachusetts Mutual Life 


Insurance Company 
Springfield, Massachusetts 
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L. to R.: Holgar J. Johnson, C. J. 
A. E. McKeough. 


Several interesting features were in- 
troduced into the luncheon meeting of 
‘tthe Chicago Association of Life Under- 
writers by President A, E. McKeough on 
September 16. Those who qualified for 
the C. L. U. degree in 1937 were seated 
at the speakers’ table and introduced as 
follows: Louis Behr and Adolph Klein, 
Equitable Scciety; Donald O. McLeran 
and Edwin Miller, Mutual Life; John 
Parker, New England Mutual; Melvin 
B. Skinner, Equitable Society, and Dewey 
R. Wright, Union Central. Others who 
passed the C. L. U. exams, but have not 
yet met all requirements, are O. R. As- 
pegren, Jr., Northwestern National; Bor- 
den Kessler, Sun Life; L. Wheeler 
Tracy, New York Life. The charge to 
the new C. L. U.’s was made by Earl M. 
Schwemm, manager Great-West Life, 
and president Chicago chapter, C. L. U. 

The Chicago association was awarded 
a silver cup in recognition of its mem- 
bership work for the district. During 
the past year membership was increased 
from 1,070 to 1,260, The award was made 
by Charles J. Zimmerman, C. L. U., gen- 


Zimmerman, L. Mortimer Buckley and 


eral agent, Connecticut Mutual, who was 
chairman of membership committee of 
the National Association of Life Under- 
writers. L. Mortimer Buckley, C. L. U., 
who was chairman of the Chicago com- 
mittee on membership, accepted the 
award in behalf of the Chicago associa- 
tion and his co-workers as division chair- 
man: James A. Brennan, Fidelity Mu- 
tual; Burton Mudge, Jr., Penn Mutual; 
A. W. Ormiston, Travelers. Mr. Ormis- 
ton has been made chairman for the en- 
suing year. 


Harry T. Wright, recently re-elected as 
trustee of the National association, and 
Philip B. Hobbs, who was named chair- 
man of the general agents’ and managers’ 
division of the National association, were 
seated at the speakers’ table and intro- 
duced. Attention was called to the work 
of the speakers’ bureau under the direc- 
tion of Robert A. Judd. An exhibit of 
the letters sent out and news clippings 
concerning this endeavor were on display 
in the lobby. John H. Sherman, manager, 
W. A. Alexander & Co., introduced the 
guest speaker, Holgar J. Johnson, gen- 
eral agent, Penn Mutual, Pittsburgh. 





INSURANCE ATTORNEY KILLED 


Frank L. Guerena, insurance attorney 
who has represented Pacific Mutual, the 
new company, in its post-organization 
litigation and also the State of Califor- 
nia in the same capacity, was killed 
while hunting with his 1l-year-old son 
on Sunday, September 19. His son’s gun 
discharged when he fell on the moun- 
tain side near Yosemite valley, sending 
a bullet into Guerena’s body as it struck 
the rocks. Guerena, former assistant at- 
torney general of California in charge 
of legal problems of the state Insurance 
Department for a number of years, was 
widely known for his aggressive defense 
of sound insurance and constructive le- 
gal assistance. 





NEW LOAN OFFICE OPENED 


Announcement has been made in Los 
Angeles by the Equitable Society of 
opening a loan office in charge of John 
B. Cooley, loan supervisor for the com- 
pany in southern California, Arizona and 
New Mexico. Funds will be made avail- 
able for residential and business property 
loans. 





CANADA LIFE GAINS 
New Ordinary and Group insurance in 
the Canada Life for the first eight months 
of the year is $8,500,000 more than in 
the same period of 1936. 


BOSTON C. L. U. COURSES 


Life insurance courses given for the 
first time at Boston University started 
on September 20 and will continue for 
fifteen weeks. Supplementary courses 
leading to advanced examinations for 
the C. L. U. designation begin in Jan- 
uary and February of next year. In- 
structors include Vernon E. Blag- 
brough, C. L. U., manager, business in- 
surance department; Paul F. Clark 
agency, John Hancock, and James R. 
Warren, C. U., supervisor, Richard 
B. Blackmur agency, Massachusetts 
Mutual, both of Boston. 





KAPLOVE GETS SERVICE PIN 


Assistant Manager Julius H. Kaplove 
of the Ordinary agency in Newark of 
which E. N. Van Vliet is manager for 
the Prudential, cleebrated his twenty- 
fifth anniversary with the company Sep- 
tember 16 and was presented with a 
twenty-five year pin by Supervisor Rob- 
ert E. Wilkins. A dinner followed in 
the evening in Newark, N. J. Mr. Kap- 
love has been the production leader of 
the agency for the past few years. 





LAWYER ENTERS LIFE FIELD 

Ralph J, Autorino, a lawyer of Mont- 
clair, N. J., has joined the Newark agen- 
cy of the State Mutual Life, of which 
Fred Lieberich, Jr., is state agent. 


President Behrens’ Talk At 


Continental Agency Meeting 


The Continental Assurance Co. of Chi- 
cago is holding its annual convention of 
leaders and the meeting of general 
agents and managers at the Stevens 
Hotel, Chicago, this week. 

President H. A. Behrens, in a talk 
before the convention said Continental 
Assurance would achieve its third hun- 
dred million paid insurance in force in 
five years or less. He stated that as of 
August 31 interest return on its bonds, 
mortgages, preferred and guaranteed 
stocks was 4.29%. He stressed import- 
ance of insurance protection for great 
mass of average citizens “now woefully 
underinsured ;” declared too much em- 
phasis was being placed on sales tech- 
nique and special sales paraphernalia; 
and called attention to fact that com- 
pany’s new participating life insurance 





department will go into operation with. 
in a few weeks. ; 


FRANCES PERKINS AT CHICA 
Secretary of Labor Frances Perkin 
was guest speaker at two insuran, 
functions in Chicago this week. Afte; 
speaking before the convention of 
Continental Assurance Friday momiy 
she was scheduled to address a luncheg, 
of insurance women. 








Sharpe and Bonnycastle 
Advance in Northern Lif 


The Northern Life of Canada ap. 
nounces appointment of H. L. Sharpe 
as assistant actuary and L. C. Bonpy. 
castle as assistant treasurer. Each j 
the appointees has been with the com. 
pany for about five years, and is ang. 
sociate member of the Actuarial Society 
of America. F 








Why Not Make Some Money 
Out of Group Insurance? 


We've all heard a lot about the indirect profits of selling 


group insurance. 


Group commissions, however, are worth going after. One 
of our record-keeping agents, finding that he gives one-fifth 
of his time to group and gets one-third of his income from 
it, is changing his schedule to allow more time for group. 


The market is active for all group lines, and employees are 
eager to pay their share of the cost of life, accident and 
sickness insurance and retirement annuities. 


Group personal loan insurance, insuring lives of borrowers 
for amounts of their loans, can be sold to nearly any bank 
with a personal loan department. 


Help in getting started and in closing furnished by ou! 


group specialists. 


Connecticut General 
Life Insurance Company 


Hartford, Conn. 
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J. E. O’Neill Returns 

To Bookstaver Agency 
wiLL BE AGENCY CONSULTANT 
as Had Wide Experience in Field 


And Home Office; First Joined 
New York Agency in 1918 








james E. O'Neill, formerly vice-presi- 
dent of the George Washington Life of 
Charleston, W. Va., has returned to New 
York City as agency consultant with 
the Jos, D. Bookstaver agency of the 





JAMES E. O’NEILL 


Travelers at 110 William Street. Mr. 
(Neill, who has a wide acquaintance 
among agents and brokers here, made 
his first connection in life insurance 
wih the Bookstaver agency in 1918 
shortly after his return from the World 
War. 

Starting in a minor capacity, he 
worked in various departments and be- 
came familiar with every angle of the 
business in an agency which was writ- 
ing over $20,000,000 a year. Wider op- 
portunities called him and he became as- 
sociated with the late C. A. Foehl, who 
was manager of the largest New York 
agency of the Prudential. He then be- 
came agency assistant in the Daniel J. 
Quinn agency, of the Prudential in 
Brooklyn. While with the Prudential he 
wote and spoke on the subject of life 
msurance. He edited Radio Broadcast, 
aweekly insurance publication for life 
msurance producers, and made addresses 
'o representatives of the New York 
lelephone Co. and other large corpora- 
tions. He was also a featured speaker 
detore many gatherings of life insurance 
men, 

With the home office of the George 
Washington Life he started as agency 
upervisor, did an outstanding organiza- 
tion job, was elected vice-president in 
tharge of production and later became 
executive vice-president of the company. 

Saw Service Overseas 

Born August 31, 1895, in Portsmouth, 
Va, Mr. O’Neill was educated in the 
schools of New Jersey. After school 
hours he sold newspapers and later got 
4job as a messenger with the Central 
Railroad of New Jersey. His ability won 
ot him a promotion as office boy in one 
t the executive offices and from there 
lirther promotions took h'm through 
various offices, 


With the entrance of the United 
‘lates in the World War he enlisted 
and Saw active service with the 87th 
eat of Infantry in the Pyrenees 


ountains, Tours and Alsace-Lorraine. 
"€ was one of a select group of men 
Ant to the Officers’ Training School at 
¢ Napoleon Barracks :in Longres, 
‘trance. For a vear after the war he was 
Me of the officers in charge of the 
‘est American prison camp in France. 
One of Mr. O’Neill’s boyhood ambi- 


INSURANCE SALES RISE 5% 





Data Prepared by Life Insurance Sales 
Research Bureau Show Results 
in Eight Months This Year 

Sales of Ordinary life insurance for 
the first eight months of 1937 are 5% 
ahead of the same period of 1936, ac- 
cording to the Life Insurance Sales Re- 
search Bureau. These figures, based on 
reports of fifty-four companies, have 
been increased to represent total sales 
of Ordinary (exclusive of Group) of all 
companies operating in the United 
States. 

The seasonal index given on the Bu- 
reau’s Survey indicates that March and 
December are the peak months for life 
insurance sales. 





Future of Mortgages 


(Continued from Page 1) 


rapid development in recent years of the 
community center trading districts. This 
all presents an extensive field for careful 
study and selection of risks. 

“In this work we realize that there 
are and will be fluctuations in the in- 
tensity of transactions in the real estate 
market, and we shall have our good and 
bad cycles. From the point of view of 
mortgage loans we are not unduly con- 
cerned with such fluctuations except 
where there is a possibility of shifts in 
districts as a result. Good real estate 
does not lose its value, and although it 
may not at times be marketable, the past 
has disclosed a gradual upward trend in 
real estate values over a long period of 
years, and mortgage loans are essentially 
long term investments. 

“It is our duty to prevent undue specu- 
lation in real estate; you in the selling 
and management, and the mortgage in- 
vestor in his efforts to finance only 
sound developments.” 


Views on Rates 


On the subject of rates Mr. Fraser had 
this to say: “Due to the large amount 
of idle cash seeking investment, public 
utility and industrial corporations were 
able very recently to borrow money at 
rates ranging from 3% to 4%. So far as 
we were concerned at that time, we could 
see no reason why the owner of a choice 
piece of real estate of the highest quality 
should not receive at least some of the 
benefits with respect to lower interest 
rates. 

“It was only the same question of sup- 
ply and demand and the judgment of the 
investor in the competitive lines or fields 
of investment keeping in mind the funda- 
mental principals in the handling and 
servicing of these various types of invest- 
ment. There seemcd no reason why the 
real estate owner of unquestioned se- 
curity should borrow on mortgage at 
rates from 5% to 6% when some of the 
equally substantially secured borrowers 
in other fields could obtain rates from 
3% to 3%%. There seemed no reason 
for a spread between these investment 
outlets of two points in 1935 and less 
than one point in 1930. The real prob- 
lem is the judgment of comparative 
risks and the servicing of the invest- 
ments over a period of time. Therefore, 
we have tried to invest a_ substantial 
portion of the cash funds flowing to us 
in mortgages at fair interest rates in 
accordance with our belief and thoughts 
on the competitive investment market. 
In the face of the falling off in mort- 
gage loan accounts of most of the 
larger investors, we have more than 
tripled our mortgage investments during 
the past three years.” 








tions was to become an actor and today 
amateur theatricals are one of his prin- 
cipal hobbies. He has directed several 
amateur plays that were presented as 
benefits for churches and charitable in- 
stitutions Fishing is also amorg his 
hobbies. He is a member of Elks, Ki- 
wanis, American Legion and Catholic 
Church. He married Elizabeth Mahn of 
Jersey City and has one daughter, Joy 
Marie. 
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Since 1913 The Connecticut Mutual has retained 
and distributed the proceeds of its policies, when 
requested, under agreements containing trust pro- 
visions. 


To help Company representatives present the im- 
portant subject of trust agreements, two new pieces 
of sales literature have been published. 


The first simply highlights the important reasons 
for using The Connecticut Mutual’s trust agreement. 


The second explains in detail that the functions 
of The Connecticut Mutual Life Insurance Company 
go beyond the mere creation of an estate and include 


The book- 


let also points out the several definite advantages 


its conservation and distribution as well. 


which the trust agreement has over the contractual 
agreement. 


Th t 


Connecticut MUTUAL LIFE 
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Philadelphia Ass’n 
Holds Golf Tournament 


ALLMAN TURNS IN LOW SCORE 





C. Bayard Mitchell, Equitable Society, 
Takes Trophy; Penn Mutual 
Wins Team Match 





The fourth annual golf tournament of 
the Philadelphia Association of Life Un- 
derwriters featured the association’s an- 
nual play day last Friday at Melrose 
Country Club. In spite of rain, forty 
members of the association competed for 


honors in golf and 125 were on hand 
for dinner in the evening. 
C. Bayard Mitchell, Equitable So- 


ciety, turned in the low score to win 
the trophy which for the past year has 
been in possession of Kean Donnelly, 
Penn Mutual. Mr. Donnelly did not 
compete this year. Guest honors were 
won by Dick Allman, Leon Merz Co., 
general insurance office, who turned in 
the low score of 73. Mr. Allman was 
runner-up in the 1936 Philadelphia 
amateur championships. Harold Cross, 
Jr. Penn Mutual, was runner-up for 
the trophy. Frank Campbell, Pruden- 
tial, and William Holmes tied for third. 


Other Sports 


The Penn Mutual won the team match 
with a total score of 353. The players 
were Taylor Glading, Walter Reynolds, 
J. H. Reese and James Gentle. Mr. 
Reynolds was winner of the trophy four 
years ago. 

Frank Campbell led his soft ball team 
to victory over the team of Harry Rem- 
ington, Mutual Life of New York. Clin- 
ton Mellor, Provident Mutual, who was 
tennis chairman, substituted a ping-pong 
tournament in which Mr. Remington 
was winner. Tom Charles won the wa- 
ter sports and quoits game. C. H. Carr, 
Prudential, was sports chairman and 
Clinton Mellor, Provident, vice-chair- 
man. 





DERN MONTH FOOTBALL JOUST 





All Agents of Lincoln National Life to 
Hold Contest for Vice-President and 
Manager of Agencies 
Elaborate intra-agency contests, using 
football as the theme, will be staged in 
October, Dern Month, by all general 
agents of the Lincoln National Life. 
The October contests are in honor of 
Vice-President and Manager of Agen- 
cies A. L, Dern. These contests are 
geared in with the Minute-Men Club 
contest which runs from August 15 to 

December 15. 

Every agency of the company is con- 
ducting a Dern Month football contest. 
The month will be divided into four 
quarters and novel scoring methods used. 





OKLAHOMA CASE CONTINUED 
In a three judge Federal court at 
Oklahoma City, September 10, it was 
decided to continue the case involving 
constitutionality of an order issued by 
Insurance Commissioner Read __ that 
sought to prohibit the Liberty National 
Life of Alabama from selling its Per- 
fection Endowment policies in Oklahoma. 
Read issued the order after the 1937 
legislature had amended the retaliatory 
law to prohibit foreign companies from 
writing in Oklahoma business that was 
closed to Oklahoma companies by the 
laws of their home state. 





JAMES A. STRATTON DEAD 


James A. Stratton, for many years 
general agent, Connecticut General, died 
at Plattsburg, September 14. Mr. Strat- 
ton, who was second in length of service 
in the company’s field organization, two 
months ago celebrated his fiftieth anni- 
versary with the company. 





HEADS CANADIAN ADVERTISERS 

At a recent meeting of the Life Insur- 
ance Advertisers Association of Canada, 
J. H. Castle Graham, of the London Life, 
was elected president, 





Winners and Others at Philadelphia 


# 


all 





Top row—left to right: J. Elerick Willing, brokerage manager, Leonard agency, 
Mutual Life of N. Y.; Dick Allman, Leon Merz Co., low score 73;C. Bayard Mitchell, 
Equitable Society, trophy winner; J. Frank Leonard, manager, Mutual Life. 

Bottom row—left to right: Manager Cooper, Columbian National; Joseph H. 
Reese and Edward L. Reiley, managers, Penn Mutual; C. C. West, assistant man- 


ager, Prudential; M. W. Hammers, 


manager, 


Continental American; Walter 


Reynolds, Penn Mutual, former winner; Thomas B. Char'es, M. R. Orr agency, 


Massachusetts Mutual. 


NEW JERSEY ASS’N. MEETS 








Paul Speicher Speaker; E. C. Hoy Says 
Maduro Will Give Series 
Of Talks 

Security is the main objective of the 
majority of persons today, Paul Speicher, 
managing editor, Research and Review, 
declared at the first Fall dinner meeting 
of the Life Underwriters Association of 
Northern New Jersey at the Newark 
Athletic Club. His subject was “How to 
Buy Economic Security.” 

Ernest C. Hoy, chairman of the pro- 
gram committee, said Denis Maduro, in- 
surance attorney, would give a series of 
talks on “Business Life Insurance” at 
the October, November and December 
luncheon meetings. 





ELECTED TO A. L. C. 

Pacific Mutual Life of Los Angeles has 
been elected to membership in the 
American Life Convention. This is the 
new company succeeding to the business 
of The Pacific Mutual. 


LOS ANZELES MEETINCS START 

Life Managers eorr= Resumes 

Luncheons and Hears Robert J. Bauer 
and E. B. DeGroot Speak 


With an unusually attendance 
the Life Managers Associa- 
tion of Los Angeles resumed its regular 
semi-monthly mectirgs September 13. 
President Walter T. Shepard, 
for the National 
principal speaker 


large 
Insurance 


general 
Life, presided. 
Robert J. 
Bauer, general manager of the Better 
Business Bureau of Los Angles, who 
talked on particularly interesting life 
insurance cases which have been brought 
to his attention. The other speaker was 
E. B. DeGroot, chicf executive of the 
Soy Scouts in Los Angeles, 


agent 


The was 


GROUP INSURANCE INCREASED 
A plan by which 18,000 employes of 
the Eastman Kodak Co. may increase 
their Group life insurance, adding ap- 
proximately $15,000,000 to the $25,000,000 
in force, has been announced. 
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FRAUD CASE INDICTMENTS 





City Physician and Insurance Agenlf 
Found Guilty of Faking Claims Against 
Prudential of Newark 

The Bergen County (N. J.) Gran 
Jury has voted indictments against Git 
Physician Ernest Casini of Garfield an 
Fred LaRosa, Hasbrouck Heights insur 
ance agent, charging them with obtair- 
ing money under false pretenses fron 
the Prudential Insurance Co. Dr. Casin 
and LaRosa are alleged to have partic: 
pated in a fake claim racket in whic 
Dr. Casini allegedly filed fake death cer 
tificates in at least two instances, al 
LaRosa in turn collected on policies fo 


a total of $1,525. 





Gene Waddle has been  appointel 
branch manager at Portland, Oregon, for 
the Occidental Life of California. 





FOREIGNERS 


native land. 


101 Fifth Ave. 





SOJOURNING HERE 


Are excellent life insurance prospects, especially when 
you tell them about the continuing service of this 87- 
year-old Company. Policies issued, if desired, in any 
one of the major, stable currencies and service main- 
tained after the insured has resumed residence in his 


Write in for NEW HORIZONS, booklet explaining our 
unique world wide service. 


THE UNITED STATES LIFE INSURANCECO. 
In The City of New York 


Steadfast—Since 1850 


New York, N. Y. 








The c 
Colonial 


Life Insurance Company 
Of America 
Incorporated 1897 

om 
Out of the leading 300 companies i 
the United States and Canada, the © 
lonial stands among the first 20 on the 


basis of number of policies in force 
7 


OVER 112 MILLION IN FORCE 





Ernest J. Heppenheimer, Pres. 











Charles F. Nettleship, Vice Pres 
Home Office—Jersey City, N. J. 








Septem 


= 


—_— 
— 

























NTS 


Agent 
A gainst 


Gran 
ast Cit 
eld ar 
s insur 
obtain 
»s fror 
. Casin 
partic 
1 whic 


pointe 
yon, for 
: 


ies 10 
e C 
n the 


force 


CE 


24, 199 














September 24, 1937 






et 
THE EASTERN =e 
~ UNDERWRITER ‘-sexzmantaiorsocernsy 9 
==, 









ITS 

a 
5 Gua oa 
SEE 





Page 15 











—_—_ 
——_—— 








ARE YOU BUYING YOUR HOME? 


If so, you are looking forward to the day when you will cremate the mortgage. What a thrill that will 
be—the last.payment made at last and your home will be your very own, clear and unencumbered. 
But have you considered what might happen in the meantime? If you live, you will pay off the mortgage, 
but suppose you don't live to complete the payments, what then? 


Don’t gamble with the possibility of a foreclosure, leaving your family without a home. 


The Western and Southern Family Security Policy will provide the money to cancel the mortgage and 
leave your home debt-free to your family in the event that you don’t live to complete the payments. 
You can have this guaranteed protection to your family at a cost of only about 2% of the interest pay- 
ment on your mortgage. 


ASK THE WESTERN AND SOUTHERN MAN ABOUT IT. 





The Western and Southern Life Insurance Co. 


C. F. WILLIAMS, President 
Home Office Cincinnati 
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Survey Shows Public’s 
Insurance Attitude 


TEST BY GOOD HOUSEKEEPING 
Increasing Public Interest in Life In- 
surance Particularly Its 
Income Forms 


Recently the magazine Good House- 
keeping completed a nation-wide survey 
to discover the buying habits as to life 
insurance of its women readers and 
their husbands. There were 28,000 
questionnaires mailed, separate forms 
going to the women readers and their 
husbands. These readers were located 
in 181 cities and towns throughout the 
country. 

Some conclusions drawn from this 
survey were given before the Life Ad- 
vertisers Association at its annual meet- 
ing at Old Point Comfort, Va., this 
weck by Kenneth R. Miller of the Life 
Insurance Sales Research Bureau. Mr. 
Miller was consultant in connection with 


the magazine survey. ‘Replies received 
numbered 4,206, about equally divided 
between men and women. A feature 


of the responses was the number of vol- 
untary comments or questions which 
tended to show the lines along which 
the public is thinking concerning life 
insurance. 

What Survey Showed 

Summarizing from the survey Mr. 
Miller drew the following conclusions: 

1. There is an increasing -public ‘inter- 
est in life insurance, particularly in its 
use as income. 

2. This increasing public interest, per- 
haps stimulated by recent attacks, has 
created a thirst for knowledge of life 
insurance, how it operates, and its place 
in the economic and social structure of 
the nation. 

3. Obviously, there is a lack of ac- 
ceptance of the old idea that “all com- 
panies are good,” etc. And certainly 
there are some questions in the public’s 
mind as to methods of operation followed 
by life insurance companies. 

4. There is an increasing interest on 
the part of women in life insurance 
which is important because of its influ- 
ence on the purchase of life insurance 
by their husbands and possible change 
in selling techniques, 

5. In spite of the fact that we are 
not inclined to accept the present Social 
Security set-up as final, we must recog- 
nize the interest of the public in Social 
Security not only for what it is but also 
because of its relation to life insurance. 

6. There still obtains a natural fear 
of inflation and its possible effect on 
life jnsurance. 

7. It.is obvious that the group repre- 
sented by this sampling are interested 
in knowing more about how to deter- 
mine the amount of life insurance which 
they ought to own, depending upon 
their income, financial obligations, etc. 

HONOR CLARIS ADAMS 

Claris Adams, president of the Ohio 
State Life, was the guest of honor at a 
dinner given in Akron Tuesday evening 
by the Carter-Jenkins agency in com- 
memoration of his first anniversary as 
president of the company. Others from 
the home office in attendance were Vice- 
President and Medical Director C. E. 
Schilling, Agency Vice-Presidency Frank 
L. Barnes and Superintendent of Agen- 
cies W. V. Woollen. 


LOS ANGELES AGENCY AHEAD 
The S.S.Northington general agency at 
Los Angeles for the Connecticut Mutual 
Life shows an increase of approximately 
H% in paid new insurance for the year 
to September 1, as compared with the 
similar period of last year, says R. I 
Ingraham, associate general agent. 





MUST TAKE GROUP PLAN 
All participants in the retirement pen- 
sion program for Michigan State College 
faculty will be required to take out $1,000 
Group policies. The Group contract has 
not been placed. 


Is Now Secretary of the 
Home Life. Philadelphia 


Bachrach 
BERNARD L. CONNOR 


Bernard L. Connor, whgse election as 
secretary of the Home Life, of Philadel- 
phia was announced in last week’s The 
Eastern Underwriter, will complete 
twenty-five years with the company on 
October 14. He was formerly office 
manager and has had a long record of 
successful accomplishment with the home 
office in management positions. 





| HEARD On The WAY | 





J.. Roy Robbins of the Home Life, who 
formerly was a general agent of the 
company here, has returned from Eng- 
land where he went as a member of the 
Oxford Group, which has done more to 
revive the spirit of religion than any 
movement in the present century. There 
were members of the Group from thirty- 
five countries. The 1,500 men and women 
present lived at Oxford. During the 


meetings Mr, Robbins’ habitat was- 


Queen’s College dormitories. 

While in England he was a guest at 
the 300-year-old country home of Lionel 
Walker Chippen-Sodbury, retired Army 
officer, and of E. William Phillips, British 
manager of the Manufacturers Life, at 
the latter’s estate, Hindhead, Surrey, 
England. Mr. Phillips calls his home 
“House-in-the-Woods,” correctly named 
because on the site are many acres of 
forest. 

Mr. Robbins returned on the Britannic 
with M. R. Gooderham, president and 
fan counsel of the Manufacturers 
ife. 

In addition to the 1,500 men and women 
who were at the historic Oxford dormi- 
tories and held meetings in Union Hall, 
Oxford, there were 350 young people 
in camps outside of Oxford. They came 
from Scandinavian countries, Holland 
and Canada. 

Mr. Robbins said that the Oxford 
movement in brief stands for living un- 
der God's will instead of self-will; seek- 
ing His direction in everything. Part 
of the technique of members of the Ox- 
ford Group is a period of contemplation 
each morning, whether for a few minutes 
or an hour, 

Uncle Francis. 





STATE AIDS TEACHERS FUND 


Gov. Murphy of Michigan has ap- 
proved a legislative act by which the 
state teachers retirement fund will get 
$345,000 annually from the state until 
the fund amounts to $2,000,000. There- 
after the state is obligated to maintain 
the fund at that minimum. 
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1875 WRITES AN AD 


State Mutual's second President, Isaac Davis, 
published the 29th report of the Board of Directors 
on January 6, 1875. In it was the following state- 
ment: 

...». The uniformity of the Company’s principles 
and practice has largely contributed to its stabil- 
ity and materially promoted its prosperity. 





....lIts business in 30 years has suffered very 
little from the financial fluctuations which have 
so seriously affected, at different periods, nearly 
all othez institutions and almost every branch of 
business. 


STATE MUTUAL LIFE 


ASSURANCE COMPANY 
of Worcester, Massachusetts 


Incorporated 1844 


Over 93 Years a Synonym for Security 














THE 
GUARDIAN LIFE 
INSURANCE COMPANY 

OF AMERICA 
NEW YORK CITY 


A MUTUAL COMPANY 
ESTABLISHED 1860 


+ 


GUARDIAN OF AMERICAN 
FAMILIES FOR 77 YEARS 
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; Appointed As General : Committee of Presidents 
Counsel of Bankers Life | My Thirty Years in N. Y. Insurance Dep’t To Attend A.L.C. Meeting 
The Association of Life Insurance 
By Nelson B. Hadley Presidents will be represented officially 
3 , . : , at the annual meeting of the American 
Former Chief Examiner of Life Insurance Companies Life Convention in Chicago October 11- 
— 14 by the following special committee of 
‘ : ‘ sociati delegates: Walt LeMar 
No. 9 = — by rye companies going into Talbot. Fidelity Mutual, po le Col- 
6 : : : _ the market an uying certain common 4 . Oli Prudential: Leroy 
rae sane regis ee Al stocks. However, nothing was done about regione my a hag 1 x 
bert Conway’s administration was, of it as the managements of the companies eed aroma pr raeh A vee. . 
course, the Wall Street crash in the felt that if they bought these common sal ite ; 
Fall of 1929. At that time there was Stocks it would imperil their standing and ADDRESSES HONOLULU AGENTS 
a panic, psychological and real, with that perhaps they would suffer certain C. H. Carpenter, Canada Life, super- 
setaciy muaiat ovis tiles 66 “He losses and violate the investment law. visor for California, addressed the second 
‘ y mz I Ss falling to Ww When Mr. Conway left the Department annual sales congress for underwriters of 
low levels. As was the case with most to go on the bench—he is now a justic€ frawaii on a visit to that Island. 
of the insurance commissioners at the Of Supreme Court in Kings County ee 
time there was a tendency to take steps ee ee (oa as Superintendent. The critical nature 
to correct situations which appeared to fF Behan. who had been with the De- * ee a ee 
be impending, demanding immediate ac- partment for nearly fifty years, was ele- a at dee thane te the Department 
tion and taking such action independent- — to es of Insurance. 
ly: that ie : : Mr. Behan was one of the most agree- : 
i Pas an Te consulting subordinates. able men in the Department, and one Consulting Actuaries 
In the face of the crisis, and the of whom we were all fond. It developed, 
thought that the New York Insurance however, that he was in very poor Woodward, Ryan, 
Department could be of help in some health; in fact, was incurably ill. After h & Davi 
way Superintendent Conway called in the a brief service as head of the Depart- S arp avis 
presidents of the four biggest life insur- ment he found himself unable to leave 90 JOHN STREET, NEW YORK 
JOSEPH P. LORENTZEN ance companies and indicated to them his home, and for some weeks before he Telephone BEekman 3-5656 
the desirability of attempting to stop died he could not perform his duties 
The Bankers Life Co. of Des Moines 
fas appointed Joseph P. Lorentzen as } 
general counsel. Mr. Lorentzen  suc- 
ceeds the late R. B. Alberson, vice-presi- 
dent and general counsel. 
During his service in the legal depart- 
ment of the Bankers Life Co. since 1926 
Mr. Lorentzen has held successively the 
positions of attorney, assistant counsel, 
and associate counsel. A native of Mich- e P 
igan, Mr. Lorentzen received his college T Th F ld F 
training in Highland Park College and Oo e 1e orces 
Drake University Law School, both in 
Des Moines. After two years of ser- © ° . 
vee in the army during the World War, of the Berkshire Life Insurance Company 
he returned to Des Moines to practice 
there with the legal firm of Carr, Cox, 
— Evans and Riley. In the same city, in 
ss 1924, he became a partner in the firm of 


Lorentzen and Shepherd. He left this + . . 
iden dina eames seks Ge bales Wek Sincere congratulations for your splendid coopera- 
Bankers Life legal staff. 





— tion and achievement in going ‘way over the top in new 


ys -g ae Se paid-for production during the Summer Special Contest 


The season opened for the Oklahoma in August. 
Association of Life Underwriters Sep- 
tember 18 with a mecting devoted large- 
ly to hearing reports on the national ® s 
convention at Denver. Under the direc- The Company 1S exceedingly proud of your record- 
tion of Jess Owen, general agent, Mu- 


tual Life of New York at Oklahoma breaking attainment and it gives me great pleasure to 
City, the program included a talk by 
im on what he gleaned from that meet- 7 ; 

ng, and’ an account of the Milion ‘Dol acknowledge and thank publicly every Associate and 
ar Round Table activities by Frank e 
Fonveille. Theo. M. Green conferred General Agent for his loyalty and support. 
the C. L. U. degree on Charles R. War- 
ren, Massachusetts Mutual; Charles W. 
Hoefle, Aetna, and Lee White, Mutual . 
Life of New York. Sincerely yours, 
The annual sales congress will be held 
late in January or early in February. 
Ferrill M. Bean is general chairman of 


the congress committee. FRED H. RHODES, 


GET PAN-AMERICAN LIFE President 
Cravens, Dargan & Fox, of California, 
have been appointed general agents in 
southern California for Pan-American 
Life of New Orleans, with Harry B. 
Melton in charge of the new life de- 


partment in the Los Angeles branch of- BERKSHIRE LIFE 


ce. The firm is general agent for the 
Connecticut General in northern Cali- 


fornia with R. H. Hepfer, manager. INSURANCE COMP ANY 


‘rank Crooks, fifteen years in the busi- 


ness, has just been appointed assistant INCORPORATED 1851 
to Hepfer in San Francisco. 

ane PITTSFIELD, MASSACHUSETTS 
SCHUMAN LED ENTIRE FIELD 


In August, Arthur B. Schuman, with 














the Security Mutual Life in northern 
New Jersey, led the entire agency force 
paid business. He has also been the 
ail leader in paid production for the year. 
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Fidelity 


The Fidelity Mutual Life held its an- 
nual Leaders’ Club convention last week 
at the Cavalier Hotel, Virginia Beach, 
Va., installed new officers, presented 
awards, and heard a number of construc- 
tive talks on sales ideas by company of- 
ficers and field men. There were 175 
members present. 

Presiding as chairman of the meeting 
was Frank H. Sykes, vice-president and 
manager of agencies, while the opening 
speaker was Walter LeMar Talbot, pres- 
ident of the company. President Talbot's 
talk on Fidelity Mutual progress was 
printed in part in last week’s The East- 
ern Underwriter. 

For many years the installation of new 
officers and directors of the Fidelity Mu- 
tual Leaders’ Club has been a bit of 
whimsical pageantry to which the con- 
vention looks forward. This year it was 
patterned after the English coronation 
with John Dennis Mahoney of Philadel- 
phia cast in the role of archbishop. New 
officers crowned at the meeting were 
these: 

Officers of Leaders’ Club 


J. E. FitzGerald, San Francisco, presi- 
dent; Maurice Strauss, Newark, vice- 
president; Sidney Rice, Indianapolis, sec- 
ond vice-president; P. J. Grogan, Johns- 
town, Pa., secretary, and Myron E. Wat- 
son, Boston, treasurer. 

These are the club’s new directors: 

L. C. Burwell, Jr., Charlotte, N. C.; 
R. W. Campbell, Altoona, Pa.; H. N. 
Lyon, San Francisco; G. H. Dorwart, 
Philadelphia; Kar] Collings, Philadelphia; 
C. B. Metheny, Pittsburgh; F. L. Bett- 
ger, Philadelphia; C. K. Gordy, New 
Haven, Conn.; J. H. Brennan, Chicago, 
and E. M. Horn, Harrisburg, Pa 

Mr. FitzGerald, new club president, 
taking as topic of his address, “Why be 
satisfied with averages ?” declared that the 
law of averages should be repealed. “Men 
get into that ‘average’ rut,” he said, “and 
go down through life with the walls of 
mediocrity growing higher and higher 
beside them.” He counseled men who 
— avoid the rut to do three things: 

Study for information because that 
is pt nee lg 

2. Practice for perfection because mere- 
ly watching others perform does not 
make one a performer; 

3. Read for inspiration—because inspi- 
ration kindles desire and desire is the 
starting point of all achievement. 

The chairman introduced W. J. Mein- 
hardt, of the Brennan Agency, Chicago, 
as the “Unknown Guest” of the conven- 
tion, Mr. Meinhardt was the winner of a 
contest, the award for which was con- 
vention attendance on the same terms 
as a class A leader. The well-known 
sound picture of Professors Borden and 


utual Leaders’ Club 
Holds Enthusiastic Meeting 


Busse of New York University—“ Making 
Sales Presentations Stay Presented”— 
concluded the session. 
Some Others on Program 
C. T. Feddeman, agency assistant of 
the head office staff, opened the second 
day’s session with an interesting com- 


Walter 
LeMar 
Talbot 


parison of the success factors of the fif- 
teen top leaders of 1937 with the fifteen 
whose work was similarly analyzed in 
1935. An amazing correlation was found. 

“Where to Go” was the theme covered 
by Sidney Rice, Indianapolis. Revival of 
interest in programming was recognized 
by Earle H. Schaeffer, C. L. U., Harris- 
burg, Pa. An amusing surprise skit based 
on the will of Hermann Oberweiss, pro- 
bated some years ago in Texas, was pre- 
sented by W. J. Meinhardt, and Paul 
Ries, Chicago. Actual demonstration of 
the use of the form was given by Eugene 
M. Horn and Hal F. Stoneking of the 
Harrisburg agency. 

Paul Wechsler of Philadelphia was to 
have given a companion talk on the use 
of the Fidelity Planning Bank, but was 
prevented by illness from attending the 
convention. The question, “Why Kid 
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THE HOME LIFE INSURANCE CO. of AMERICA 
PROTECTS THE ENTIRE FAMILY 
Home Life agents are equipped to serve every need for life 


Modern policies are issued, on both Industrial and 
Ordinary plans, from birth to 64 next birthday. 


A POLICY FOR EVERY PURSE AND PURPOSE 
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Ourselves?” was ably answered by C. 
Brainerd Metheny, Pittsburgh, who 
pointed to numerous pitfalls of compla- 
cency into which agents fall and the 
methods which might be used to avoid 
them. 


Tuesday afternoon was devoted to a 





round table discussion on underwriting 
and selection for those interested in this 
phase of their work. The ladies enjoyed 
a tour of the historic spots of the section, 
including the Naval Base at Norfolk. 
Birthday for R. E. Greenlee, Jr. 
Wednesday morning the convention 
was opened by an interesting discussion 
on the “Use of Life Insurance to Solve 
Tax Problems,” by Myron E, Watson, 
Boston. Mr. Watson gave the case his- 
tories of a variety of solutions of this 
character. 
Fidelity’s 


“Income for Life” plan was 


dramatized by A. E. McElroy, Philadel- 
phia, who took the part of a retired man 
with such an income, in the playlet “And 
Each Generation Shall E. 

Dowling, Philadelphia, portrayed the el- 
derly man in the house of his son-in-law, 
without income. Robert E. Greenlee, Jr., 





BUT— 


General Agent's Contract. 
PHILADELPHIA LIFE 


WE DO NOT COMPETE 
with our own General Agents— 


We have some open territory in western Pennsylvania, Northern 
New Jersey, Virginia, Indiana, and other points. 
For men of General Agency calibre we have a worth while 


INSURANCE COMPANY 
Philadelphia, Pennsylvania 


of Baltimore took the part of the grand. 
son who enjoyed paling with the more 
affluent grandfather. Thirteen years ago 
to the day, Earl Greenlee, father of this 
lad, was summoned home to Baltimore 
from convention on account of the arriy- 
al of this boy. Mr. Greenlee, who is stil} 
with the company, had the pleasure of 
seeing his son participate in a Fidelity 
a ye on his aa birthday. 

L. C. Burwell, Jr., C. L. U., Charlotte, 
N. c . gave a powerful address upon the 
cryptic topic—‘Prestige! How? So 
What?” Mr. Burwell believes an agent 
may well spend much of the time, he 
now devotes to an effort to sell a policy, 
to building that prestige which will au- 
tomatically lead to sales. 

A well liked feature of the program 
was a series of seven Rapid-Fire Talks 
of five minutes each er: by: J. A. 
Bronson, Spokane, Wash.; Geo. H. Dor- 
wart, Philadelphia; Frank "A. Eades, Ro- 
anoke, Va.; F. W. Holt, Jr., Atlanta, 
Ga.; C. E. McCluskey, Los Angeles; 
z A. Maloney, Washington, D. C., and 
Donald A. Nash, Chicago. 


Awards Presented Leaders 


Special awards for the best organized 
sales talk went to Don FitzGerald of 
San Francisco and Don Nash, Chicago. 
Awards were made by Supervisor of 
Agencies Calvin Pontius, chairman of the 
award committee, which comprised, be- 
side himself, M. S. Alexander of Wilm- 
ington, Del., and J. M. Mitchell of San 
Francisco. 

Led by E. M. Horn of Harrisburg, Pa, 
with 495 weeks of continuous production, 
nine men with continuous production of 
more than fifty-two weeks were given 
awards of the App-A-Week Club by 
W. A. Conway, supervisor of agencies, 
who termed them “The Aristocrats of 
Insurance—rallying points around which 
agencies revolve.” 

These men were: Bert Bruder, Phila- 
delphia; Y. C. Calvert, Columbia, S. Ge 
George Dorwart, Philadelphia; J. M. 
Dunn, Wheeling, W. Va.; E. M. Horn, 
Harrisburg, Pa.; F. A. McMasters, Cin- 
cinnati, Ohio; Donald Nash, Chicago; 
Sidney Rice, Indianapolis, and Paul Ries, 
Chicago. 

The agency showing the highest per- 
centage of increase in convention quali- 
fications was Wilmington, Del., whose 
manager, M. S. Alexander, was given the 
Library Award by W. Stanton Hale of 
Atlanta, Ga. 

The Heron Trophy has been awarded 
each year for ten years to the leader 
showing the highest percentage of in- 
crease over the premiums of the previous 
club year. Permanent custody went to 
the 1937 winner—L. 















C. Burwell, Jr. 
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Left to right: R. F. Tull, secretary; J. Russell Sykes, vice-president and comptroller; Walter LeMar Talbot, president; J. E. FitzGerald, San Francisco, Leaders’ Club 


president ; 


Dr. J. L. Siner, medical director; H. G, Hurd, actuary; G. H. Wilson, 


J. M. Brennan, manager, Chicago; W. J. Meinhardt, Chicago; J. L. Connor, agency department; Frank H. Sykes, vice-president and manager of agencies; 
vice-president and general counsel; C. P. Mayfield, manager of publicity. 





Left to right: Sidney Rice, Indianapolis, second vice-president Leaders’ Club; P. J. Grogan, Johnstown, Pa., club secretary; Mr. and Mrs. H. J. Wilhelm, Pittsburgh ; 
members of C. B. Metheny agency, Pittsburgh; members of M. S. Alexander agency, Wilmington, Del.; E. M. Horn, Harrisburg; Earle H. Schaeffer, manager, Harris- 
burg; P. J. Grogan, J. E. FitzGerald and Karl Collings, Philadelphia, director of Leaders’ Club. 


C.L. U., Charlotte, N. C., who showed 
an increase of 112%. Presentation was 
made by J. H. Brennan of Chicago. 

Fidelity’s “Congressional Medal,” as it 
was termed by P. J. Grogan of Johns- 
town, Pa., in his presentation speech, is 
the President’s Trophy. This trophy goes 
each year to the Class A leader who 
qualified the previous year in Class A 
and whose business of the previous club 
year showed the highest persistency. The 
award, for the fifth time in nine years, 
went to Karl Collings, Philadelphia, who 
had a perfect persistency score. T. R. 
Powell, also of Philadelphia, had an 
equally good record but with a smaller 
volume of business exposed. 

Carroll H. Jones wound up the conven- 
tion program with an inspirational talk— 
“What's It All About ?” “Your answer to 
this question,” said Mr. Jones, “whether 
you will or not, decides whether you go 
forth, from day to day, to a grind of 
mediocre attainment, leading to fault 
finding and unhappiness, or to a glorious 
adventure of soul satisfying accomplish- 
ment, leading to a happy, peaceful and 
serene old age. On your answer hangs 
your destiny and mine.” 

President Talbot closed the convention 
with warm words of friendliness for his 
fellow workers in the field. 

Winners of Golf Tournament 

In the golf tournament, played with 
prizes for low gross score, low putts, and 
a “kickers handicap,” H. J. Wilhelm, 
Pittsburgh, won the cup offered by the 
hotel management with a low gross score 
of 77. P. J. Grogan, Johnstown, Pa., and 
J. A. Maloney, Washington, D. C., were 
tied for second prize with an 80, while 


Franklin Bettger, Philadelphia, drew 
third with an 80. 
Prize for low putts went to B. M. 


Davis, Wilmington, Del. W. H. Weaver, 
Pittsburgh, won the “kickers’ handicap.” 
Second place showed three men tied: 
C. E. McCluskey, Los Angeles; R. F. 


Tull, Philadelphia, and T. M. Green, 
Baltimore. Fhird place was split two 
ways on a 79 score; Louis Cerf, New 


York City, and Earle Schaeffer, Harris- 
burg. 

, Following the tournament, the golfers 
vad a dinner at which Frank Bettger, 
Philadelphia, was toastmaster, and C. 
Brainerd Metheny, Pittsburgh, awarded 
the prizes. 





Discusses Program Method 
In Struggle for Security 


Speaking at the Fidelity Mutual con- 
vention on the need for simple program- 
ming and the benefits of program sell- 
ing, Earle H. Schaeffer of Harrisburg, 
a, discussed a planning chart called 
the “Struggle for Security,” used in the 


Clients Are Basis of Prestige 
Burwell Tells Fidelity Leaders 


Speaking on the subject “Prestige! 
How? So What?” L. C. Burwell, Jr., 
C. L. U., of Charlotte, N. C., presented 
one of the features at the closing session 
of the Fidelity Mutual convention. What 
he said in part was this: 

“The word prestige is capable of un- 
ending definition. I prefer to think of it 
as reputation on the job at the right 
time and until the accumulated prestige 
of many fine performances brings lasting 
reputation through repetition, we must 
seek out prestige and put it on the job 
if we are to have opportunity of turning 
out the fine performances. And so he 
who would have the world beat a path to 
his door must first achieve prestige with 
many men. He must go down into the 
market place many times and trade his 
hard work, his wealth of knowledge, his 
sincerity of attitude for this prestige. 
There’s nothing new about this formula; 
nothing peculiar to the life insurance 
business. And the plan we are examining 
this morning involves no new factors in 
the equation. But it does very definitely 
involve a shifting of the emphasis—a new 
operating philosophy. We must recognize 
prestige as both a means and an end— 
a cause as well as a result; something 
that we can consciously and purposefully 
create and use, and not something that 
we simply hope will finally envelop us 
in a haze of beneficience at the end of 
the climb. 

“If we have a clear conception of this 
new type of prestige, we must next find 
the well spring, the source of this power. 
All our thinking, all our searchings for 
prestige will lead to clienrts—not policy- 
holders, not prospects, not centers of in- 
fluence—but clients. They are Alpha and 
Omega, the beginning and the end—the 
abiding place of prestige. But, you ask, 
what is this vast difference between 2 
client and a good policyholder, or an ac- 
tive center of influence? Gladstone said, 


‘One example is worth a thousand argu- 
ments.’ I’ll illustrate. Shortly after enter- 
ing the life insurance business I called 
on a successful business man to whom 
family and social connections gave me 
an entree, I had for sale Ordinary life, 
Twenty Pay life and Endowments. I ex- 
posed these in turn, and of course, he 
bought nothing. But, although I sold no 
insurance, subsequent events have proved 
this the most profitable interview of my 
career to date. 

“That man was decent enough to tell 
me why we could do no business. His in- 
surance affairs and problems were han- 
died by an agent who had given him 
good advice and diligent service. It was 
natural that he, not I, should reap the 
rewards of his business, As Max 
Schmeling said, ‘I began to see some 
dings. There was prestige at work for 
that other agent, constantly on the 
ground, being where he could not, 
guarding his interests like a faithful 
servant. And blundering I, utterly de- 
void of all except desire for an order— 
what chance had I to sit in on this 
game, or others like it? Then with a 
discouraging thud came the realization 
that every desirable prospect was some- 
one else’s client to a degree. But this 


one incident completely revised my 
thinking on the subject of insurance 
selling. 


“Here was the ideal set-up—a client 
advisor relationship with profit to both 
seller and buyer arising from eminently 
pleasant dealings. 

“If my reasoning has been sound, we 
agree that we do not have to wait for 
prestige to finally crown our efforts. We 
can go out and capture it, and we know 
that it comes from clients. Clients then 
are the basis of prestige, which is the 
basis of reputation, which is the basis 
of success. Let’s then get a good picture 
of a client and then go out and find one.” 





Harrisburg agency. In conclusion he 
said: 

“Whatever method an agent uses, his 
success is in direct proportion to his own 
belief in life insurance and his ability to 
establish this same belief in the minds 
of others. He must have a genuine con- 
viction that life insurance is the finest 
property a man can own. That it is the 
one fool-proof investment, adapted to 
everyone, which completely defends us 
against the great hazards of life, prema- 
ture death, and dependency in old age. 

“There can be no greater field of ser- 
vice than to help each year fifty to 100 


people make adequate use of life insur- 
ance to guarantee the fulfillment of their 
hopes and aspirations for themselves and 
their families. This is clientele building 
—this is estate planning. This is provid- 
ing for social security. The agent who 
does this not only enjoys the satisfaction 
of rendering a genuine service but alsc 
earns sufficient income to provide ade- 
quately for himself and his family. 
“The final test of an agent is the meas- 
ure of his success in building his own 
estate. A good agent takes his own ad- 
vice and counsel and thereby increases 
his capacity to be helpful to his clients.” 


M. E. Watson Cites Use of 


. 

Insurance by Corporations 
Speaking on the use of life insurance 
to solve tax problems properly, Myron 
E. Watson of Boston made this state- 
ment before the convention last week 

of the Fidelity Mutual Leaders’ Club: 
Life insurance payable by reason of 
the death of the insured is not in- 
cludable in the gross income of the 
b-neficiary, whether such beneficiary is 
an individual or a corporation. The 
cerporation that has substantial amounts 
of life insurance on the lives of key 
men for its own benefit may add such 
proceeds to its surplus at the death of 
any such insured without suffering the 
tax that otherwise applies to increases 
in surplus. Further, if the corporation 
las a substantial existing surplus, it 1s 
in a particularly favored position. Its 
board of: directors may stipulate that 
the premiums for key men insurance 
shall be paid out of the existing sur- 
plus and avoid the tax that goes with 
the payment of such premiums out of 
current earnings. To a certain extent 
the amount of the surplus is temporarily 
decreased but the growth of cash values 
in the policies tends to retard the rate 


of such decrease and the death of the 
insured not only offsets the decrease 
but adds substantially to the surplus. 


The situation is even more favorable if 
the corporation is able to buy single pre- 
mium insurance. 





Gives Three Factors in 


Life Insurance Selling 


There are only three combinations of 
facts that cause the life insurance agent 
not to earn enough money, C. Brainerd 
Metheny of Pittsburgh told the Fidelity 
Mutual Life convention last week: “We 
are not telling them the right story. We 
are not seeing the right class of pros- 
pects. We are not seeing enough people.” 
He continued: 

“You cannot be successful using just 
two of the above factors—it takes a 
combination of all three. Here’s what I 
mean: If you are seeing enough people 
of the proper classification, and not get- 
ting business, then you are not telling 
the proper story. If you are seeing 
enough prospects and telling them the 
proper story, and still not producing 
enough business, then they must not be 
in the proper class of prospects. If you 
are seeing the proper classification of 
prospects and telling them the proper 
story and still are not making enough 
money, then you are not seeing enough 
prospects.” 
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Advertising As An 
Aid to Recruiting 


AS VIEWED BY J. H. McCARROLL 





Bankers Life Advertising Manager Tells 
Of Direct Mail Method Used 
By That Company 





Recruiting of new man-power is fun- 
damentally the problem of the general 
agent or agency manager and any plan 
which the home office develops will 
stand or fall on the extent to which the 
general agent uses it, said John H. Mc- 
Carroll, advertising manager, Bankers 
Life Co., before the Life Advertisers 
Association at Old Point Comfort this 
week. 


“Three methods of advertising are 
adapted to aiding the general agent in 
recruiting,” said Mr. McCarroll. “These 
are advertising through newspapers or 
magazines which makes a direct bid for 
salesmen; institutional and perhaps all 
types of national advertising which build 
the prestige of a company and, there- 
fore, attract men who are interested in 
selling a nationally advertised product 
or service; a well developed, carefully 
thought out direct mail advertising plan 
which the general agent or agency man- 
ager may use throughout his territory 
to contact and follow up likely prospec- 
tive salesmen.” 


Nominator Plan 


Mr. McCarroll confined his discussion 
to a direct mail plan used by his com- 
pany saying in part: 

“The basis of our plan is a series of 
six booklets—we call them the ‘Six Sell- 
ing Booklets’-—which picture the life 
insurance selling business in simple lan- 
guage and in a manner calculated to im- 
press the man who is considering life 
insurance selling with the possibilities 
which exist in this business. These 
booklets are mailed from the home of- 
fice at intervals of one week to prospec- 
tive agents, whose names are supplied 
to us by our agency managers. Each 
manager can send us as many names as 
he wishes and there are no limits or 
restrictions on the use of this series. In 
addition to these booklets, our agency 
managers are supplied with a series of 
letters which are individually typed and 
mailed from their own offices. These 
letters are nothing more nor less than 
a development of the ‘Nominator’ plan 
which is so widely used by the general 
agents of many companies and they 
serve to provide the agency managers 
with the basic list of names of pros- 
pective agents to receive the ‘Six Selling 
Booklets’.” 

The agency manager seeking an agent 
in a given locality makes a_ personal 
visit interviewing several business and 
professional men. These personal visits 
-_ the all-important first step in the 
plan. 


“Upon returning to his office,” said 
Mr. McCarroll, “the agency manager 
writes to each of the men whom he has 
contacted, asking each to recommend 
two or three men in that locality who 
might qualify as life insurance salesmen. 
In this letter he defines the characteris- 
tics of a successful life insurance sales- 
man and gives the man to whom he is 
writing a pretty definite idea of the 
type of individual he is seeking. Fur- 
thermore, he cites briefly the financial 
accomplishments of members of his 
agency and builds a picture of what 
success in life insurance selling can 






HAIGHT, DAVIS & HAIGHT, Inc. 


Consulting Actuaries 
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INDIANAPOLIS 


Omaha Kansas City 


mean to the man who studies and works 
to achieve it. 

“In a postscript to that letter, this 
agency manager offers a souvenir of 
some kind in return for the effort re- 
quired to think of and submit the names 
of prospective agents. The agency man- 
ager makes it easier for the man to re- 
ply by enclosing a business reply en- 
velope.” 

The next step is to call on the pros- 
pective agents after which the list is 
culled down to three or four who re- 
ceive the selling booklets. One agency 
manager who is using the plan success- 
fully has built up a list of about 300 po- 
tential agents in his territory. 


Editorialized Ads 


(Continued on Page 6) 





mind, and then I attempt to work out 
a piece of copy that might naturally 
flow out of it. At other times a caption 
waits until the copy is written, and 
then I pick out a single summing-up 
phrase from the text, and use it as a 
caption, thus knitting caption and text 
together. 
Subjects 


Organizational, such as the annual 
convention of this association; that of 
the National Association of Life Under- 
writers; that of the annual meeting of 
the Association of Life Insurance Presi- 
dents. 

Motivation stories, chiefly drawn from 
letters sent by our general agents, de- 
scribing an interesting sale made in un- 
usual circumstances; settlement of an 
ancient policy after difficulties in finding 
the payee; a death claim which was sal- 
vation in a poignant family or individual 
situation. 

Stimulation of the agent, by relating 
an achievement through persistent in- 
dustry, time control, intelligent and 
continuous prospecting, the use of or- 
ganized sales talks, following up age- 
change and change of residence, and 
similar leads from the home office or 
the agency, contacting direct mail non- 
repliers, and many other things that are 
part of the efficient underwriter’s 
routine. 

An occasional well-earned appreciation 
of women underwriters and their place 
in our agencies. 

A good word for the agency cashier or 
other man or woman behind the counter 


Contests Should Be a Good 
Show, Says Wm. L. Jessup 


Contests properly sponsored appeal to 
a man’s desire to win, to be considered 
important, said William L. Jessup, man- 
ager of sales promotion and advertising 
for the Pilot Life of Greensboro, N. C., 
in addressing the Life Advertisers As- 
sociation at Old Point Comfort, this 
week. Contests succeed because they are 
a show and because they appeal to the 
innate competitive natures, 

“We should give our contests plenty 
of showmanship; should think of them 
as plays we are directing,” said Mr. 
Jessup. “We should give them lighting 
effects, the necessary props, color and 
personality. If, for instance, we are run- 
ning a sea voyage contest, we should 
show symbols of the sea in our broad- 
sides and bulletins; award prizes to the 
commander, lieutenant commander, cap- 
tain, etc. And be sure to use the ver- 
nacular of the sea in all of our bulletins. 
That is especially important in creating 
interest—as important as it is for Ted 
Husing to use the vernacular of football 
when announcing a Rose Bowl game. 
So, if we want our contests to succeed, 
we must first give them showmanship. 
But they must be more than a show.” 





in an agency office—so frequently the 
forgotten man or woman in the great 
production machine of a life insurance 
company, 

An occasional coupling with the na- 
tional situation. 

Congratulatory reference to some 
other company, on its attainment of a 
notable anniversary. 

A tribute to a deceased executive of 
a company whose long service had been 
notable for its value to the whole fra- 
ternity. 

Accepted ethical 
ally treated. 

Controversial topics never used. 


Perhaps this indicates the apparent 
wealth of available material. But I 
add that when one has written a piece 
of such copy each week for more than 
seven years, with no repetition, in fre- 
quent weeks he feels that nearly all the 
gold has been dug from the mine. Yct 
there are two or three weeks in the 
year when on Monday or Tuesday morn- 
ing the roses bloom, two or three good 
topics tumbling down upon my desk. 


The Writing 
Copy is sent to the several weeklies 


standards occasion- 
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not later than Friday afternoon for the 
following week. But to give ease to 
my troubled spirit I try to get it off on 
Thursday. In some weeks a topic early 
suggests itself, and I toss it out of my 
mind, to be written about on Thursday 
But there are other weeks in which not 
a blessed idea shows up. Thursday 
morning of such a week, and I begin to 
deject. Thursday afternoon at closing 
time I desolate. Friday morning, and 
I fecl queer inside my chest, the dead- 
line being 3 o’clock on Friday after- 
noon. I go to luncheon, listen intently 
to conversation at the table for a pos- 
sible topic or even a word that may 
suggest one, and, that failing, I des- 
perately scan the menu, lest it may give 
me some hint about the food, clothing, 
and shelter whose supplying we sell. 
And then comes 3 o'clock. I call my 
secretary. A window is near me, and 
with hard brow I stare out of it. Not 
a thought in my mind. When suddenly, 
out of the nowhere into the here, a 
word, a phrase, or a thought springs 
to the top of my famished mind, and 
I begin. With the shaping of the first 
sentence I am safe, and the language 
begins to pour. Usually far too much 
of it. My secretary makes her tran- 
script’ in the space likeness of the sev- 
eral journals, for quick judgment of 
copy measure. By and by she comes 
back, and occasionally I have just about 
hit the mark, and all then to do is to go 
through the sentences, pull out repeti- 
tive words, change others, and attend 
to the caption. But at other times ! 
overwrite by at least half. Then comes 
a part of the task I really enjoy. The 
compressor is brought into action—a 








WOODWARD and FONDILLER, Inc. 


@ Consulting Actuaries @ 


90 John Street, New York 
Telephone Beekman 3-6799 
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blue pencil, or a red pencil, or a pen. 
And I groaningly delete what seems to 
be the choicest paragraphs and sen- 
tences, and so shrink it, by these elimi- 
nations, and by the sharpening of sen- 
tences, that the relentless space will 
properly be served. ‘ 

One or two of the weeklies send us 
proofs, the others do not, but scarcely 
more than once a year does a mistake 
creep into the printed advertisement. 

Long experience and questioning of 
other advertising departments made clear 
that satisfactory agents are seldom ob- 
tained from life insurance journal ad- 
yertising. But if they could be, and al- 
ready they were serving other com- 
panies, we should not want’ them. 
Further, we could not learn that re- 
peating national magazine advertise- 
ments in insurance journals sold life 
insurance, Or a special policy, because 
most of the readers are agents, and if 
attracted by a described plan in such 
an advertisement they would naturally 
turn to their own company for a pur- 
chase. Such advertisements might pos- 
sibly attract agents of non-national ad- 
vertising companies, but of that we had 
no confirmation, 

What, then, remained of returns or 
profits from insurance journal advertis- 
ing? 

We may be wrong, but we regard that 
advertising as a form of support which 
the journals, because of their place in 
the business, and their value to it, have 
the right to expect, within reason. Yet 
if we could get something out of this 
support given in advertising form, it 
was just common sense and good busi- 
ness to do it. Eliminating the getting 
of agents and the selling of insurance 
led us to conclude that creating good 
will for the Penn Mutual was the only 
other obtainable benefit. All down these 
seven years of institutional advertising 
there has been a steady trickle of good- 
will manifestations, in the form ot let- 
ters from presidents, vice-presidents, 
general agents, special agents, cashiers, 
and all of them outside of our own or- 
ganization, commending this Penn Mu- 
tual advertising, which they say is a 
service given to every life insurance 
worker. Some general agents, so they 
say, use this and that of these adver- 
tisements as the discussion topic at their 
weekly meetings. Some agents write 
and thank us for enabling them to make 
a sale through an idea contained in one 
of these little pieces. Two or three 
of the greater companies have asked 
permission to reproduce one or another, 
to be sent with a circular letter to their 
own general agents, or else republished 
in their agency magazines. 

This good-will may have no substan- 
tial cash value. We have no evidence 
that it has, but good-will never yet has 
hurt any business organization. 


N. Y. Code 


(Continued from Page 3) 


in the revision between Group accident 
insurance and Group health insurance. 
This distinction is based upon a greater 
danger of adverse selection in the case 
of Group health insurance and because 
of this it is more restricted. The pro- 
visions as to Group accident insurance 
policies are intended to meet the need 
for such insurance covering indefinite 
groups of persons procured by other 
persons who are morally responsible for 
their safety. 
Special Report on Industrial, Interest 
The provisions of the old law with 
regard to Industrial insurance are not 
changed substantially. The Superintend- 
ent, however, will make a special report 
on the problem of Industrial insurance 
before the code is finally submitted to 
the legislature and while the committee 
's still holding hearings. 
_ An investigation of this matter is now 
n progress. The Superintendent is also 
giving serious thought to the question 
of interest on policy loans and hopes to 
ave some concrete suggestion to make 
along this line. 





Wofford Agency Holds 
Annual Fall Meeting 


WIVES OF AGENTS ATTEND 





Special Recognition Given to Selig 
Katzman and C. H. Matthesen; 
Home Office Speaker 





At the Fall meeting of the Harris L. 
Wofford agency, Prudential, New York 
City, held September 10 at the Hotel 
Commodore, the wives of members of 
the organization were present to hear 





HARRIS L. WOFFORD 


Manager Wofford discuss the necessity 
for determining the insurance needs of 
prospects before attempting an interview. 
He pointed out ways in which the views 
of wives could be of real assistance to 
their husbands in this phase of life in- 
surance selling. 

Present at the meeting from the home 
office was Supervisor L. S. Wolverton 
who made an interesting talk on the 
settlement of claims. 

Selig J. Katzman and C. Hilbert Mat- 
thesen were given special recognition 
at the agency party for the work they 
have accomplished during the Summer 
months. 


DIRECTORS WOULD LIQUIDATE 








Cosmopolitan Old Line Life Could Best 
Conserve Interests of All Concerned 
By So Doing 
In answer to an order to show cause 
why the Cosmopolitan Old Line Life 
should not be liquidated by the Nebras- 
ka Department, directors of the com- 
pany declared that it must be liquidated 
for the best interests of the organiza- 

tion and its policyholders. 

A large part of the business is thrift 
policies and no new business can be 
written. Forty-five per cent of the thrift 
certificates would mature in 1937, 1938 
and 1939 and the company faces pay- 
ment of these. There has been a reduc- 
tion in assets, with no new business 
being written. 

The company has $1,300,000 in life 
contracts but it is unable to continue 
writing life insurance. It has been hurt 
by loss of confidence. The board asks 
that a full hearing be had and a plan 
submitted to the court before any liqui- 
dation is effected, and that other parties 
be permitted to submit alternative pro- 
posals for the court’s consideration. 


Cc. L. U. NEWARK COURSE 


There was a large enrollment for the 
C. L. U. course which opened Septem- 
ber 20 in the Newark University. Prof. 
L. J. Ackerman and Albert J. Schick 
are the instructors and during the 
course there will be guest lecturers. The 
course will be one of the most compre- 
hensive ever offered to life underwriters 
in New Jersey. 














WE HAVE SPECIALIZED IN SERVICING 
THE GENERAL INSURANCE BROKER FOR 
MANY YEARS. OUR LIST OF SATISFIED 
BROKERS IS GROWING CONTINUOUSLY. 


THERE MUST BE A REASON ! 


THE 
LEYENDECKER - SCHNUR 
AGENCY 


225 Broadway, New York City BArclay 7-3670 
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HE Prick IAG OF SUCCESS 


The price tag of success is high. It calls for work, vision, 
initiative and perseverance. To men with these qualities and 
a record of $100,000 of paid-for personal production last year, 
a residence in either Pennsylvania, Delaware, New Jersey, 
Rhode Island or Maryland and the feeling that there is no 
further opportunity for growth in their present connection— 
we have an offer and the chance of a lifetime. 


The Bankers National Life Insurance Company is giving men 
of this caliber opportunity to build successful general agen- 
cies and assures them that they will have every help and 
promotion to make that success a reality. 


If you are interested and feel that you can meet our qualifi- 
cations, then write to William J. Sieger, Vice President and 
Superintendent of Agencies—today. 


BANKERS NATIONAL LIFE 
INSURANCE COMPANY 


Montclair, New Jersey 
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TWO PROFESSIONS 

The complex nature of big business— 
constantly growing more complicated— 
and the manner in which life companies 
have kept in step with the insurance 
needs of the business world, growing out 
of economic expansion and complexity, 
has made the relationship between the 
legal profession and the insurance pro- 
duction world closer than it has ever been 
before. Insurance agents specializing in 
business and partnership insurance know 
more about law than they did some years 
ago; often are obliged to have some 
knowledge of legal fundamentals, if for 
no other reason than their constant con- 
tact with lawyers of the insured or of 
insurance agents, how- 
when 


prospects. Sage 
ever, know where to draw the line; 
not to overstep the boundaries 

separate the profession of law from that 
of insurance. Because of the tremendous 
influence which life insurance has upon 
the economic and social structure of 
modern civilization the American Bar As- 
sociation has its section of insurance law 
and its section of life insurance law while 
the National Association of Life Under- 
writers has its committee to co-operate 
with attorneys at law. One of the inter- 
esting features of the last convention of 
the National Association of Life Under- 
writers was the report of Chairman 
George E. Lackey of the association’s 
committee which is co-operating with 
lawyers. Mr. Lackey’s report demon- 
strated that co-operation is nation-wide. 


which 


A great deal has been said from the 
insurance man’s standpoint of the rela- 
tions between the two professions. It 
should be interesting, therefore, for read- 
ers of The Eastern Underwriter to have 
the legal viewpoint, too. This was given 
recently by O. Z. Ide, editor of The 
Legal Record of Detroit, in an editorial 
commenting on the manner in which the 
agents, through the National Association 
of Life Underwriters, and the legal pro- 
fession, through the American Bar As- 
sociation, are co-operating. His viewpoint 
of the situation and what he thinks it 
should be follows in part: 

The close relationship between the 
legal profession and the life insurance 
underwriters is a situation which, until 
recently, has been little appreciated by 
the average lawyer, but which is now be- 
coming recognized by the American Bar 
Association and the National Association 
of Life Underwriters as one of major 
importance. Each of these organizations 
now has active committees working upon 
the problem of bringing about a better 
co-operation and closer understanding be- 


tween the members of the two profes- 
sions, 

There are sound foundations for close 
co-operation between life insurance men 
and members of the bar, especially with 
those lawyers specializing in estates and 
probate matters. It is the duty of the 
lawyer to protect the estates of his cli- 
ents while that of the underwriter is to 
create estates. By this token the two 
professions become kindred agencies for 
the welfare of mankind, Both take cog- 
nizance of the value of human life, one 
seeking to preserve and protect that life 
and the worldly wealth which it has ac- 
cumulated, while the other compensates, 
in a measure, for its loss and supple- 
ments, for the benefit of its dependents, 
the tangible assets of which it was hold- 
en. In this way law and life insurance 
may be said to join hands in preserving 
the economic and social stability of 
civilization. 

To be more specific, the institution of 
life insurance is becoming more and 
more important as an estate creator. The 
life insurance estate is, however, sadly 
incomplete unless the rest of the in- 
sured’s property is properly disposed of. 
Conversely, too, no matter how expertly 
a will is drawn, its operation may be 
substantially interfered with unless the 
cash content of the estate is sufficient to 
pay taxes, administration expenses and 
special bequests. 

It would seem, therefore, that the con- 
scientious lawyer should attempt to sce 
to it that the cash content of an estate 
is assured before providing for the dis- 
position of the existing assets and, by 
the same token, the underwriter should 
know something of the client’s property 
position before attempting to advise him 
upon the creation of an insurance estate. 
To do this properly the two professions 
must have the respect, confidence and 
co-operation of each other. The lawyer 
should not hesitate to seek the advice of 
competent underwriters. He should know 
who they are, what companies they rep- 
resent and in general their reputation 
for competence and integrity. On_ the 
other hand, the underwriter should know 
enough law to realize when the services 
of a lawyer are needed. Dealing as he 
does in personal affairs he has more op- 
portunity to offer this advice than almost 
any other person, and he should not 
hesitate to do so. 





Wm. F. Knight, Jr., agent of the Act- 
na Casualty & Surety at Pasadena, and 
Carl Tegner, agent of the Chas. A. Teg- 
ner agency for the Aetna at Santa Moni- 
ca, are now in Hartford, Conn., attend- 
ing the home office sales course. Other 
Aetna men from the Los Angeles branch 
office who are attending these classes are 
J. Robert Stanley, special agent; Robert 
Barnes and Hayward Andrews, who re- 
cently completed the bond school course 


for employes. 
+ 


Isaac Miller Hamilton, president of the 
Federal Life of Chicago, had a birthday 
anniversary on September 6. 














GEORGE 


J. NICHOLAUS 


HOWARD E. 


MANKIN 


Howard E. Mankin, newly appointed manager of the marine department of 


the Pacific National Fire, 


marine department at Philadelphia, are both able underwriters. 


and George J. Nicholaus, selected to head the Eastern 


Mr. Mankin, who 


will be stationed at the home office at San Francisco, was formerly with the Aetna, 
Mr. Nicholaus has been identified with marine insurance for several years in the 


East, having served in Philadelphia with 


& Co. He is a native of Forest Hills, 


Walter J. Mosenthal, Jr., is the fourth 
member of the Mosenthal family in the 
New York insurance brokerage firm of 
H. Mosenthal & Son, Inc., having just 
joined the organization. A _ graduate 
of Dartmouth and from the Tuck School 
of Business Administration, this is young 
Mr. Mosenthal’s first insurance experi- 
ence. His father is president of the 
firm and first vice-president of the In- 
surance Brokers’ Association of New 


York, Inc. 


.* + & 


Roger Williams McAdam of the Van 
Alst Agency, Berkshire Life, and a gen- 
eral broker in New Jersey, is the author 
of “The Old Fall River Line” being pub- 
lished by Stephen Daye Press on Octo- 
ber 15. Probably every broker in the 
city knows the great white side-wheelers, 
once a familiar sight in the East River. 
The Fall River Line terminated in July 
after ninety years daily service between 
New York and New England. Mr. Mc- 
Adam, long a traveler on the Fall River 
ships, has written many articles on ma- 
rine subjects for magazines and news- 
papers. 

« “£ & 


A. N. Kemp, president Pacific Mutual 
Life, was guest columnist for the Los 
Angeles Examiner, just for one day, 
taking the place of M. S. Rukeyser of 
the Examiner staff, who was on his va- 
cation. The following day J. J. Pelley, 
president of the Association of Ameri- 
can Railroads, did the pinch-hitting for 
Rukeyser. Mr. Kemp wrote a convinc- 
ing item on the responsibilities of life 
insurance men and the high order and 
sacredness of their trusteeship. 


* * * 


Dr. Eugene F. Russell, medical direc- 
tor for the Mutual Life of New York, 
was in Virginia last week entering his 
son, John Russell, in the University of 
Virginia. The young man will take a 
pre-medical course preliminary to the 
study of medicine. 


* * * 


Clancy D. Connell, general agent, 
Provident Mutual, New York City, and 
Mrs. Connell, left on a vacation trip Sep- 
tember 17 to the Laurentian Mountains, 
north of Montreal in Canada. 


Alan H. Bonito & Co. and E. K. Schultz 
Long Island. 





Paul A. Parker, director of agencies 
of the Old Line Life of Milwaukee, and 
Mrs. Parker made public the engagement 
of their daughter, Paula, to John E. 
Clauder, widely known Milwaukee insur- 
ance and real estate man, and son of 
Mr. and Mrs. Edward A. Clauder. Miss 
Parker attended the Southern College of 
Lakeland, Fla., and Marquette Univer- 
sity, Milwaukee, while Mr. Clauder is a 
1934 graduate of the University of Notre 
Dame. 





* * * 


Albert R. Menard, assistant director of 
the Business Development Office, has 
returned to New York after a trip 
through the South. He addressed agents 
in Jacksonville and also spoke before the 
insurance short course at Camp Roose- 
velt. Last Friday he appeared on the 
program of the New Jersey agents’ con- 
vention at Asbury Park. 

* * ~ 


H. S. Milligan, general manager of the 
North British & Mercantile, arrived in 
New York on the Queen Mary on Mon- 
day. He is accompanied by Mrs. Milli- 
gan. After spending several days in New 
York Mr. Milligan will visit the Canadi- 
an branch of the North British in Mon- 
treal, 

* * * 

Charles J. Schmitz, former president of 
Life Underwriters Association of North- 
ern New Jersey, has returned from 
a vacation and fishing trip among the 
Thousand Islands. He is with the A. F 


Gillis agency, Provident Mutual, New- 
ark 
* * * 
Wm. E. Shiels, Travelers Indemnity 


manager at Los Angeles, is now visiting 
the home office at Hartford and expects 
to spend about a month in the East be- 
fore returning to California. 

* * * 

Albert E. N. Gray, assistant secretary, 
Prudential, has been on a business trip 
during which he addressed — 
managers posting at Chicago and ! 
Asheville, N. 

¢ 6s 

Glenn B. Dorr, general agent, North- 
western Mutual Life, Hartford, has been 
named chairman of the public informa- 
tion division of the Hartford Community 
Chest, 
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How to Lose Friends and Bores 

While Dale Carnegie left me cold with 
his book, “How to Win Friends and In- 
fluence People,” I was unable to finish it 
particularly because of his colossal ego- 
tism and insistence that the book be 
read three times. Although what Car- 
zezie said in his book was accurate 
enough, I found just as accurate and 
read with keen enjoyment the new bur- 
lesque on the book which is called “How 
to Lose Friends and Alienate People.” 
Furthermore, it is one of the funniest 
books I have ever read. 

“How to Lose Friends and Alienate 
People” was written by a man who claims 
that he is the world’s greatest expert in 
rubbing people the wrong way. People 
stay away from him in droves. Among 
other things he tells how to make people 
dislike you instantly. 

As a matter of fact, the book to my 
mind is really a fine document for mak- 
ing friends and drawing them to you 
by pointing out through a negative me- 
dium the things that alienate people. 

The author of the book, Irving Tress- 
ler, writes a column in Scribner’s Maga- 
zine under the caption, “Scribner Quiz.” 
The book is published by Stackpole Sons, 
New York City. Tressler says the book 
is the outgrowth of years of experience 
with being bored and that of dozens 
of his friends who found themselves 
often in the same mental condition. 


In his chapter on “How to Make Peo- 
ple Dislike You Instantly” he says the 
quickest and simplest way is to ask them 
to take care of your dog for the week- 
end, He advocates constant interruption 
of people, especially when they are try- 
ing to tell a story, and no matter what 
the other man boasts about offer him 
a greater boast of one of your experi- 
ences in return. Some of his other tips 
for incurring dislike are these: 

Dropping in on a couple for a friendly 
call just before they are about to depart 
for a movie they have long wanted to 
see ; 

Becoming interested in dozens of 
causes so that you are constantly solicit- 
ing money to aid this and that; 

Furnishing confidential items to a local 
gossip column conductor ; 

Rattling change in your pocket; 

Dancing your foot up and down when 
you are sitting; 

Biting your nails, scratching your head, 
sucking your teeth, twisting your hands, 
tapping or drumming on the table with 
your fingers; fiddling with your tie or 
beads, humming and whistling in the 
Presence of others. 

Also, frequent use of such expressions 
as “Do you know what I mean?” “Do 
you get me?” “Is that clear?” and “defi- 
nitely,” 

Calling attention of people to the fact 
that they are getting fat, losing their 
hair, that their teeth look crooked; 

Keeping a sour look on your face; 

Never admitting that you are wrong; 

Forgetting or confusing people’s names. 


























A paragraph in this connection follows: 

“Next to the phrase ‘It’s on the house, 
boys,’ a man’s name is to him the sweet- 
est, most important sound in the Eng- 


lish language. If you can distort it, 
twist it, change it somehow, you need 
never worry about having that man 
pound you on the back and suggesting 
having lunch together.” 

* * * 


Had Junior Cabinet Officer as Guest 


J. H. Doyle, general counsel of the 
National Board of Fire Underwriters, 
recently returned from his annual va- 
cation in Colorado which he spends 
largely at Del Norde. He had as his 
guest Louis A. Johnson, Assistant Sec- 
retary of War, who flew from Washing- 
ton in a Douglass plane, landing at the 
airport in Monta Vista, Col., 285 miles 
southwest of Denver. Mr. Jones then 
visited the National Board counsel in 
Del Norde. 

In private life Mr. Johnson is a mem- 
ber of the law firm of Steptoe & John- 
son of Charleston and Clarksburg, W. 
Va. Steptoe & Johnson are legal rep- 
resentatives of the National Board in 
West Virginia. Mr. Johnson’s home is 
in Clarksburg. 


* * * 


Broker Jamison’s I.A.C. Talk 


Easily one of the most constructive 
talks given before the Insurance Ad- 
vertising Conference convention last 
week at Briarcliff, N. Y., was that of 
Herbert L. Jamison, a_ progressive, 
pleasant-mannered insurance broker who 
it a partner in Frank & DuBois, New 
York City. Twenty-five vears in the 
business, a salesman of the first rank, 
Mr. Jamison won immediate attention 
as he proceeded to give the ad men 
constructive criticism on their sales ma- 
terial. The crowd appeared to like his 
frank comments on two or three dozen 
leaflets which he had mounted for dis- 
play. This is sufficient proof that the 
members of the I.A.C. are receptive to 
the fricndly opinions of brokers and 
agents on the “firing line”. 

One statement made by Mr. Jamison, 
which aroused considerable comment, 
was that insurance brokers are not be- 
ing sent copies of company sales ma- 
terial. This did not strike him as fair 
to the producer who, after all, is the 
direct representative of the assured. He 
argued: “You’re shooting over our heads 
to the public. Why not give us some 
of the attractive material you prepare 
and thus help us sell more business to 
the very people you are trying to 
reach?” From now on Mr. Jamison will 
probably be swamped with literature. 

Judging from his reaction to a bro- 
chure on Commercial Fidelity Bond cov- 
erage, issued some months ago by the 
Risk Research Institute, Inc., the in- 
surance buyers’ organization, Mr. Jami- 
son has found educational material of 
this type of decided benefit in his sell- 
ing. This pamphlet, he said, helped him 
to land several large bonds. 


Difference Between Agency Systems 
In U. S. and England 


Recently, the Pearl Assurance in Lon- 
don received a letter from John I. 
Twitchell of Owatonna, Minn., (where 
the Minnesota Implement Mutual Fire 
has its headquarters), saying that he was 
a student at Wharton School of Com- 
merce and Finance, University of Penn- 
sylvania; was collecting material upon 
which to base the thesis required of him 
for graduation, and asking questions 
about how insurance is sold in Great 
Britain. 

The Pearl sent the Twitchell letter to 
this country and it was answered by 
John Gardner who manages the Pearl- 
American fleet’s brokerage department 
at the Western Department, Chicago. 
Mr. Gardner is a native Englishman who 
has been with the head office of the 
Pearl in London, was a special agent and 
fire inspector in Great Britain, and is 
thus familiar with British practices. He 
has been with the Pearl organization in 
this country for nearly four years, hav- 
ing worked in the New York office, later 
in Cleveland and in latter part of 1935 
organized the agency brokerage depart- 
ment of the Western office. His letter 
follows: 

Dear Mr. Twitchell: Your letter ad- 
dressed to our London office, has now 
been referred here by our United States 
manager. We presume that your query 
refers to conditions and services in Eng- 
land, because you would have little dif- 
ficulty in securing the data you need for 
this country. 

We think we should first of all point 
out the very great difference in the 
agency systems between America and 
England. In this country, as you doubt- 
less know, the agents are vested with 
considerable authority. It is usual for 
them to devote their entire time to the 
business. They very often specialize in 
certain types of insurance, and they 
write their own policies. In England, 
however, the agents are comparable to 
solicitors in this country. These agents 
generally are bank managers, lawyers, 
real estate dealers, and others, who by 
the very nature of their vocation, control 
the placing of various types of insurance. 

The outstanding exceptions are the 
agents of some of the very large com- 
panies, who originally built up their in- 
c.me in the life branch, but now trans- 
act all classes of life, fire and casualty 
insurance. The agents of the Pearl and 
the British Prudential, for instance, are 
mainly full time employes, who devote 
their entire time to the business of in- 
surance, but even at that, are still in 
the solicitor class, and usually neither 
have the power to bind insurance nor to 
write policies. 

_ The services supplied by the companies 
in England may be discussed under the 
heads of: 

(a) Personal services to the agent, and 

(b) Services to the agent toward the 

procuration of new business. 

_Under (a), we might first of all con- 
sider the agent’s remuneration. In the 
case of full time agents mentioned above, 
not only do the companies pay an ade- 
quate salary, but in addition, they pay 
commissions in proportion to the new 
business received, and most companies 
have very excellent pension schemes. 
Some of these schcmes are on a con- 
tributory, but others are on a non-con- 
tributory basis. It should be noted here, 
of course, that the part time agents, 
such as the aforesaid bank managers, 
lawyers, etc. of some companies, do not 
receive salaries or benefit by the pension 
schemes. Their remuneration is entirely 
restricted to commissions. 

_It is not uncommon, particularly in the 
life field, for the important English com- 
panies to spend considerable sums of 
money on the education of their agents 
in insurance matters. In some cases, the 


head offices run_ special educational 
courses which are attended by chosen 
employes from London and the pro- 
vinces. Other companies employ a field 
force of men who have specialized in 
different branches of the business. These 
men devote their time to ‘the education 
of the agents by lectures, but principally 
by direct solicitation of business with 
them in the field. 

A somewhat indirect service is the 
appointment of local boards of directors. 
These men are generally important man- 
ufacturers, landed people, and others 
who are in a position not only to place 
a considerable amount of insurance in 
regard to their own business activities, 
but who also add considerable local 
prestige to the companies by their con- 
nection with them. All this tends to 
enable the active agent to push his com- 
pany’s interests. 

Under Section (b), the companies give 
very valuable service in assisting the 
agents to procure business. As mentioned 
above, they have specialized field men, 
such as their life inspectors, their fire 
and accident inspectors, and their local 
branch managers. These are men who 
usually have been trained in the business 
of insurance from the age of eighteen or 
twenty, who have probably spent a rea- 
sonable length of time in the various 
departments of their office, and who fin- 
ally decided to specialize in one particu- 
lar branch of insurance. The field men 
directly solicit business for the agents, 
using their experience and knowledge, 
not only for the benefit of the company 
they represent, but for the agent also. 
The latter is thus relieved of considerable 
detail. In fact, in many cases, the agent 
merely makes the introduction and the 
specialist solicits and secures the busi- 
ness. 

Then, the companies indulge in a fair 
amount of general advertising. Formerly, 
this advertising was typical to insurance 
companies generally, and stated their as- 
sets, income, and other relevant details. 
The advertising was, and still is, carried 
further by the publication in advertising 
form, of the company’s results in local 
newspapers where the agent resides. The 
modern practice, however, is to indulge 
in detailed advertising of certain types 
of policies, which more or less lend 
themselves to specific mention. In this 
class would come life insurance policies, 
providing a regular pension in addition to 
the capital sum, annuities, personal acci- 
dent policies, and so far as fire insurance 
is concerned, loss of profits or use and 
occupancy policies. It should be noted, 
however, that very little advertising is 
done in the agent’s own name by himself 
or by the company. 

The gift system of donating blotters, 
calendars, and other articles to agents, 
not only for their own use, but for dis- 
tribution, is not now encouraged, and 
in fact, is very rarely found, although 
there was a fair amount of this in the 
past. 

The larger companies very often make 
local investments on a restricted scale, 
and either indirectly, or directly, use 
these investments to help their agents 
secure business. In some instances, money 
is directly in building and loan societies 
and similar institutions, enabling the 
agent to secure a considerable amount 
of fire insurance on real estate. In other 
cases, investments might be made in the 
stocks of good local manufacturing com- 
panies. It is not uncommon for the 
companies to allow their agents to use 
this as a lever toward the securing of 
that manufacturer’s business. 

To carry this point still further, it is 
also quite usual for an insurance com- 
pany to supply its local agents with a list 
of any of its stockholders in his terri- 
tory. Then, on the basis that they are 
holders of stock, making them vitally in- 
terested in the progress of the companies, 
the agent is encouraged to suggest that 
their own personal insurance business be 
placed with his company. 

We hope that the above information 
will be useful to you, but if any points 
are not entirely clear, please do not hesi- 
tate to write to us. 

Pearl Assurance Co., Ltd. 
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First Code Hearings to Consider 
Multiple Line Co. Provisions 


Multiple line companies and full cov- 
erage, comprehensive and all-risk poli- 
cies will be the principal subjects for 
consideration at the first hearing on 
the draft of the proposed New York 
insurance code bill, scheduled to begin 
at 10 am. on next Monday in Room 
500 of the State Office Building at 80 
Centre Street, New York City. The 
hearings will be continued on Tuesday 


and Wednesday of next week. Repre- 
sentatives of companies, company or- 
ganizations and others interested are 


invited to appear. In a communication 
addressed to fire, marine, casualty and 
surety companies and other interested 
organizations Superintendent Louis H. 
Pink says the complete tentative draft 
of the revision unfortunately will not 
be ready for general distribution until 
a day or so before the hearings. 

“Consequently, the legislative com- 
mittee intends to take up at the first 
hearings several general subjects which 
will be of particular interest to the 
fire and marine, and casualty and sure- 
ty companies, and do not require a 
study of the exact provisions of the 
proposed code. I am therefore request- 
ing that fire and casualty interests be 
prepared to discuss the following sub- 
jects at the hearings scheduled for Sep- 
tember 27, 28 and 29: multiple line 
companies and full coverage, compre- 
hensive and all-risk policies. 


Extension of All-Risk Insurance 


“The tentative draft does not at pres- 
ent contain any very radical changes 
from the present law in the allocation 
and alignment of underwriting powers 
as between the fire and marine compa- 
nies on the one hand and the casualty 
and surety companies on the other. 
There is undoubtedly considerable opin- 
ion in favor of automobile policies con- 
taining both the fire and casualty cov- 
erages. There is also substantial opin- 
ion that single comprehensive policies 
should be available including various 
supplemental and additional coverages 
not presently written by a single type 
of insurer. The development and ex- 
tension of the all-risk type of policy has 
been significant although partly the re- 
sult of the more open competitive condi- 
tions in the ‘inland marine’ field or in 
the international market. 

“Whether, subject to adequate finan- 
cial requirements, fire and marine com- 
panies should be permitted to undertake 
to some extent lines of business now 
allocated to casualty and surety com- 
panies, and vice versa, in the interests 
of making available to the insuring 
public broader and more comprehensive 
coverage in one contract, represents a 
question of nation-wide interest and im- 
port. The English system has permit- 
ted multiple line operations and some 
of our states have, to some extent, 
followed this system. However, in 
general, in this country the powers of 
fire and marine companies to a major 
extent have been distinguished from 
the powers of casualty and surety com- 
panies. 

“No change in this policy should be 
made unless it is for the best interests 
of the public and the insurance industry 
alike, but there is undoubtedly consid- 
erable agitation and demand for more 
comprehensive coverage. While this 
Department at this time does not favor 
the abolition of a distinction between 


general powers available to a fire and 
marine company and those available to 
a casualty and surety company, it has 
from time to time given consideration 
to the possibility of permitting, experi- 


mentally, a comprehensive automobile 
policy and a householder’s comprehen- 
sive policy. While this would represent 
a departure from the so-called American 
system of insurance, the idea undoubt- 
edly has some real merit. 

“While the Department is inclined to 
consider seriously the principle of broad- 
ened coverage in a single policy, we 
realize there may be many difficulties. 
We are not sure the industry is ready 
for it and we are in a judicial frame 
of mind. It is hoped that the hearings 
will clarify this subject. 

Minimum Capital Requirements 


“The revision proposed increases in 
minimum capital requirements as follows: 


Proposed* Present 
Fidelity surety.......... $500,000 250,000** 
RM Be Deecocsccces 300,000 . 
Workmen’s compensation 300,000 § 250,000 
Burglary and theft...... 200,000 100,000* 
Fire and allied......... 250,000 200,000 
Ocean and allied....... 250,000 200,000 


* Diminished by $50,000 in combination with 

additional lines. 
**In combination 

compensation. 


with public liability and 

“The period of depression witnessed 
large underwriting losses by the casualty 
and surety companies. There were a 
number of failures and several casualty 
companies required financial assistance. 
The increased capital requirements would 
afford some measure of additional pro- 
tection. 

“Tt is also recognized that some form 
of effective control of unhealthy premium 
volume is desirable. The requirements 
for minimum capital do not adequately 
provide for safe limitations of premium 
volume. In most cases, natural competi- 
tive conditions and prudent management 
operate to control and regulate premium 
volume. To protect the public from the 
exceptional and reckless company which 
departs from sound underwriting prin- 
ciples it is hoped that some effective 
regulatory provisions may be suggested 
based upon a reasonable ratio of net 
premiums written to surplus to policy- 
holders. 


Reserve Investments 

“The Department has long believed 
that the practically unlimited field for 
investments of the funds of fire and 
casualty companies as provided in the 
present law should be revised in the 
interest of the insuring public so as to 
prevent unbalanced portfolios with over- 
extended positions in definitely specu- 
lative securities, 

“It is proposed that investments of 
fire and casualty companies be main- 
tained in the types and kinds made elig- 
ible for investment by life insurance com- 

(Continued on Page 36) 
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CHOOSE YOUR COMPANY 


Considerately 
Conscientiously 


. . » For only in the choice of a finan- 
cially stable company can an Agent's 
reputation grow and his success be 


assured. 


How important are these things to you? 


PHILADELPHIA 


FIRE and MARINE 
INSURANCE COMPANY 


HEAD OFFICE: 1600 Arch St., Philadelphia, Pa. 
NEW YORK OFFICE: Central Fire Agency, Inc. 


92 William St., N. Y. C 


CHICAGO OFFICE: 209 W. Jackson Boulevard 
SAN FRANCISCO OFFICES: 


§ Fire—425 Montgomery Street 
(| Marine—231 Sansome Street 








ELECT MILNE VICE-PRESIDENT 


Succeeds Late Franklin W. Fort On 
Staff of Eagle Fire; Has Been 
20 Years With Company 


Directors of the Eagle Fire of Newark 
have elected James Y. Milne as execu- 
tive vice-president to succeed the late 
Franklin W. Fort. A native of Edin- 
burgh, Scotland, and a graduate of 
George Watson’s College he joined the 
staff of the Royal Exchange in the 
United States in 1898. He left the com- 
pany in 1917 to go with the Eagle as 
assistant secretary. Later he was ad- 
vanced to secretary. He has been a di- 
rector since 1920, 


The directors also elected Franklin 
Ryan Fort a member to fill the vacancy 
caused by the death of his father. Di- 
rectors of the Sussex, affiliate of the 
Eagle, abolished the position of chair- 
man, which had been held by E. M. 
Waldron, and elected Mr. Waldron pres- 


ident to succeed the late Mr. Fort. Mr. 
Waldron is also president of the Eagle. 





The Tokio Marine & Fire 


Insurance Company, Ltd. 
United States Fire Branch: 80 John Street, New York 


J. A. Ketszy, Genera! Agent 


Grorce Z. Day, Ass’t. General Agent 


U. S. Statement December 31, 1936 


PREMIUM RESERVE ° ° . 
OTHER LIABILITIES ° ° ° 
SURPLUS TO POLICYHOLDERS . 
TOTAL ASSETS . . . . 


New York Insurance Department Valuation Basis. 


in the above st. are 





- $% 2,062,920.87 
. 718,094.12 
. 11,097,829.98 
° 13,878,844.97 


Securities carried at $623,635.21 


Pp in various States as required by law. 








Plan Conference Shortly 
On New Agency Agreements 


A conference between representatives 
of the Insurance Executives Association 
and the National Association of Insur- 
ance Agents to consider the strong ob- 
jections of the agents to the new agency 
contracts being distributed by many 
companies will be held shortly according 
to Paul L. Haid, president of the I. E. 
A., who spoke before the Pennsylvania 
agents’ convention at Bedford, Pa., last 
Friday. The forthcoming conference had 
been agreed upon after discussion of the 
matter with leaders of the National As- 
sociation. At the New Jersey agents’ 
meeting last Friday, W. Owen Wilson, 
president of the National Association, 
voiced his opposition to the new con- 
tracts and urged agents not to sign them 
unless they were changed to remove ob- 
jectionable features. The new contracts 
were prepared to make clear that local 
agents are not company employes under 
the Social Security Act. That feature 
caused no objection, obviously, but 
other changes were made to which the 
agency forces have not agreed. 

In his address Mr. Haid paid tribute 
to the Business Development Office and 
cited several cases in which the office 
had been instrumental in recapturing 
lines from mutual companies or in sav- 
ing business threatened by mutual com- 
petition. 


A. J. Rouillard Heads 
New Hampshire Dept. 


Arthur J. Rouillard of Claremont, 
N. H., has been appointed Insurance 
Commissioner of New Hampshire to 
succeed the late John E. Sullivan. Mr. 
Rouillard is treasurer of the insurance 
agency of Barnes & Rouillard, Inc. © 
Claremont. 


FORMING ST. LOUIS INSTITUTE 
The Insurance Institute of St. Louis 

is being formed to be devoted to the 

education of local agents and brokers. 
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New Jersey 


Agents’ 


Convention at 


Asbury Park 





Record Attendance 


Scored at Asbury Park Methods a Successful Agency Uses 


CLOSE TO 400 WERE REGISTERED 





Agents and Fieldmen Unite in Mark- 
ing Definite Progress Against 
Non-Stock Competition 


By Edwin N. Eager 


Increased stock fire and _ casualty 
business development through more ef- 
fcient agency production methods, key- 
note of the forty-fourth annual meet- 
ing of the New Jersey Association of 
Underwriters last Thursday and Friday 
at Asbury Park, N. J., and the goal of 
all members of the association, had a 
frm background of reality. The Berke- 
iey-Carteret Hotel, headquarters for the 
convention, carries over $1,000,000 fire 
insurance. This coverage was taken 
fom mutual carriers just a few months 
ago and placed in stock companies, with 
leading Asbury Park agents, assisted by 
New Jersey fieldmen, selling the own- 
ers on the combined proposition of bet- 
ter security and more thorough servic- 
ing of the risk. Capturing this large 
line from non-stock carriers has given 
the drive against mutual competition in 
New Jersey a tremendous stimulus. 

Last week’s convention was probably 
the largest in the history of the asso- 
ciation. Registration figures were close 
to the 400 mark, which total, of course, 
included a large number of fieldmen and 
other guests. Both the New Jersey 
Field Club and New Jersey Special 
Agents’ Association held mectings dur- 
ing the convention. The New Jersey 
association is now the fourth largest in 
the country. Thursday was devoted 
wholly to social and sporting events 
other than a luncheon mecting of the 
local Kiwanis Club at which President 
Herbert A. Faunce of the agents’ as- 
sociation was the guest speaker. A get- 
together dinner and entertainment in 
the evening concluded the first day’s 
program. Friday was devoted entirely 
to business with a full program carry- 
ing the meeting until well after 6 o’clock 
in the afternoon. The annual banquet 
that evening brought the convention to 
a close. 

Eleven Former Presidents There 
Not only did the attendance figure 
go over previous tops but there were 
present all except two of the living ex- 
presidents of the state association. The 
eleven former presidents included Wm. 
M. Dickinson, Trenton; Fred J. Cox, 
Perth Amboy; Arnold Rippe, Jersey 
City; Thomas W. Cocker, Paterson; 
Harry L, Godshall, Atlantic City; Fred- 
erick Hickmann, Atlantic City; Harvey 
B. Nelson, Jersey City; Alan V. Living- 
ston. Englewood; William G. Hurtzig, 
Morristown; C. Stanley Stults, Hights- 
town, and Edward M. Schmults, Ridge- 
wood. Present also. was John J. Roe, 
Jr, Patchogue, Long Island, president 
of the New York State Association of 
Local Agents, 

Meek Elected President 

Charles E. Meek, Jr., of Paterson, who 
served as chairman of the executive 
committee this last year under Presi- 
dent Herbert A. Faunce, Atlantic City, 
was elected president of the association 
at the close of the convention Friday. 
William F. O’Brien, Passaic, editor of 
the New Jersey Agent, succeeds Alan 

Livingston as secretary-treasurer, 





and Mr. Livingston becomes national 
councillor, 
H. Donald Holmes, Summit, was 


elected chairman of the executive com- 
mittee, putting him in line for elevation 
to the presidency next year. Other 
members of the executive committee 
are R. H. Aaronson, Jr., Bordentown; 
Theo. S. Brown, Perth Amboy; Hubert 
M. Farrow, Red Bank; Douglas S. 
Schenck, Jersey City;' Walter A. 
(Continued on Page 38) 


To Develop Personal Insurance 


One of the outstanding talks of the 
convention was that on means of in- 
creasing personal production, given by 

. L. G. Johnson, now connected with 
the American of Newark but prior to 
September 1 for several years in charge 
of the insurance department of Mans- 
field & Swett of Maplewood, N. J. He 
gave his listeners a story of planned 
production efforts which have yielded 
an excellent volume of »remium income. 
Telling how he developed personal in- 
surance among the residents of Maple- 
wood, Mr. Johnson said, in part: 

“In the first place, we completely seg- 
regated the insurance business from the 
real estate business. We considered the 
insurance funds in the nature of fidu- 
ciary funds, and they were kept in a 
separate bank account and on separate 
books of account. These books are au- 
dited monthly, and the result of this 
strict handling has been the elimination 
of the confusion and cross credits that 
so often cause embarrassment and dif- 
ficulty in combining real estate and in- 
surance agencies. Furthermore, we 
placed the insurance business in the 
hands of an insurance man, who hap- 
pened to be myself. I had no other 
concern but insurance. Real estate mat- 
ters that came to my hand were turned 
over to the real estate department. Sim- 
ilarly they turned all insurance matters 
to me. 

“As a second phase of our policy, we 
decided to concentrate on personal in- 
surance, by which we mean insurance 
on personal property and real estate. 
We did not include life insurance, nor 
did we, to any great extent, go after 
large commercial lines. 


Profitable 


“T have always considered personal in- 
surance the most desirable type, not only 
from an agent’s viewpoint, but from the 
viewpoint of the home office. It is a 
good moral risk, good physical risk, and 
good pay. In this connection I might 
add that our losses from bad debts have 
been less than a quarter of 1%. Per- 
sonal insurance is easy to handle, clean, 
profitable, and very little affected by 
economic conditions. Once you have 
the risk on your books, it usually stays 
there, if you give it decent and com- 
petent service. Furthermore, such lines 


Personal Insurance 


National Councillor 





~ 


ALAN V. LIVINGSTON 





are not “target” lines. They are usually 
too small for the big broker and too 
big for the small broker. 

“IT do not mean that we based our 
business getting methods on personal 
friends, or the so much overworked 
‘contacts.’ At the risk of being con- 
sidered heretic, may I say that this 
method is a blind alley. I learned this 
from experience. 

“The thing that will probably interest 
you the most is where we got our pros- 
pects. We checked our Sanborn maps 
and chose the better sections and the 
better type homes, for the obvious rea- 
son that the premium volume from these 
sections was not only larger, but an 
excellent credit risk. After we had 
checked our atlases, we checked our 
city directory to find the names of 
owners, and then we personally in- 
spected the properties. After this, we 
decided on those we wished to see, what 
we would like to see them about, and 
what we could use for an entree. 

“We eliminated entirely the renters 
and owners of small value homes as 
not being worth the labor of solicita- 
tion. We eliminated elderlv people, par- 
ticularly if they had retired, as it was 
our experience that such people resist 
changes. We also eliminated friends 
and social connections, not only because 
I personally feel embarrassed in going 
after such people for business, but also 
because I felt that they would open the 
way to their business, when they were 
ready to do so, without solicitation on 
my part. 


Types That Are Best Customers 


“Our best prospects we found were 
the following types: 

“First of all, the purchasers of newer 
homes. This particular classification is 
especially adapted to real estate con- 
nections. A purchaser of a new home 
not only needs a considerable amount 
of new insurance, but, in many cases, 
he is a man who comes into a commun- 
ity without established insurance con- 
nections. The first competent agent 
who secures his business can usually 
hold it so long as he is in the com- 
munity. ; 

“A second good source was the rent- 
ers of the larger type homes. They, 
too, are usually new to the community 
and in need of insurance connections. 
Through this means, incidentally, I 
found some excellent leads for the real 
estate department of our business. 

“A third classification was the com- 
muter class—the officers and executives 
of firms located in Newark and New 
York (eliminating, of course, those who 
were in the insurance business them- 
selves). Such men are usually a young 
and executive type who are accustomed 
to making business decisions on a busi- 
ness-like basis. I found them not only 
approachable but open-minded. With 
this class, however, you do not get to 
the first base unless you have a specific 
business proposition to discuss. 

“We found doctors and dentists a 
good source, taking care to make con- 
tacts with them at such times when 
they are not busy. 


“For a time we found difficulty in 
finding the business addresses of the 
prospects we had so chosen. We never 
called at their homes unless at their own 
request. A business solicitation should 
be in a business office, and the normal 
man resents the intrusion of a business 
solicitation into the privacy of his home. 
We went to considerable pains and ex- 
pense before ever going after prospects, 
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New President 





CHARLES E. 


MEEK, JR. 


Charles E. Meek, Jr., newly elected 
president of the New Jersey Associa- 
tion, has been engaged in local agency 
Paterson for about 
years and is president of the agency oi 
A. P. Haldane, Inc. A native of Brook- 
lyn, N. Y., and a graduate of Rensselacr 
Polytechnic Institute of Troy, N. Y., he 
served with the engineering corps in the 
Army in France during the World War. 
Afterwards for a short while he en- 
gaged in engineering work and then 
joined Mr. Haldane’s agency in Pater- 
son. He also married a daughter of 
Mr. Haldane. A couple of years later 
Mr. Haldane died and Mr. Meek has 
been in charge of the agency ever since. 
In addition to his agency activities Mr. 
Meck has long been interested in agency 
organization work and has held im- 
portant posts with the Passaic County 
Board and the state association. Prior 
to his election to the presidency last 
week he was chairman of the executive 
committee of the state body. 


work in eighteen 





Attaches Supplemental Form 
To Fire Policy Renewals 


During a discussion of tested produc- 
tion methods led by Walter A. Schaefer 
of Newark, Charles S. Fountain of Hack- 
ensack told of how he has been success- 
ful in selling Supplemental Forms 1 and 
2. When they were first put on the 
market a few years ago he tried to get 
his customers to buy this additional pro- 
tection by mailing them literature and 
calling on them for personal interviews. 
However, few were interested. It was 
during the worst phases of the depres- 
sion and most people were economizing 
to the limit. 

So after a few months had passed Mr. 
Fountain decided he would try again to 
place this needed protection by attach- 
ing the supplemental coverage to fire 
policy renewals with an accompanying 
letter explaining the insurance and point- 
ing out the low cost in comparison to 
the bread coverage granted. He sent 
out 132 such contracts and only twenty- 
four were returned. Premiums on the 
new business amounted to $1,200. Then 
he tried the same thing with policyhold- 
ers who carried fire and windstorm. In- 
stead of renewing the windstorm he at- 
tached the supplemental contract to 133 
policies. All except seven of them stuck. 
He derived $850 in premiums from these 
supplemental contracts. Most of these 
policies are still in force, he said, al- 
though first written three and four years 
ago. : 
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New Jersey Local Agents’ Convention 





Watson Explains 11 Forms of 
Supplemental Contract in N. J. 


A clear picture of the opportunities 
presented to local agents to increase 
their premium income through sale of 
one or more of the various forms of 
supplemental contracts was presented by 
Leon A. Watson, expert of the New 
Jersey Schedule Rating Office, address- 
ing the convention Friday afternoon. 
With fire insurance premiums remain- 
ing practically on an even keel year 
after year and with little in sight to 
indicate that they will expand in the 
near future, Mr. Watson said agents 
must develop the sidelines if they are 
to augment their premiums and com- 
missions. In his opinion the supple- 
mental contracts offer exccllent protec- 
tion at low cost and will be purchased 
by property owners if agents take the 
trouble seriously to acquaint their pol- 
icyholders with the fact that such insur- 
ance is available. Following are ex- 
tracts from Mr. Watson’s address: 

Explanation of Eleven Forms 

“At the present time there are in 
New Jersey eleven forms of supple- 
mental contract approved by the Com- 
missioner. Contract No. 1 covers against 
‘direct loss or damage caused by wind- 
storm, hail, explosion, riot, aircraft and 
motor vehicles,’ as provided therein. 

“Contract No. 2 covers against ‘direct 
loss or damage caused by smoke from 
oil fuel due to a sudden, unusual and 
faulty operation of any permanently in- 
stalled heating or cooking unit using oil 
for fuel only when such unit is connect- 
ed to a chimney by a smoke-pipe and 
while contained in the premises de- 
scribed in the policy.’ 

“Contract No. 3, known as the ‘No 
Common Interest’ form, covers against 
‘direct loss or damage to property caused 
by (1) leakage from fire-protective equip- 
ment, (2) windstorm, cyclone, tornado, 
hail, (3) explosion, (4) aircraft and mo- 
tor vehicles, (5) fire and leakage from 
fire-protective equipment and resulting 
from riot and civil commotion, and (6) 
smoke.’ 

“Contract No. 3-a embodies only those 
features in Contract No. 3 relating to 
leakage from fire-protective equipment. 
Contract No. 3-b embodies only those 
features in Contract No. 3 relating to 
windstorm, cyclone, tornado and _ hail. 
Contract No, 3-c embodies only those 
features of Contract No. 3 relating to 
explosion, damage by aircraft, motor ve- 
hicles, riot and civil commotion, and 
smoke. 

“Contract No. 4, approved for the use 
of the Associated Factory Mutual fire 
insurance companies, affords about the 
same coverage as provided in Contract 
No. 3. 

Riot and Civil Commotion 

“Contract No. 5 provides exactly the 
same coverage as Contract No. 3, except 
that it is extended to include such physi- 
cal damage as may result from riot and 
civil commotion. 

“Contract No. 5-c embodies only those 
features in Contract No. 5 relating to 
explosion, damage by aircraft, motor ve- 
ricles, riot and civil commotion, and 
smoke. 

“Contract No. 6 is exactly the same 
as No. 3, except that it is extended to 
include such physical damage as may 
result from riot and civil commotion, and 
also physical damage done by persons 
of malicious intent. 

“Contract No. 6-c embodies only those 
features in No. 6 relating to explosion, 
damage by aircraft, motor vehicles, riot 
and civil commotion, and smoke. 

In other states, Supplemental Contract 
No. 3 is extended by Endorsements A 
and B to include the coverage given by 
our Forms Nos. 5 or 6, but, inasmuch 
as our insurance law does not give our 
Commissioner the right to approve en- 
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LEON A. WATSON 


dorsements restricting or extending the 
coverage of supplemental contracts, it 
was necessary for us to incorporate in 
separate supplemental contracts the ad- 
ditional coverage which, in other states, 
is given under Endorsements A and B. 

“For those who are familiar with 
Supplemental Contract No. 3, Endorse- 
ment A and Endorsement B, it will be 
sufficient to say that Form No. 5 is the 
equivalent of Supplemental Contract No. 
3 with Endorsement A attached, and 
Form No. 6 is the equivalent of Sup- 
plemental Contract No. 3 with Endorse- 
ment B attached. 

“Rates and rules have been filed by 
me for Supplemental Contracts Nos. 1, 
2, 3, 3-a, 3-b, 3-c, 5, 5-c, 6, and 6-c but 
application for rates for contracts Nos. 
3, 3-a, 3-b, 3-c, 5, 5-c, must be made to 
the Explosion Conference at 116 John 
Strect, New York City, who will first 
determine whether or not the risk is 
eligible. 

Forms 1 and 2 Extend Fire Policy 

“While it is necessary for you to be 
familiar with the coverage afforded by 
all of these supplemental contracts, most 
of your experience will be with Supple- 
mental Contracts Nos. 1 and 2, approved 
by the Commissioner of Banking and 
Insurance July 6, 1937. You have al- 
ready observed that these contracts are 
quite different from their predecessors, 
in that, instead of being written for a 
specific amount of insurance, they ex- 
tend the fire insurance policy and cover 
for the same amount of insurance as the 
fire insurance policy. Some objection to 
this feature has been raised by agents 
who, in the past, pressed the sale of the 
supplemental contract and were able to 
sell it, even though they did not control 
the fire insurance, by writing a fire in- 
surance policy for a nominal amount and 
attaching the supplemental contract for 
the full amount required by the insured. 

“While it is true that, from the pro- 
ducer’s standpoint, the new supplemen- 
tal contract may not be as desirable as 
the old, nevertheless it must be recog- 
nized that, from the insured standpoint, 
the new supplemental contract is better 
than the old, for it must be attached to 
all of the insured’s concurrent fire in- 
surance policies, and, consequently, 
bridges the gap between the loss occa- 
sioned by a peril insurer against under 
the supplemental contract and any fire 
which might ensue. 

“Because of the change in the form 
of contract, it is absolutely essential 
that, when he issues the contract, the 
agent impress upon his insured the 
necessity of immediately having any 
other fire insurance policy covering the 





same property endorsed, and the ney 
supplemental contract attached, so thy 
his insurance will be concurrent and 
will not find himself in the position of 
a co-insuror when the apportionmen 
clause of the contract is applied, 
Hot Water Boiler Explosions 


“Many questions are asked concer. 
ing the new Supplemental Contract No, 
1 and the rules pertaining thereto, by 
in most instances, a careful reading oj 
the form or of the rule will answe 
the question. One of the question; 
often asked, which you may not cop. 
sider clearly answered by a reading of 
the form, is whether or not the insure; 
will be indemnified whether an explo. 
sion occurs within or without the ip. 
sured premises, or if the cause of the 
damage is the explosion of a hot water 
boiler used to supply a dwelling with 
hot water for domestic purposes, |t 
is my opinion that the insured will he 
indemnified for any loss caused by ex. 
plosion, whether the explosion occurs 
within or without the insured premises 
except for explosion from any cause 
originating within steam boilers, pipes, 
flywheels, engines and machines con. 
nected therewith and operated thereby, 
or for any loss or damage due to e.- 
plosion which is covered by the fire 
policy. This, in my opinion, would in- 
clude damage done by the explosion 
of a hot water boiler supplying a dwell- 
ing with hot water for domestic pur- 
poses, as it is not a steam boiler ora 
boiler used to supply heat or power, 

“Fencing, trees, shrubbery, sidewalks 
and yard improvements are not insured 
under the supplemental contract. In 
order to insure them it is necessary 
to purchase insurance under specific pol- 
ic1es. 

“Supplemental Contract No. 1 covers 
physical damage done as a result of 
riot or civil commotion, but does not 
cover physical damage done by persons 
of malicious intent, commonly known 
as malicious mischief and _ vandalism. 
If this coverage is desired, it is nec- 
essary to purchase the insurance under 
specific policies. 

“I have not attempted to discuss Sup- 
plemental Contract No. 2, as it is a 
short contract and quite self-explana- 
tory. I predict, however, that, in the 
not far distant future, there will be a 
revision of Supplemental Contract No. 
1, and smoke damage will be included 
as one of the perils insured against, 
thereby eliminating Supplemental Con- 
tract No. 2 in its entirety.” 





Many Insurance Women 


Present at Convention 


Close to twenty-five women associated 
with local agency offices in New Jersey 
attended the convention business session: 
at Asbury Park. This is said to be @ 
record attendance of insurance women 
at a state association meeting. Many 
women who are wives of agents but not 
themselves engaged in insurance were a 
the convention but they are not included 
as “insurance women.” Showing of such 
an interest on the part of the women 1s 
due almost entirely to Mrs, Cristine No- 
lan of North Bergen, former president 
of the Hudson County Board of Under 
writers, who believes that women in it- 
surance agency offices can derive much 
benefit from attendance at local board, 
state and national conventions. She has 
attended many such gatherings hersell 
and says she has been helped tremet- 
dously by what she has learned from 
speakers and from discussions of agents 
problems. It is her hope that other state 
associations will follow the lead of New 
Jersey and encourage women to attend 
their conventions. 

Among the women at Asbury Park 
were Mrs. Nolan, Mrs. H. Bermes 0 
the Bermes Agency, Union City, and het 
daughter who acts as secretary of the 
agency; Mrs. Ada Doyle of the James 
A. Doyle Agency, Caldwell; Mrs, Rose 
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America Fore Insurance 


THE CONTINENTAL INSURANCE COMPANY 
AMERICAN EAGLE FiRE INSURANCE COMPANY 
FIDELITY-PHENIX FiRE INSURANCE COMPANY 
First AMERICAN FIRE INSURANCE COMPANY 


Eighty Maiden Lane, 


NEW YORK CHICAGO SAN FRANCISCO 





America Fore Agents and friends 
attending the National Associa- 
tion Convention in Dallas, are 
invited to make our South- 
western Department offices their 
headquarters. 


MoYet-1 <-Xe ME-L a fo) 00 m-To(-1e-] Mb) ag -1-1 
four blocks from Convention 
Headquarters, you will find these 





air conditioned offices a pleasant 
place to dictate your correspond- 
ence and conduct any other 
necessary business. 


You are also invited to. visit 
America Fore Headquarters” 
located in the Adolphus Hotel. 


* Not open during meetings. 
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NIAGARA FiRE INSURANCE COMPANY 
MARYLAND INSURANCE COMPANY OF DELAWARE 


THE FipELITY AND CASUALTY COMPANY 


BERNARD M. CULVER, President 
FRANK A. CHRISTENSEN, Vice-President 
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Business Development Program 


(Continued from Page 1) 


ture to their clients the greater security 
of stock companies. He said that the 
Dauwalter formula is recognized as a fair 
means of determining the security behind 
an insurance policy. In brief it provides 
that the security is measured properly by 
the ratio of policyholders’ surplus, plus 
unearned premium reserves and less real 
estate and mortgage holdings, to net 
premium writings, which in general, Mr. 
Menard said, shows the ratio of security 
for stock companies to be at least double 
that of fire mutuals. In closing he urged 


agents to use the information made avail- 





ALBERT R. MENARD 
able to them through Facts and Com- 
ments, publication of the B. D. O. 

Before introducing other speakers Mr. 
Schmults said that the B. D. O. material 
can be used for protection of present 
business, meeting competition and tak- 
ing the offensive for new business. He 
then presented Fred Morasch, special 
agent of the Fireman’s Fund and mem- 
ber of the executive committee of the 
New Jersey Ficld Club, who devoted 
himself to discussing protection against 
non-agency competition through agency 
service. He told the agents to service 
their risks properly and thus not leave 
the door open for mutuals. Specifically 
he said that the agent who keeps abreast 
of rating changes, publication of new 
forms of protection and other develop- 
ments in the business and applies them 
to his accounts, is rendering a service 
which the assureds will value highly. 
He said agents should not wait to do 
these things until mutual competition 
arrives for then it is often too late. 
Also agents should not wait for special 
agents to arouse them to action for 
while fieldmen can be of much help they 
cannot carry the burden alone. 

Local Advertising 

To get the message of stock insurance 
strength across to the public he ad- 
vised agents to advertise in their local 
papers; also not to be afraid, to explain 
that local service to an assured justifies 
a commission, and it- is the commission 
payment which represents ‘almost en- 
tirely the differential in cost 
stock and non-stock coverage. 

“I think Mr. Morasch has very 
pointed out that it is of utmost im- 
portance to conscientiously service our 
assureds,” said Mr. Schmults. “They 
will be impressed thereby and realize 
that we have their interest at heart. 
3y bringing them information from time 
to time, improving coverage and check- 
ing rates, we will definitely have estab- 
lished our position and reduced con- 


siderably the possibility of competition. 
“The many reductions in rates that 
have been made on certain classes of 


between 


ably. 


risks in New Jersey due to better ex- 
perience have been beneficial to us as 
regards price competition, for while the 
percentage differential between stock 
and mutual costs remained the same, the 
spread in premiums narrowed. Are we 
sure that we have given our assureds 
the full benefit of such changes that 
have been authorized?” 


Public Property Lines 


Paul Thompson, special agent of the 
Fidelity-Phenix, emphasized local board 
action to meet mutual competition on 





EDWARD M. SCHMULTS 


public property risks. He showed by 
citing actual cases that public officials 
can be made to understand that added 


security and service. warrant placing 
insurance with stock carriers. Where 
local boards exist he said that excel- 


lent and well coordinated programs for 
handling school and other public prop- 
erty risks can be devised which are far 
superior to hit and miss methods of 
parcelling out insurance to scattered 
agents and to non-stock carriers. 


“Mr. 


Thompson has indicated that in 
the majority i 


of cases assureds are in- 
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Wanted an EXECUTIVE who needs an 
exceptionally fine SECRETARY who has had 
10 years’ detailed insurance experience, yet is 
still in her twenties—is fairly attractive— 
Protestant—Excellent references. Box + 1306, 
The Eastern Underwriter, 94 Fulton Street, 
New York City. 








terested principally in the stability of the 
company in order to be certain that when 
they need the protection they have pur- 
chased it will be available without ques- 
tion,” said Mr. Schmults. “They know 
that the stock premium provides a com- 
mission for the agent. They recognize 
the need of and are willing to pay for the 
service rendered by a competent agent. 
But they rightfully demand that this 
service be given.” 

William F, O’Brien of Passaic, local 
agent and editor of the New Jersey 
Agent, who has made a fine reputation 
for himself by his splendid editing of 
the association’s publication, told of get- 
ting lower rates in stock companies for 
a big assured who had for years been 
covered by mutuals. With the saving 
in fire premiums he was able to buy 
several additional important coverages 
so that with the same insurance cost 
he had much broader protection. On 
this line the Factory Insurance Associa- 
tion assisted. Mr. O’Brien pointed out 
that the F. I. A. and B. D. O. exist to 
help the agent to hold or capture lines 
which are targets for mutual solicitors. 

William Dickinson of Trenton, former 


president of the New Jersey associa- 
tion, did not agree wholly with Mr. 
O’Brien’s picture of F. I. A. aid. He 


voiced some criticism of the companies 
for keeping use and occupancy rates on 
sprinklered risks too high and of mak- 
ing too many “must” provisions to prop- 
(Continued on Page 33) 














Reinsurances confided to us for pro- 


tection are carefully safeguarded 
by our conservative investment 
policy in addition to the main- 
tenance by us of a broad confla- 


gration and catastrophe cover. 
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INSURANCE COMPANY 


99 John Street, New York, N. Y. 
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If you are open to new sales id 


eas 
and have never read our booklet 
“Planned Progress,’’ you are cor- 
dially invited to write for it with- 
out delay. It describes an aggres- 
sive and profitable plan we offer 


to agents qualified to represent us, 
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Bergen County Drive 
Removing Unfit Agents 


MORE THAN 150 LOSE LICENSES 








More Cancellations Expected in Next 
Few Months; Conferences With 
Companies Not Concluded 





called Bergen County agency 
by which organized agents 
J., are seeking t 
companies 
agents of 


The so- 
survey plan, 
in Bergen County, N. 
insurance cancel 
a large 


have fire 
the appointments as 
number of part-timers who are held to 


be inadequately prepared to service 
policyholders properly, has already re- 
sulted in the climination of about 150 


producers, Clarence Lofburg, a member 


of the committee, told the convention 
Friday morning. It is expected that 
many more part-timers will lose their 


licenses after the agents have completed 
their conferences with the _ different 
companies. These conferences have been 
for several months but 


carried on now 
a few companies still remain to be in- 
terviewed. In cases where an agent, 


deemed to be undesirable, represents 
two or more companies, the agents are 
not insisting that the appointments be 
cancelled until all companies in_ the 
agency have been contacted and _ they 
have an opportunity to act together. 
In 1928 there were about 500 agents in 


Bergen County, Mr. Lofburg - said 
Then as companies strove to increase 
their premium income field men _ were 


pressed to secure new agents and the 
total grew to about 1,000. The Bergen 
County committee has gathered a tre- 
mendous amount of data on part-time 
agents and-among those discovered to 
hold. licenses of fire companies are men 
and women who are engaged in the fol- 
lowing lines of business: law practise, 
school teaching, selling automobiles, ac- 
counting, operating saloons. housewives, 
employes of mutual and stock fire and 
casualty companies, New York insur- 
ance brokers, contractors, bank cashiers, 
school board clerks, doctors’ secretaries, 
beer salesmen, tax collectors, shoe and 
drug store owners, magazine salesmen 
and refreshment stand operators. The 
agents are trying to convince company 
executives that such individuals are not 


qualified to act as insurance salesmen. 


To show the members of the state as 
sociation how the committee is operat- 
ing the committee staged a dummy con- 
ference on the dais. 
parts in the clever playlet were Mr. Lof- 


burg, Alan V. Livingston, Edward M. 
Schmults, Harry Murphy and Alfred 
Christie, 
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RELIABILITY 


Reliability is a quality greatly to be desired in a friend 
or business associate. The man you can trust is 
the one to whom you naturally turn. 


How fine a thing true friend! To him you can impart your 
closest secrets. His advice can be obtained re- 
garding questions of the most intimate charac- 
ter without any fear that your confidence will be 
abused. 


In all that pertains to insurance, reliability is indispen- 
sable. An insurance policy is a declaration of 
faith between the assured and the company is- 
suing it. Both parties to the contract are ex- 
pected to adhere to its provisions. 


Through its reliability in the fulfillment of its contracts 
and through its earnest endeavor to anticipate 
and meet the needs of its patrons, The Home In- 
surance Company has kept faith with its policy- 
holders for over eighty-four years. 


THE HOME 


INSURANCE COMPANY 


NEW YORK 


Strength «» Reputation «» Service 
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Many Advantages Seen 
In Qualified Agents 


SITUATION IN PENNSYLVANIA 





Deputy E. S. Joseph Visions Better Com- 
pany-Agent Relations, Lower Costs 
and Aid to Public 





E. S. Joseph, deputy insurance com- 
missioner of Pennsylvania, sees many 
and varied advantages in his state’s pro- 
gram for better qualification of agents. 
For one thing, he believes it will help 
stem what he says is a rising tide of pub- 
lic resistance to high costs of insurance 
company operation. Addressing the 
Pennsylvania association of Insurance 
Agents at Bedford, September 17, Mr. 
Joseph said the public demands a more 
intelligent application of the services of 
insurance to their needs. He sought to 
be helpful in developing a more cooper- 
ative spirit in company-agent relations, 
the basis of which must be a contract. 
Should this contract be uniform and, if 
so, to what extent? Mr. Joseph con- 
tinued in part: 

“It must not be assumed that the con- 
tract, of itself, assures the continuance 
of a satisfactory company-agency rela- 
tionship. Unless, during the period of 
the contract, a feeling of good will and 
mutual confidence is built up, satisfac- 
tory relations are impossible. Where a 
contract is negotiated only for the pur- 
pose of performing a specific act and 
is of a temporary nature, it is entirely 
proper to drive the best bargain possible, 
but where the purpose of the contract 
is to establish a relationship whereby 
each party is expected to become a valu- 
able associate to the other over a long 
period of time the situation changes. 
These contracts should never be negoti- 
ated purely from the standpoint of self- 
interest. 

“It should be fully determined in ad- 
vance that neither party commits himself 
to perform duties or undertakings be- 
yond his capacity. ‘Deals,’ that make 
chiselers out of otherwise well inten- 
tioned individuals, should be avoided. 
The aggrieved party immediately tries to 
beat the game and both parties become 
discredited by their contemporaries. 


Methods of Standardization 


“Because of the nature of the insur- 
ance business standardized methods for 
its conduct are imperative. If compa- 
nies group themselves together through 
constituted association authority, then all 
member companies of that group should 
subscribe to a uniform contract with 
each of their respective agents, but in 
effectuating a contract under these cir- 
cumstances, the terms, conditions and 
compensation should be negotiated by 
representatives of the company associa- 
tion on the one hand and representatives 
of a similar association of agents on the 
other. 

Compensating Agents 


“The question of uniform compensa- 
tion to agents is the most difficult of 
all the factors entering into agency- 
company relations. A distinction must 
be made between compensation and com- 
missions, because compensation means 
reward or payment for services rendered, 
whereas commission, while it may in- 
clude compensation, in addition may pro- 
duce a return in excess of what might 
be considered reasonable compensation 
in specific cases, as well as on the other 
hand it may also produce a return below 
what may be considered reasonable com- 
pensation. 

“It appears to me that both compa- 
nies and agents would do well to scek 
the counsel of Insurance Departments 
on this subject and obtain the benefit 
of their broader viewpoint. The De- 


partments would necessarily assume an 
impartial attitude and have in mind only 
the accomplishment of the greatest pos- 


Reid, Pittsburgh, Offers Program 
For Elevating Agency Standards 


A three-point program for elevating 
agency standards was offered by Wallace 
M. Reid of Pittsburgh, chairman of the 
activities committee of the Insurance 
Club of Pittsburgh, in an address before 
the annual convention of the Pennsyl- 
vania Association of Insurance Agents at 
Bedford, Pa., last Friday. Saying that 
there is no short-cut that can be applied 
to bringing about better agency stan- 
dards, he contended that application of 
certain fundamentals will go a long way 
toward reaching the desired goal. 

“Just so long as companies continue 
to place a premium on production of new 
agents by their agency superintendents 
and fieldmen, just that long do they 
postpone the day when they can demand 
of each and every agent a knowledge of 
the business, a devotion to its honest 
purpose, intelligence and decency in un- 
derwriting and all of which trajts are 
necessary if, not only the American 
Agency System, but stock company in- 
surance as based on investment for profit, 
is to survive,” said Mr. Reid. 

“Indiscriminate appointment of new 
agents with no knowledge of the busi- 
ness was almost necessary while premi- 
u:n possibilities were increasing by leaps 
and bounds from year to year. So far as 
the fire business is concerned—and even 
so far as certain casualty fundamentals— 
such as compensation and automobile 
lines are concerned—that day is past. 
There is so much business to be handled 
and it is entitled to a brand of service 
which can be obtained only from an in- 
telligent and well qualified agent. It is 
the public which will suffer if the agency 
standard is cheapened by indiscriminate 
appointments. 

“You may say that there are still op- 
portunities for unlimited premium in- 
creases and that is true, but the oppor- 
tunity is in the side lines and specialties 
which take real salesmanship and a real 
understanding even upon the part of 
such a salesman. 





Program for Improvement 
“Tt was not without mature thought 
and careful deliberation that we decided 
that the most important of general fun- 
damentals is education—proper education 
of the agent and the man going into the 
business along the ethical and accepted 


methods of handling the business. The 
subject of education must be approached 
from many angles, as there are many 
vital factors involved in the highly tech- 
nical and specialized business of insur- 
ance as it is conducted today. 

“I think we should review some of the 
factors and the part they can play in an 
intelligently and_ scientifically planned 
educational work. Number one would be 
the cooperation of the Insurance De- 
partment. Our Insurance Department has 
cooperated admirably to the extent of 
tightening up requirements of new peo- 
ple going into the business and in 
changes of old licenses. By collaborating 
with State College and in the develop- 


ment of a correspondence extension 
course in insurance. The cooperative 
spirit the Insurance LCepartment has 


shown in connection with our local edu- 
cation course, under the guidance of the 
Pittsburgh Board of Education. 


“Two is the company angle—companies 
can cooperate in a movement of this 
kind by refusing to license those not 
properly qualified, and by cooperating 
with the Insurance Department to that 
end. They can have their special agents 
devote part of their time to educational 
work. The branch offices and the general 
agencies can spend time with new 
agents; properly educating them and fit- 
ting them for the business of insurance. 
Company employee newly going into 
the business can be assigned to the edu- 
cational school we are conducting, and a 
number of other ways the companies can 
cooperate. 

“Number three. The agents themselves 
can do much to help a movement of this 
kind. First by thoroughly knowing the 
business themselves; by keeping then- 
selves properly posted on changes and 
trends of the business and by working 
with the Insurance Department and the 
companies in educational work. They, 
too, can have their employes attend the 
courses offered and in many cases, the 
agents themselves who have been in the 
business can profit by these courses. 
There are many agents today passing up 
valuable and profitable commission ac- 
counts because they have not kept them- 
selves properly posted on the new lines 
as they are developed.” 





sible good to the insurance business as 
a whole. 


Guaranteeing Fulfillment 


“Forms of guarantee of fulfillment of 
terms incorporated as part of a contract 
between a company and its agents are 
of questionable value. Safeguards to ful- 
fillment will be more adequately provided 
if qualification for such fulfillment is first 
reasonably established before the con- 
tract is entered into. Of course it must 
be assumed that the company is qualified 
but up to this time this could not be 
said with respect to agents. 

“The Pennsylvania Department felt 
that agents should be required to meet 
tests which would be comparable to those 
exacted of companies. It is our belief 
that this will produce better service to 
the public and a closer cooperative rela- 
tion between companies and agents. 

Expense Ratios Too High 

“The expense ratios of companies have 
been mounting until now they average 
nearly 50%. Unless something is done 
to curb this trend expenses will go high- 
er. How long do you think the public 
will stand this sort of thing? To allay 
dissatisfaction various questionable de- 
vices are resorted to to reduce premiums. 
They are deceptive because they do not 
produce the ultimate lowest cost to the 
assured. Somebody will always offer to 


write his insurance cheaper. Neither 
do they always retain the business for 
the agent, because that somebody is very 
likely, ultimately, to get the business. 
The use of questionable devices becomes 
a vicious cycle and they are bad business 
practices because they tend to destroy 
the confidence of the insured in the 
agent. The public is becoming increas- 
ingly conscious of the fact that entirely 
too large a proportion of the premium 
dollar is eaten up in expenses. 


Belief in Present Program 


“The Insurance Department’s conclu- 
sion is very definite that the army of 
unintelligent, untrained and otherwise 
unfitted insurance agents is responsible 
for a large part of the unreasonably 
high expense ratio, The Department has 
presented to the insurance business in 
Pennsylvania what we believe is a prac- 
tical program for improving the quality 
of agents. We are confident in the hope 
that this program will ultimately reduce 
the cost of conducting the business and 
produce a healthier and more wholesome 
uae organization than we have 
a ag 

Mr. Joseph lauded the work of the 
State College in preparing and making 
available its courses in insurance; ac- 
knowledged the assistance and coopera- 
tion of the Insurance Club of Pitts- 


Re-elect Wingett Head 
Of Pennsylvania Asg’h 


William F. Wingett of Scranton was 
re-elected president of the Pennsylyanj, 
Association of Insurance Agents at the 
annual meeting last week at Bedford 
Pa. Other officers elected were as fo). 
lows: vice-presidents, Warren R_ Rob. 
erts, Bethlehem, and Harry M. Albert, 
Stroudsburg; treasurer, C. M. Th 
Harrisburg; secretary-manager, 
D. Moses, Harrisburg. 
elected as follows: 

Ralph H. Alexander, Pittsburgh; Dan. 
icl F. Ancona, Jr. Reading; Jos. W. 
Barr, Oil City; Malcolm, Foard. Phila. 
delphia; Howard H. Kenney, Philadel. 
phia; C. C. Kohne, Pittsburgh; Glenn 
H. Lindquist, Tarentum; Quincy A. 
McBride, New Castle; Wm. C. McCor- 
mick, Williamsport; Norman B. McCul. 
loch, Lancaster; I. D. McQuistion, Erie: 
S. W. Miller, Washington; Jas. F. Mor- 
gan, Lewistown: W. L. Nocholson, Al- 
toona; John K. Payne, Philadelphia; 
Wallace Reid, Pittsburgh; Henry 
Schmid, Wilkes-Barre, John H. Sprecher, 
Lebanon; Laurence Stair, Meadville: 
W. Ray Thomas, Pittsburgh. General 
counsel, Arthur S. Arnold, Philadelphia, 

The Pennsylvania Association now has 
500 members, a loss of thirty-nine dur- 
ing the year, Norman B. McCulloch, 
Lancaster, Pa., reported. 


1 Frank 
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BUILDING PERMIT VALUES UP 





Valuations in August Rose Above 19% 
Total for First Time Since May; 
Eight Months’ Figures 


Building permit valuations in August 
rose slightly above the 1936 total for the 
first time since last May. The aggregate 
for 215 cities, reporting regularly to Dun 
& Bradstreet, Inc., was $87,545,062 dur- 
ing August, as compared with $83,109,753 
a year ago, or an increase of 5.3%. Com- 
pared with the July figure of $91,311,323, 
however, there was a drop of 4.1%, as 
against a usually expected gain of about 
1.0% for this perid. 

New York furnished a total of $13- 
167,997 last month, against $12,095,174 in 
the like month of last year, or a rise of 
8.9%; but, contrasted with th: July 
amount of $16,426,736, there was a loss 
of 19.8%. 

Estimated permit costs for the 214 out- 
side cities for August were equal to $74; 
377,065. This was 4.7% above the corres- 
ponding 1936 total of $71,014,579, but was 
0.7% under the July sum of $74,884,587. 

The total volume of building permits 
issued in the 215 cities during the first 
eight months of this year amounted to 
$764,717,605, as compared with $642,035, 
183 for the same period last yeur, repre- 
senting an increase of 19.1%. With the 
passing of each successive month, the 
percentage gain, as compared with 4 
year ago, has been growing narrower and 
narrower. 

New York’s total for the elapsed por- 
tion of 1937 was $167,110,316, or 16.0% 
above the previous year, while the 214 
outside cities with an estimated building 
expenditure of $597,607,289 displayed @ 
rise of 20.0% from the comparative | 
period. 





PHILA. NATIONAL DIVIDENDS 

Directors of the Philadelphia National 
have declared a dividend of 30 cents 4 
share and an extra dividend of 10 cents 
a share payable October 15 to stockhold- 
ers of record September 24. 





burgh and declared that “insurance ™ 
Pennsylvania owes a debt of gratitude to 
Jim Henry, Wallace Reid, Ralph Alex- 
ander, Andy Pardew and all the other 
club members who assisted the schoo 
directors of Pittsburgh in making pos 
sible the classes in the Schenley High 
School.” 
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Herbert E. Maxson To 
Retire on December 1 


4 YEARS WITH AMERICA FORE 





Vice-President of Group He Has Had 
Charge of Local Department For 
Last Thirteen Years 





Herbert E. Maxson, vice-president of 
the six fire companies of the America 
Fore Insurance & Indemnity Group, 
who for the past thirteen years has 
heen in charge of the New York City 
local department of the Continental, Fi- 
delity-Phenix, American Eagle and the 
First American, will retire on December 





HERBERT E. MAXSON 


lafter a total of twenty-cight years of 
service with America Fore. Announce- 
ment of this was made at meetings of 
the boards of directors of the companies 
n September 16 when Mr. Maxson re- 
quested that he be relieved of his duties 
so that he might devote future years to 
the life of a gentleman farmer on an 
estate which he recently bought near 
Mystic. Conn. In going back to this 
place, Mr. Maxson returns to the section 
in which his family resided for many 
years, 

The retirement intentions were ac- 
cepted with sincere regret by the direc- 
tors and retirement will be under the 
Group’s usual pension arrangement for 
veteran officers and employes. Despite 
his withdrawal from active participa- 
tion on the insurance scene, Mr. Max- 
son will continue as a director of the 
American Eagle Fire and the organiza- 
tion will derive the benefit of his advice 
and counsel in this capacity. 

A shrewd, kindly man, Mr. Maxson 
has the faculty of not only making 
iriends, but what is more important, 
keeping them. On the surface he is in- 
clined to be gruff, but it is only a pose 
that is easily seen through, covering 
the sterling character of an inherently 
iendly nature combined with the ail- 
around qualities that go to make up a 
teal salesman, executive and top-notch 
surance man. 


For Years Chairman of Loss Committee 


During his twenty-eight years with 
the Group he has acquired a large 
arcle of acquaintances throughout the 
msurance world, in all parts of the 
‘country, for during his earlier years he 
‘upervised business in various sections. 
While he has had charge of the local 
lepartment he has become one of the 
St known figures in the metropolitan 
Msurance world. For years he was 
thairman of the loss committee of the 
New York Board of Fire Underwriters. 
Under his direction the committee broke 
) a notorious gang of arsonists. He 
's taken a prominent part in the af- 


fairs of New York Fire Insurance Ex- 
change and is now chairman of its execu- 
tive committee. He also has been active 
on other committees of the two organi- 
zations. 

Vice-President Frank A. Christensen 
came in from the field at Mr. Maxson’s 
suggestion to be superintendent of 
agencies of the American Eagle in 1924. 
Both Mr. Christensen and Vice-Presi- 
dent William F. Dooley were special 
agents when Mr. Maxson was the secre- 
tary of the American Eagle. 

Mr. Maxson was born in Norwich, 


a high school education he became an 
office boy with the Equitable Fire & 
Marine of Providence, R. I. He suc- 
cessively became chief clerk, examiner, 
and then special agent in New York 
State for eight years. In 1909 Mr. 
Maxson entered the employ of the Coa- 
tinental as special agent for eastern New 
York. Later he spent six months with 
C. R. Neidlinger & Company, representa- 
tives of the Continental in Cuba. In 
July, 1917, he became secretary of the 
American Eagle and was placed in charge 
of the company’s business in the New 
England, Middle Atlantic and Southern 


States. For a time he also supervised 
the Cuban business of the Continental. 

In October, 1922, he was elected vice- 
president of the American Eagle. Two 
years later he was elected vice-president 
of all the fire companies in the group 
and after the Niagara Fire and the Mary- 
land Fire were acquired by the Conti- 
nental he was elected vice-president of 
these companies. 

Mr. Maxson lives in Upper Montclair, 
N. J., and is a former master of the 
Masonic lodge in Rhode Island. For 
many years he was a member of the 
Glen Ridge Golf Club, Glen Ridge, N. J. 


Conn., on March 26, 1872, and following 























“That statement needs a little explain- 
ing, doesn’t it? Well, most people have 
the idea that an insurance agent is just 
money grubbing—looking for more 


commission when he recommends 
more insurance. Let’s look at the 
record. Take that youngster we just 
passed. Everytime I see him I get a 
warm feeling around the heart and 
way down deep the idea that I am of 
some use in this world.” 

“Six months ago I recommended a 
new insurance program for his father's 
business. It was adopted and within a 
month one of the new policies saved 
that company a payment of almost 
$15,000—a sum which would have 
put it on the rocks and meant poverty 
for the owner and his family. This boy 
will be ready for college in a few years’ 
time—instead of looking for a job when 






DURING THE GOLD RUSH DAYS OF ‘49 
THE GLENS FALLS MADE ITS BOW 


than meets the eye.’’ 


he is out of high school. He will be 
assured of a good start in life—all due 
to insurance and my efforts. The com- 
mission dollars I earned are nothing 
compared to the knowledge that I have 
been useful to at least a few of my fel- 
low men. That is why I say that there is 
more to this insurance business than 
meets the eye.” 
& oe a 

And so it is all over the country. 
There are thousands of agents and in- 
surance employees who are practical 
idealists—staying on the job for the 
benefit of the other fellow, deriving 
more satisfaction from the good which 
they do than the dollars which they 
earn. It is a privilege and a pleasure to 
pay tribute to this vast army who do so 
much for humanity and for the good 
repute of the insurance business. 
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“Bill, there is more to 
this insurance business 
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Underwriters Golf Ass’n Tournament 





Left to right—top row: R. H. Dunkle, W. J. Reynolds, W. J. Reynolds, Jr., Charles Bohle, A. T. Tamblyn, C. A. Ludlum, J. R. Barry, Evan Evans, H. George Stracken, 
W. B. Rearden, Herman Ambos. Second row: Fred Helmus, John A. Campbell, J. J. Mulvehill, A. N. Butler, J. R. Dumont, R. R. Martin, H. Belden Sly, R. P. Barbour, 
G. E. Jones, R. R. Clark, C. F. Sturhahn, Ray Sweeney. Third row: C. A. Rich, W. E. Boyd, Jr., Jack Gilbert, Wilfred Garretson, H. L. Glidden, H. George Stracken, 
W. L. Ball, W. L. “Bill” Hadley, C. W. Lovejoy, C. M. Hall, Jos. Froggatt, Jr. Bottom row: Thos. B. Boss, E. L. Mulvehill, W. E. Gildersleeve, Cliff E. Pieper, L. C. Dam- 
Boynton, F. J. Roan, Harry F. Cornwall, Jesse E. White. 


eron, R. R. Martin, W. P. Barker, B. L. 


By W. L. Hadley 


It was over the wind swept fairways 
and greens of the Hempstead Golf Club, 
Hempstead, L. I., that Alfred N. Butler 


of the Corroon & Reynolds office led 
the golfing forces of the Underwriters 
Golf Association on Wednesday of last 
week. It was on his invitation that the 
Fall tournament of the U. G. A. was 
held at that very interesting and popu- 
lar Long Island golf layout. And a 
goodly number of members and guests 
were on hand for the occasion. In fact 
there were sixty in the party 

A buffet luncheon was served at noon 
for those who had arrived in time for a 
few holes of morning practice prior to 


the events of the program scheduled 
for the afternoon, which events were 
earnestly contested for as the results 


will show. There were more tied num- 
bers at the conclusion of play than on 
any previous tournament of the asso- 
ciation. 


Why So Many Trees? 


The day was grand. Apart from a 
stiff breeze whistling about the course 


it was ideal for golf. Some of the par- 
ticipants have started a “round robin” 
by which to ascertain—if possible—just 
why the architects who built the Hemp- 
stead Golf Club course thought it nec- 
essary to plant so many trees on the 
property and line the several fairways 
on both sides with them. There was a 
lot of club swinging in the woods 
throughout the day. 


Winners of Events 


There follows the winners of the 
several events making up the program 
of the tournament: 

18-Hole Medal Low Net, 
Jarry, Corroon & Reynolds. 

18-Hole Medal Low Gross, J. J. Mul- 
vehill, Corroon & Reynolds. 


John R. 


Match Play Against Par, Herman 
Ambos, Firemen’s of Newark. 
Kicker’s Handicap, H. G. Stracken, 


John F. Curry Co, 

Best Ball Foursome, Wilfred Garret- 
son, Fire Companies’ Adjustment Bu- 
reau; John A. Gilbert, Holborn Agency. 

Guest Prize, Ben Lee Boynton, Fire- 
men’s of Newark, Dallas, Texas, office. 

Championship Cup, John R. Barry, 


Corroon & Reynolds (his second leg on 
trophy). 

C. F. Sturhahn Special Prize, John R. 
Dumont, Interstate Underwriters Board. 

A. N. Butler Special Prize, (Low 
Score on Par 3 Holes), A. T. Tamblyn, 
American Reserve. 

Special Club Pro Prize, (Set Bobby 
Jones Matched Irons), W. L. “Bill” 
Hadley, The Eastern Underwriter. 

The several trophies were presented 
at the dinner in the evening by R. R 
Martin, retiring president of the asso- 
ciation, who presided. 


New Officers Elected 


The new officers of the Underwriters 
Golf Association elected at the business 
session during the dinner were as fol- 
lows: 

President, W. B. Rearden, executive 
vice-president, Firemen’s of Newark. 

Vice-president, W. E. Boyd, agency 
superintendent, Travelers Fire, 

Secretary-Treasurer, C. A. Rich. 

It was revealed that the association 
is in fine condition as regards both 
membership and finances. The next get- 
together will be held in the Spring when 
the members will meet at Raritan Val- 


ley Country Club, Somerville, N. J. It 
will be the twenty-fifth anniversary of 
the association and it is expected that 
a special program in addition to golf 
will be provided. 


Albany Field Club Plans 


Big Anniversary Meeting 
The twenty-fifth year anniversary 
committee of the Albany Field Club met 
last Friday evening at the Albany Club 
in Albany and laid the foundation for 
this important meeting in November 
The anniversary meeting is to be one 
of the most important insurance affairs 
held in up-state New York this yeat. 
Important committee heads appointed 
were Herbert R. Ross, chairman of ét 
tertainment committee; James E. Kelly, 
Jr., chairman of reception committet; 
John W. Summers, publicity committet 
It was decided to secure a_ nationally 
known speaker for the occasion and the 
speakers’ committee consists of John 
Dacey, chairman of the general commit 
tee, and Frank J. Doyle, president o 
the club. Invitations are to be sent ol 
within the next two weeks. 
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§189,000 In Premiums On 
State Risks, Withers Says 





K. WITHERS 


CARL 


More than $28,000,000 coverage in fire 
insurance renewals has been placed by 
agents of the New Jersey association 
on property mortgaged by distressed fi- 
nancial institutions now in the hands of 
the New Jersey Department of Bank- 
ing & Insurance, Commissioner Carl K. 
Withers said when speaking at the 
agents’ convention last Friday. For more 
than a year the New Jersey association 
has been handling and 
doing a very successful job of it in the 


this insurance 


opinion of the commissioner. Premiums 
on this business have amounted so far 
to $189,984. Mr. Withers estimated that 
the financial institutions have saved 
about $35,000 in premiums because 
agents have found that close to 60% 
of the risks were overinsured. The 
total value of the property held by the 
state amounts to between fifty and sixty 
million dollars so that much more in- 
surance remains to be examined and 
renewed, 

Only sixty-four fire losses on these 
risks have been reported with insurance 
losses of $20,480. Mr. Withers said this 
compared most favorably with 600 plate 
glass claims which have been presented. 
The large number of plate glass losses 
arises because a considerable amount of 
the property is unoccupied. The com- 
missioner paid tribute to C. Stanley 
Stults, Hightstown, who acted for the 
agents’ association in presenting the 
plan to the department, and other lead- 
ers of the association. 


B. D. O. eo 


(Continued from Page 28) 
¢tty owners before a risk is accepted by 
the F, I. A, 


Taking the Offensive Cue 


George Martin, special agent of the 
New York Underwriters, spoke briefly 
on taking the offensive against mutuals. 
le advised agents to go after desirable 
tisks now held by the mutuals. If the 
task looks difficult get the cooperation 
of fieldmen and other agents in the 
‘own so that a well considered and com- 
plete program can be presented to the 
Prospect. Many lines are all ready to 
be taken if intelligent approaches are 
made, 

“I think that Mr. Martin very prop- 
ely brought out that the data made 
available through the Business Develop- 
ment Office is of little value unless the 
agents and fieldmen cooperate, and that 
t we work closely with our special 
agents we can make the most of our 
°pportunities,” Mr. Schmults said. “If 


we do and properly bring the facts to 
the attention of the assureds we should 
not only be able to hold the business, 
but take the offensive and regain that 
previously lost to stock companies and 
agents.” 

S. H. Robinson of O’Gorman & 
Young, one of the leading agencies of 


agent of the Home of New York, also 
cited a concrete instance of keeping a 
big risk from the mutuals by service 
rendered by agents and fieldmen over a 
period of years. Those agents who feel 
that their commissions are earned and 
their obligations over when an assured 
pays his premium and fails to keep him 


JOINS LABORATORIES IN N. Y. 
William E. Armstrong, until recently 
associated with the New England In- 
surance Exchange as rating expert at 
Springfield, Mass., has joined Under- 
writers Laboratories’ staff in the New 
York office, He will serve in the ca- 
pacity of service engineer. His duties 


Newark, said that his office has kept 
numerous accounts from going to the 
mutuals by keeping constantly in touch see 
with assureds and stressing to them 
stock security and agents’ assistance in 
keeping coverage complete and rates at 
the lowest level obtainable. 

Herbert W. Puschel, New Jersey state 


their 


blame 


informed fully of new 
rate changes, are those most likely to 
business 
mutuals, Mr, Puschel said, nor could he 
such assured for 
what they had paid in commission for 
service had been wasted. 


are to be contacting all municipal in- 
spectors, fire chiefs and insurance or- 
ganizations throughout New England. 
Mr. Armstrong is president of the East- 
ern section of International Association 
of Electrical Inspectors. He was at one 
time electrical inspector at Bridgeport, 
Conn. 


coverages and 


grabbed by the 


feeling that 








“Tl would have to be badly 
in need of work before 
taking a place that wasn’t 


under A.D.T. supervision” 





—_— at night, in a de- 
serted building, isolated from 
the outside world, the watch- 
man makes his solitary round 
to guard the property of his 
employer while others sleep. 

But what about protection 
for the watchman? To whom can he turn \ 
for aid when faced by one of the many 
hazards of his occupation... fire... attack by 
intruders ... accident... illness? 

A.D.T. Protection provides the only com- 
pletely satisfactory answer. In emergency, the 
A.D.T. supervised watchman has “help at his 


°° in the form of fire alarm boxes and 


fingertips, 
other emergency signaling devices. And if he is 
incapacitated for any reason whatever, his failure 
to “ring in”? to the A.D.T. Central Station on 
time immediately results in an investigation. 

To provide the watchman with A.D.T. Protec- 
tion is not only humane—it is good business. 
Without it, no owner can ever be sure that his 
watchman is on duty. But with A.D.T. Watch- 
man Supervisory Service, the owner knows that, 
no matter what happens, his watchman, and 
therefore his property, will be efficiently protected 
during every hour that his premises are closed. 





Cay this Watchman 


Controlled Companies of AMERICAN DISTRICT TELEGRAPH CO., 155 sixth Avenue, New York, N. Y. 


Central Station Offices in all principal cities 







READ WHAT THESE WATCHMEN SAY 


**T just don’t know how a watchman could get along with- 
out your protection. My wife has told me of the peace of 
mind she enjoyed, knowing that I did not have to depend 
on chance if I was in danger and how, when I left home 
sick, she knew that should I get worse your company 
would protect me, provide me with aid in any emergencies 
and watch my job until another man could relieve me.” 


BENJ. B. POOSER, Charleston, S. C. 


**A.D.T. Service gives me a feeling of security, for if any- 
thing should happen to me while I am alone in my build- 
ing at night I know the A.D.T. guard will arrive in a few 
minutes ready for any emergency. I know that I am pro- 
tected as well as my employers.” 


FRANK NUNES, Jersey City. N. J. 
“I think that A.D.T. Service is very fine for both employer 


and night watchman. The ‘Boss’ can rest easy for he 
knows that his plant has double protection.” 


WILLIAM JACKSON, Portland, Me. 





A NATION-WIDE PROTECTION SERVICE 


AGAINST FIRE, BURGLARY AND HOLDUP 
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TALES of the ROAD 


By E. H. HORNBOSTEL, 
New York State Agent, Firemen’s of N. J. 











I have a dim recollection of an inter- 
esting claim matter litigation near or at 
Albany that touk place over forty years 
ago. It was an arson case; companies’ 
adjusters and counsel had secured the 

“tool” as a witness and he was being 
cross-examined, to establish his connec- 
tion with the owner of the property, for 
whom he had done the “job.” Companies’ 
counsel after a long drawn out grilling 
arrived at nothing definite, so decided to 
draw out the witness by a “fishing ex- 
pedition,” which, I belicve is the word 
used when a cross-examiner is fighting 
for time. 

It occurred to the counsel to ask about 
the witness’s movements on a certain 
day, Counsel asked on what day witness 
had come to Albany. Innocently witness 
fell into the trap He said such and such 
a train on a Sunday in a certain month. 
The fact that counsel developed that 
there was no such train on that Sunday, 
the train having been taken off the previ- 
ous week-end of Summer schedule, im- 
pugned the credibility of the witness in 
the whole matter, for he had been caught 
in a lie, which eventually was instru- 
mental in defeating the claim. It was al- 
most an “inspiration” on part of counsel. 

a 
No Return Premiums, No Policy 

Years ago the old Gerinania had a very 

competent adjuster, Special Agent H. L. 


Kreuder, and my predecessor in New 
York State, long since passed on, who 
told the following story on himself ww 


me. While doing inspection work at Le- 





Personal Insurance 


(Continued from Page 25) 


therefore, to ascertain their business ad- 
dresses and the nature of their work. 
“Let us suppose that we now have 
our prospect, we know his property, we 
know his business, and we know where 
he can be scen. The next problem is 
purely one of entree. When the word 
entree is used, we generally think ‘of 
some personal contact through friends. 
As I have stated before, however, we 
avoided this so far as possible. If we 
could get entree through a specific busi- 
ness proposition and be received, not as 
a favor to some mutual friends but be- 
cause of the prospect’s interest in the 
business proposition we had to offer, the 
net results were much better. 
“Obviously, the quickest way to a 
man’s interest is to show him the 
sibilities of personal advantage, of sav- 
ing expense, or improving his insurance 
coverage. We have had various angles 
on this. One of the most successful 
was the specific rating of houses upon 
which the garage was attached. We 
would personally inspect houses through- 
out the area which we cover, searching 
for homes which had attached garages. 
In most cases these inspections were 
made from the street, without the own- 
er’s knowledge. We looked particularly 
for attached garage situations where— 
by reason of the construction of the 
garage, or the lack of a door connection 
between the garage and the house—the 
house appeared eligible for a specific 
garage rating, with the elimination of 
95% of the garage premium surcharge. 


No Cold Canvass Calls 


“You will note that in letters we in- 
formed the prospect we would call on 
him, what we were calling about, and 


pos- 


Roy, Genesee County, N. Y., he inspected 
a knitting mill, and not finding it very 
desirable asked the proprietor for his 
policy, to cancel it. The proprietor said 
“all right,’ but you must pay me the 
return orgs if you wish to take the 
policy. ‘his flabbergasted Mr. Kreuder 
somewhat. unt:] Mr, Strobel, the proprie- 
tor told him that he, too, had been a 
special agent and adjuster long before 
Mr. Kreuder was out of short pans, 
wnich was cuite a surprise to Mr. Kreu- 
der. Nor did Mr. Kreuder have suftcient 
cash on his person to pay the return 
prcmium which was over $100. Later, 
about 1910, long after Mr. Kreuder had 
passed on, Mr. Strobel went back into 
the insu-ance game, establishing himself 
in Pittsburgh and doing independent ad- 
justing successfully. 
* * * 
Beautifying Unsightly Chimneys 

Many arch.t cts have struggled vih 
the problem of trying to make an ugly 
chimney in a large plant look artist‘c 
The lage po ver chimney of the Carnegie 
Tech. School at Pittsburgh, Pa., was so 
ircated by my architect brother that it 
look d like an observation tower. Re- 
cently passing Yonkers, I saw at the 
riverside (on left from railroad tracks) 
a public utility building, the tall chimney 
of which was treated artistically to look 
like a light house, having even a circular 
stairway to the top on outside to the 
lighting chamber on top. Being near the 
river, where a lighthouse is in place, I 
think the architect has achieved a prac- 
t:cal and artistic triumph. 





when we would be there. I don’t ever 
recall having called on a new prospect 
without having written him to pave the 
way. I also planned the timing of these 
letters and the timing of my follow-up 
call so that I arrived at the prospect's 
office within a day or two following 
his receipt of the letter. This usually 
gave me my entree, and, incidentally, 
it gave me an entree into the offices of 
business men of sufficient importance 
to make it worthwhile. 
“The. garage construction, 
longer usable because 
the specific rating system, is just an 
example of several similar approaches 
which we have worked, and which all 
of you can work if you take the time 
to think of them. Personal insurance, 


now no 
of changes in 


I have found, is frequently very care- 
lessly written, particularly by big agents 
to whom the business is of no particu- 
lar importance, and who have neglected 
to take the trouble to make sure that 
their clients have the most favorable 
rating. Once you have shown your pros- 
pect a chance to save premiums, the 
avenue to his business is wide open. 

“It should be noted, however, that at 
no time in this process did we require 
from the prospective customer any defi- 
nite assurance of his business. When 
we gave him the information upon which 
we could reduce his rates or improve 
his insurance, we did it on the basis 
of giving him a sample of our insurance 
service. We told him that, quite natu- 
rally, we should like to serve him. But 
we also made it clear that there was 
no compulsion upon him to change his 
existing relationship. 

“That policy is largely one of tact. 
As a matter of practical experience, we 
generally got the business because we 
deserved it. 

“In casualty lines—which, in the case 
of a business in a community such as 
ours, is largely automobile liability and 
property damage—similar lines of at- 
tack were discovered. We found many 
people in our section who spent from 
three to four months in Summer homes 
—at the shore or in New England, or 
the Adirondacks. These, too, were elig- 
ible for rate reductions by a simple en- 
dorsement giving them credit for the 
lower rate prevailing in the resort dur- 
ing the period their cars were there. 
I found that these situations could be 
I-cated readily through the society sec- 
tions of the newspapevs, and very few 
such situations are caught by the agents 
writing the insurance. 


Small Lines Valuable From Entree 
Standpoint 


“It goes without saying to all of you 
that the small lines—the $5 and $10 pre- 
miums—are worth just as much from 
the entree standpoint, as the big pre- 
miums. One of these small premiums 
does not bring enough commission into 





the office, to be sure, to pay for a 
fraction of the time and cffort which 
may be expended to get it, but it is 


entree and from that entree, by proper 
development, a complete line of cover- 
age is opened to us. fact that the 
entree, furthermore, was obtained from 
the start on a strictly business basis, 
rather than a basis of personal friend- 
ship, makes the further development of 
additional lines that much easier. 

“The backbone of all our business- 
getting activities, of course, is a mai'l- 


ing list. Upon the cards in this mail- 
ing list are all the facts dug out in 
our preliminary spade work—the name, 


the address, the business address, the 
position the man holds, and the nature 
of his work, the construction of his 
home, the cars that he owns, the ap- 
proximate valuation of his home—all 
the information we need to give us a 
target for our rifle fire. 


“We have sent much direct-by-mail 
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solicitation to customers’ lists. Some of 
the letters we have sent out have been 
purely institutional advertising, others 
have included return cards which open 
the way to a personal contact on some 
specific line. 

“If you ask us whether such mailings 
paid, I can only answer that they mos 
decidedly did. But if you ask us what 
specific business we have obtained as q 
direct result of mail solicitation, that 
is another matter. The prime purpose 
of our mailing was to kcep us before 
those we had chosen as customers or 
prospective customers. 

“One of our best accounts is the re- 
sult of an inquisitive secretary wh 
mailed in a return card while her boss 
was on vacation. The final result was 
an account on our books with annual 
premiums of $1,500 to $2,000, and _ two 
recommendations to other firms, whose 
business we subsequently secured, with 
a total annual premium volume of $1,70) 
additional. 


Surveying a Customer’s Entire Line 
of Coverage 


“From the time that the first line 
is secured from a customer, of course, 
the next problem is the further devel- 
opment of his other lines, looking to- 
wards the time when we handle his 
complete portfolio. Because of the fact 
that our original approach to the cus- 
tomer was on a business-like basis and 
because we had proven to him at the 
very start that we know our business, 
it was easier for us to get into dis- 
cussions relative to his other lines of 
business. There is no method quite so 
effective for this purpose than the sur 
vey method, which is as old as the in- 
surance business. We asked for the 
opportunity to survey his entire lines 
of personal insurance, and secured all 
of his policies for that purpose. 

“The average insurance customer has 
only the vaguest idea of his coverage 
To him they are an aggregation of poli- 
cies in his safe, In few cases has he 
troubled to put them all together and 
get the complete picture on his protec: 
tion. And even in cases where he has 
taken that trouble, he has not had the 
proper knowledge ‘of insurance to judge 
whether his premiums were correct and 
his coverage adequate. 

“The things that we found wrong 
in such surveys were surprising. It 
caused us to be more than ever careful 
in our own business when we saw the 
errors and omissions by other agents 

“One or two final hints—don’t make 
insurance complicated to the assured. 
Make it as simple as possible. We have 
all heard the old joke about the insut- 
ance companies promising everything in 
big print and taking it back in fine. 
That may be true in some _ respects, 
but don’t try to convince the assured 
of it by being over complicated in your 
presentation of the coverage. The i- 
surance contracts are fair contracts, and 
you need have no hesitancy in selling 
them, but beware of getting bogged 
down in details. 

“Don’t be bashful about recomment- 
ing additional coverages, This is pat 
ticularly true of rent insurance and 
supplemental contracts numbers one af 
two, which we have found acceptable 
upon our recommendation to almost all 
of our clientele. They simply hadn't 
heard about it before.” 
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Wilson Encourages 
Educational Efforts 


TO SUPPORT LOCAL PROGRAMS 


Fight for Qualified Agents Depends 
Upon Providing Facilities for 
Improving Standards 


National Association encouragement 
and support for state and local insurance 
educational programs was offered by W. 
Owen Wilson, Richmond, Va., president 
of the National Association of Insurance 
Agents, when speaking last Friday before 
the annual convention of the New Jer- 
sey Association of Underwriters at As- 
bury Park. While not believing that the 
national body should embark on a na- 
tion-wide program of education he did 
say that it has a definite responsibility 
to foster and encourage such programs 
in every locality. 

After complimenting the New Jersey 
agents upon their success in coope rating 
with the Insurance Department on the 
coverage of properties of distressed 
financial institutions and upon their ef- 
forts to drive out unqualified agents, 
Mr. Wilson said that the educational 
program is closely tied in with the plan 
for elimination of unfit producers. 


Educational Programs Were Lacking 


“Such a program is one in which we 
all have been lacking and to which we 
should give our serious attention. We 
cannot with consistency, cry to high 
heaven for qualified agents, unless we 
provide means of qualification. We can 
be accused rightfully of utter selfishness 
if, through failure to provide those means 
we should shut the door on the ambitious 
young man or woman who wants to be 
an insurance agent and is offered no 
assistance to become a qualified one. 

“One reason, the main one, why I 
cannot agree with the suggestion of a 
concentrated program (by the National 
Association) is that there are well-estab- 
lished, highly respected national insur- 
ance educational institutions such as the 
Insurance Institute of America. Why 
should we enter into an activity which 
would overlap theirs? The _ Institute 
courses are available to every student 
at a nominal cost. Where there is no 
local society conducting a lecture course, 
correspondence courses are furnished. 

“Its courses are readily adaptable to 
local needs and conditions. We have the 
instrumentality at hand, but I am afraid 
that we have been woefully negligent in 
our use of it, There should be far more 
agency names on its list of students 
each year. We are not fulfilling our 
trust if we fail to encourage the young 
men and women in our offices to equip 
themselves through knowledge to carry 
on a business that is growing more com- 
plex day by day. 

“We propose to focus the spotlight at 
Dallas on practical selling of new forms 
and coverages and to make it a program 
of constructive education. Never have I 
seen such enthusiasm over the possibili- 
ties of insurance education as was in 

at the mid-year meeting in 
maha. I am afraid we have been in- 
clined throughout the years to assent 
passively whenever anybody brought up 
the subject and then forget about it. 
This year at Dallas we propose to capi- 
talize on the enthusiasm in the subject 
aroused at Omaha, and to intensify it 
with every means at our command.” 


Praises Bergen County Plan 


Speaking of the Bergen County plan 
for getting rid of agents not prepared 
to handle properly the insurance of the 
public, Mr. Wilson said: 

“Time and again we hear the state- 
ment made that there are too many un- 
qualified agents in the field. Certainly 
there are, but the best way to secure 
their elimination is not to make the 
charge unsubstantiated. That is not the 
way the Bergen County boys went about 
it. It was altogether right and proper 


UNDERWRITER 


that they should first make a survey by 
municipalities, which they analyzed by 
size and number of agencies, so that 
they were in position to cite specific 
agencies, and request their companies to 
terminate such agencies as the non- 
policy-writers, office-in-his-hat agencies, 
and the like, unfitted to serve the public. 

“Now I am told that the company 
offices were considerably disturbed when 
this request was made—in some instances 
it reached the ‘uproar’ stage. But so 
carefully had the situation been anal- 
yzed, and so reasonably had the request 
been made, that the excitement soon 
subsided. 

“This is a new and original way of 
ridding the agency business of unquali- 
fied agents, and thereby serving the 
interests of the companies and the pub- 
lic. I see no impropriety in the course 
the Bergen County agents took, and 


venture to predict that it will be fol- 
lowed elsewhere. 

“We find here no effort on the part 
of agents to dictate to the insurance 
companies as to their agency appoint- 
ments. Admittedly, the companies have 
a right to make their own plans without 
interference. However, with their na- 
tion-wide system of operation, it would 
be practically impossible for the home 
office of any company to make a thor- 
ough research into every appointment. 
Such an activity as Bergen County is 
carrying on is equally in the interests 
of the companies as of that of the estab- 
lished agencies. It is my sincere belief 
that in such a case, justice dictates that 
agents who make such a request make 
sure that the company complying with 
it maintains adequate representation in 
the community, and an amount of busi- 
ness in keeping with its standards.” 


Canneries are working at top capacity 


..manufacturers are now increasing 


production...stores are buying and 


planning for the coming Christmas 


rush! Because of improved business 


conditions, income protection is far 


more vital today than in past years. 


This is the logical time to sell essen- 


tial Use and Occupancy coverages. To 


assist agents in presenting this pro- 


tection, fire companies of Fireman’s 


Fund Group have just issued a new 


envelope insert that briefly and con- 


vincingly describes the importance 


of Use and Occupancy insurance, 


Copies of this helpful selling aid will 


be sent to agents upon request. 
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Women Agents 
(Continued from Page 26) 


Garfield, N. J., manager of the 
Insurance Agency; Mrs. Rob- 
ert Renner of the Renner Agency, Union 
City; Miss Marion Schenck, member of 
Schenck & Schenck, Jersey City; E. C. 
Hayes of the S. W. Hayes Agency, As- 
bury Park; A. Armbruster and A. Mas- 
sopust of the West Amboy Agency, Perth 
Amboy; Reba N. Obus, Camden; S. 
Marie Huppert, Wildwood, and Beatrice 
E. Caldwell, Camden. 


N ( yack, 


\merican 


BIRMINGHAM FIRE DIVIDEND 

Directors of the Birmingham Fire of 
3irmingham, Ala., have declared a quart- 
erly dividend of 40 cents a share, pay- 
able October 1 to stockholders of record 
September 15. 
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Brooklyn Brokers Hear Schroeder 
On Rating Compensation Risks 


The first Fall meeting of the Brook- 
lyn Brokers’ Association, held in Hotel 
Bossert Wednesday, was well attended 
and considerable interest was shown in 
the public hearings next week on the 
proposed codification of the New York 
Insurance Law. The association will be 
represented at these hearings by a com- 
mittee of six including President S. P. 
Eisemann, Jack Fries, Mortimer Nathan- 
son, Alex Goldberger, Chas. Reppa and 
Bernhard Stern. It is not expected that 
the question of broker’s qualifications will 
come up until later on but Mr. Nathan- 
son, in response to a question from the 
floor, urged that the committeemen se- 
lected attend these early hearings to 
familiarize themselves with the general 
picture. 

After the hearing of some interesting 
committee reports—among them being 
that of Lester Heisted on the recent 
golf tournament which pointed to the 
most successful affair of this kind held 
to date—President Eisemann introduced 
Frank B. Schroeder, head of the engi- 
neering department in Minner & Bar- 
nett, Inc., representing the Zurich Gen- 
eral for Greater New York. Mr. 
Schroeder spoke on “Rating of Compen- 
sation Risks” and it was evident that 
he made much clearer in the minds of 
those present the intricacies of this sub- 
ject. On behalf of the association, Jack 
Fries responded at the close of his ad- 
dress, expressing keen appreciation for 


the time and effort Mr. Schroeder had 
given to the preparation of his subject. 


Retrospective Rating 


It was to be expected that the retro- 
spective rating plan would be given 
considerable attention. Mr. Schroeder 
said it was applicable in twenty-three 
states but because it is still new and 
untried he felt that people were still 
afraid of it. Comparing it to the ex- 
perience rating plan he said, “In the 
experience rating plan the premium is 
figured in advance but in retrospective 
rating it is figured afterward.” It was 
his opinion that retrospective plan 
should not be applied to risks of less 
than $25,000 premium. 

The brokers were also interested in 
his comments on equity rating and the 
prevailing opinion seemed to be that it 
was a legitimate way of cutting a rate 
in order to meet competition. The 
equity rate must be submitted to and 
approved by the National Bureau, the 
speaker explained, before it can be 
made operative. There are eight 
“open” states where equity rating is 
applicable. 

Mr. Schroeder’s final point was on 
the exclusion of executive officers of a 
corporation from the New York com- 
pensation law and in this connection he 
urged the Brooklyn brokers to be on 
the lookout for a new form which the 
Department of Labor is preparing. 





Code Hearings 
(Continued from Page 24) 


panies to the extent of unearned pre- 
mium and loss reserves before invest- 
ments are made in the more speculative 
bonds or preferreds and in equities, A 
ten-year period is provided within which 
substitutions and exchanges may be made 
without increasing the aggregate of in- 
vestments in ineligible securities in those 
cases where a company may be deficient 
in eligible reserve investments. It should 
be understood that life insurance invest- 
ment requirements are substantially more 
liberal than those usually referred to as 
‘legals’ which are prescribed for savings 
banks. 

“The fire and casualty companies’ re- 
serves and liabilities representing funds 
and claims of policyholders and creditors 
are in the aggregate fairly constant in 
amount but at any one period they are 
incurred liabilities payable eventually in 
dollars. It is not unreasonable to re- 
quire some safeguards in the statute to 
protect such funds and at the same time 
permit the remaining assets available for 
investment to be invested in such other 
classes of securities as the board of: direc- 
tors may deem desirable in the interest 
of the stockholders or to meet future 
contingencies,” 


Fire Opposition to New Auto Powers 


Numerous fire insurance company ex- 
ecutives are inclined to oppose the pro- 
posal that casualty companies be per- 
mitted to write automobile fire and 


theft in addition to their present powers 
to write liability, property damage and 
collision. Fire companies derive close to 
$150,000,000 in premiums annually from 
auto fire and theft business and they 
fear that the bulk of this business would 
go to the casualty companies if their 
powers are broadened because as a rule 
casualty companies pay higher commis- 
sions on automobile coverage than do 
fire insurers. Some company men are 
against any moves to break down the 
system of division of insurance powers, 
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TO CHOOSE MEDAL WINNER 





General Brokers Ass’n to Present Gold 
Award to Recipient at Dinner at 
Astor October 13 

Speculation continues as to who will 
be the recipient of the gold medal to 
be awarded by the General Brokers As- 
sociation at its twelfth annual dinner in 
the Hotel Astor on October 13 to that 
individual who has rendered the most 
meritorious service to the insurance brok- 
erage fraternity in the State of New 
York during the preceding year. This 
year will mark the third of a series of 
annual awards which singles out and 
honors individuals who have worked for 
the welfare of the insurance broker. 
From a long list of names of company 
executives, legislators, Insurance Depart- 
ment officials, educators and brokers, one 
individual will be selected who will be 
honored at the association’s dinner. 

In 1935, when the annual gold medal 
award was first established by the asso- 
ciation, the choice was L. A. Wallace 
of Johnson & Higgins, who as chairman 
of the executive committee of the Insur- 
ance Federation of the State of New 
York had performed yeoman’s work that 
year in fostering the interests of the 
broker, particularly in regard to insur- 
ance legislation. 

Last year the second award was given 
to A. G. Hall, editor of the Insurance 
Advocate, and marked a highlight in his 
career of over forty years engaged in 
militant editorial efforts in the interest 
of the insurance broker. 

Louis H. Pink, Superintendent of In- 
surance, will be the guest of honor at 
the dinner. 





DINNER TO H. E. MAXSON 


The boys in the local departments of 
the Continental Fire in New York and 
Brooklyn will honor retiring Vice- 
President Herbert E. Maxson at a din- 
ner next Tuesday evening at Schwartz’s 
Broadway restaurant. S. P. Eisemann, 
Brooklyn manager, is committee chair- 
man. 





such as_ has been adhered to regularly 
by the New York Department whereas 
in marine insurance circles the majority 
of underwriters are favorable to broad- 
ening of underwriting powers in many 
directions. 
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LONDON ASSURANCE BIRTHDAYS 





Assistant Manager Sheffe Marks 35th 
Anniversary; Diefenbach 25 Years 
With the Company 
Officials of the London Assurance, 
Manhattan Fire & Marine and Union 
Fire, Accident & General honored three 
fellow members at a luncheon in New 
York last Thursday. Arranged at the 
Drug and Chemical Club by United 
States Manager Everett W. Nourse, the 
“triple testimonial” paid tribute to Assis- 
tant Manager..Chris D. Sheffe on his 
thirty-fifth anniversary with the com- 
pany, to William Diefenbach, superinten- 
dent of agencies, on completion of a 
quarter of a century with the London, 
and to Jarvis Woolverton Mason, adver- 
tising counsel of the London Group for 
the past six years, who is leaving to take 
another position. On behalf of the com- 
pany, Mr. Nourse presented appropriate- 
ly inscribed watches to Mr. Sheffe and 
Mr, Diefenbach, and a cigarette case to 

Mr. Mason. 

Mr. Sheffe has spent his entire insur- 
ance career with the London Assurance. 
Starting as an office boy in 1902, he ad- 
vanced through various departments un- 
til, in 1915, he was made chief examiner. 
In 1920 he was appointed general agent 
and in 1928 assistant manager of the 
London Assurance and assistant secre- 
tary of the Manhattan Fire & Marine. 
On January 1, 1930 he was appointed as- 
sistant United States manager of the 
London Assurance and vice-president of 
the Manhattan. ; 

Mr. Diefenbach started in the insur- 
ance field as a clerk in 1908, joining the 
London in 1912. With the exception of 
eighteen months’ service during the war, 
he has been with the company steadily 
since that time as inspection clerk, ex- 
aminer, chief examiner, and, most re- 
cently, superintendent of agencies. 

Mr. Mason operated a local insurance 
agency in Mount Vernon, N. Y.,, for 
several years and during this time ex- 
perimented with advertising. Convinced 
that his field was advertising, he sold his 
agency and joined the staff, first, of the 
G. Lynn Sumner Co. and, later, of 
Charles Austin Bates, Inc., in New York 
City. In 1931, combining the two activi- 
ties, he joined the London Assurance as 
advertising counsel. On October 1 he as- 
sumes the managership of the advertis- 
ing department of the National Fire of 
Hartford. 





N. Y. Insurance Society 
Course For Brokers Opens 


The New York Insurance Society an- 
nounces that it opened its. new course 
for brokers on Monday, September 20. 
Lectures will be held twice a week in- 
stead of three times and this is to allow 
more time for collateral readings and 
the solution of problems assigned to the 


class. The number of lecture hours has 
been increased by one-third. Other 
changes and improvements have been 


made based on the experience of former 
years and the recommendations of stu- 
dents. 

The committee in charge of the course 
is made up of representatives of the five 
local brokerage associations and the Na- 
tional Association of Insurance Brokers. 
Through the courtesy of John McGinley, 
vice-president, Travelers, the lectures wil 
be held in the auditorium of that com- 
pany at 55 John Street. 
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Marks 50th 


Anniversary 


Chester W. Newman Agency of Yonkers, N. Y., Started In 
1887 With Germania Fire; Now Represents Sixteen 
Leading Fire and Casualty Companies 


One of the noteworthy anniversaries in 
agency circles, which almost escaped 
general notice because it was observed so 
quietly, was that of Chester W. Newman, 
Yonkers, N. Y., September 16, the date 
of the anniversary, marked completion 
of fifty years spent by him actively and 
successfully as a local agent. Mr. New- 
man is still hale and hearty, and active 
in the organization he has developed 
from the ground up to the largest insur- 
ance agency in Yonkers, with a fine 
reputation for reliability. 

Mr. Newman was born in Brewster, 
N. Y., September 10, 1866, son of the late 
James M. and Henrietta N. Newman, 
who farmed in that section. James M. 
had a general store in Brewster. He sold 
it and came to Yonkers when Chester 
was about five years old. Chester at- 
tended the public school in Yonkers and 
finished at Leighton private school, for 
at that time there were not any high 
schools. Then, when he was seventeen 
years old, he worked in his father’s 
store and later entered the insurance 
agency of his uncle, Howard Newman, 
in Yonkers. 

At that time Yonkers was a small 
place but was growing rapidly and young 
Newman decided to establish an agency 
of his own. That was in 1887 when he 
was 21 years old. He obtained representa- 
tion of what was then the Germania Fire 
and is now the National Liberty. He 
opened his office, with that company, in 
a store, then at 34 Warburton Avenue. 

Only 20,000 People in Yonkers 


50 Years Ago 

Yonkers was very different looking 
from what it is now. It was just a very 
small spot on the map. There were only 
20,000 people living there whereas there 
are now 140,000. Young Newman began 
at once to build an agency along lines 
that soon placed it in the front ranks 
and kept it there until it ultimately be- 
came the leader in Yonkers. When Mr. 
Newman started his agency the only 
transportation to New York was by what 
is now the Putnam Division of the New 
York Central Railroad. The Putnam was 
then a separate railroad and the Yonkers 
station was well up on the hill, where it 
is now. A stage coach service gathered 
together the commuters and others who 
wished to go to New York and took 
them to the station. 

Mr. Newman having represented the 
National Liberty for fifty years, that 
company marked this anniversary fitting- 
ly by giving him a handsome hall clock 
which now adorns his private office. In 
1912 the same company awarded him a 
gold service honor medal in recognition 
of him having acted as its agent contin- 
uously for twenty-five years. Each five 
years since then the company has had a 
diamond set in the medal and there are 
now four stones embellishing it. 

About 1910 Mr. Newman removed his 
office from 34 Warburton Avenue to 67 
Warburton, having bought the building 
of the Westchester Trust Co. located at 
Warburton Avenue and Dock Street. He 
remained there for about eighteen years 
and then bought the building in which 
his offices are located now and designated 
as 11 Manor House Square. It is a dig- 
nified three-story structure and the 
a agency occupies practically all 

it. 

So quietly was this anniversary ob- 
served that few persons knew anything 
about it until it was past. In addition to 
the clock from the National Liberty Mr. 
Newman received large floral tributes 
from his office force which now numbers 
s¢venteen persons; from William T. 
Preston, who started in the insurance 
agency business in Yonkers twenty-five 
years ago, and from his grandchildren. 


Officers of Agency 
Mr. Newman’s son, Chester W. New- 








* CHESTER W. NEWMAN 


man, Jr., entered the business with his 
father soon after the younger man’s re- 
turn from service in the World War. 
The agency is known now as Chester W. 
Newman Co., the officers of which are 
president, Chester W. Newman; vice- 
presidents, Chester W. Newman, Jr. and 
Fred R. Carey; secretary, David F. 
Condon. 

Mr. Newman has represented the 
American of Newark for over forty-three 
years. All the other companies in his 
office have come in later. They are the 
Agricultural, Continental, Globe & Rut- 
gers, Great American, Home, National 
Union, New York Fire, Queen, Royal, 
Scottish Union & National, Standard, 
Gibraltar, Massachusetts Bonding & In- 
surance, Royal Indemnity. 

The agency entered the casualty field 
just as soon as that class of insurance 
was introduced. Old Yonkers newspapers 
contain many page and half page adver- 
tisements in which the various steps in 
the agency’s progress are chronicled. 





Finance Ass’n Announces 
Insurance Talks at Meeting 


The National Association of Sales Fi- 
nances Companies, which will hold_ its 
annual meeting September 29-30 in Chi- 
cago, has announced its insurance ses- 
sion program. 

Arthur D. Weller will be chairman of 
the session on “How Finance Companies 
Can Reduce Collision Losses.” This sub- 
ject will be of interest to all finance 
companies that have a high loss ratio. 
Talks, on the insurance side, will be 
given by W. S. Mays, president W. S. 
Mays & Co.; D. F. Broderick, R. c. 
James, Marsh & McLennan; H. C. Heer- 
mann, president Heermann Agency; E. 
B. Mallette, vice-president James E. Mal- 
lette & Son; D. L. Webster, president 
Automobile Underwriters Corporation. 
A general discussion will follow this 
program, 

The insurance premium finance divi- 
sion will include two discussions, “Meth- 
ods of Increasing Volume” at which 
James Farrell is chairman, and “Pro- 
posed Insurance Contract Form,” when 
C. H. McClure will preside. J. W. Rose, 
secretary State Association Service, ope- 
rated by the New York State Associa- 
tion of Local Agents, will speak at the 
latter session. “Operating Routine,” with 
Adolph K. Scharff, chairman, will also 
be discussed. ee 
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New Jersey Ass’n Officers 


(Continued from Page 25) 


Schaefer, Newark; Albert Christie, Ber- 
venfield, and Herbert A. Faunce, Atlan 
tic City. 

County vice-presidents were elected as 
follows: Atlantic, Samuel Shuttleworth, 
\tlantic City; Bergen, J. Arthur Heck, 
Westwood; Burlington, H. F. Stockwell, 
Jr.; Camden, W. B. Hambleton, Glou- 
cester City; Cape May, Arthur M. De- 
Maris, Ocean City; Cumberland, Harry 
Sharp, Bridgeton ; Essex, Leonard 
Fuchs, Newark; Gloucester, J. Sennett 
Holston, Woodbury; Hudson, Abram S 
lurteltaub, Bayonne; Hunterdon, C. 
Arnold Reger. Whitehouse; Mercer, 
William J. Waldron, Trenton; Middle- 


sex, George W. Miller, New Bruns- 
wick; Monmouth, Stephen E. Pawlevy, 
Asbury Park; Morris, William G. 


Hurtzig, Morristown; Ocean, R. Voor- 
hees, Lakewood; Passaic, Douglas Cul- 


len, Passaic; Salem, O. W. Acton; 
Somerset, Thos. D. Van Syckel, Jr., 
3ound Brook; Sussex, W. R. Sprague, 
Newton; Union, Donald M. Pearsall, 
Westfield, and Warren, A. B. Craig, 


Blairstown. 

On behalf of the Passaic County local 
board Thomas W. Cocker presented to 
Mr. Meek a handsome brief case and 
traveling bag and to Mr. O’Brien a pen 
and pencil set 

Wilson Cup to Bergen County 

The Wilson Memorial Cup, donated 
by the Atlantic City Association to per- 
petuate the memory of the late William 
J. Wilson, was awarded to the Bergen 
County association for its work in try- 
ing to clean out part-time producers 
and other agents held to be unqualified 
to hold licenses. The cup was given to 
the local board for rendering the “most 
meritorious service to the American 
Agency System in the state during the 
past year.” 

Reports by county vice-presidents 
were made Thursday afternoon at an 
executive session of the convention 
Walter A. Schaefer, Newark, reporting 
for Essex County, said the local board 
was active, held regular meetings with 
outside speakers at most of them and 
had a membership of ninety-two agencies. 
Abram S. Turtletaub, president of the 
Hudson County association, said that 
mutual competition was becoming a 
pressing problem in that part of the 
state. Banks are charged with placing 
fire and theft insurance on financed 
cars with non-stock carriers. The local 
board is now taking up the matter with 
the banks. The Hudson County asso- 
ciation has eighty-five members. 

Reporting for Monmouth County, 
Stephen E. Pawley said the association 
has fifty-two members. Seven meet- 
ings were held during the last year. The 
most vital accomplishment of the board 
was capturing the Berkeley-Carteret 
Hotel insurance from the mutuals. R. 
Voorhees reported for Ocean County. 


Edwin E. Dudley, for Passaic County, 
said that many members were active in 
safety organizations Following the 


Passaic 
attempting a house- 


example of Bergen County the 
County agents arc 


cleaning of agencies. The number of 
agency appointments is considered far 
in excess of what it should be, Mr. 


Dudley said. 

3ergen County, with a membership 
of ninety-one, is cor perating with 
safety councils in addition to trying to 
get rid of part-time producers, Charles 
S. Fountain said. Other county vice- 
presidents who reported included W. J. 


Waldron, Mercer County; O. W. Acton, 
Salem County; A. B. Craig, Warren 
County, and Herman F. Beck, Union 
County. 


The convention adopted a resolution 
to incorporate the state association 
Winners at the golf tournament held 


Thursday afternoon were as follows 
low gross, J. L. Martin, Standard Acci- 
dent, 84; second low gross, Theo. F. 


Appleby, local agent, Asbury Park, &+; 
low net, Emil Karay, agent, 71; second 
Jow net, E. H. Ebdon, agent, 74; kick- 


Thursday, 
agents’ association explained what stock 


and to secure lower rates. 


er’s handicap, Charles Burke, agent, 
Jersey City. 
Faunce Addresses Kiwanis Club 
Speaking before the Kiwanis Club on 
President Faunce of the 


fire insurance does to protect property 
He outlined 


the services of the National Board of 


Fire Underwriters and Underwriters’ 
Laboratories which include schedule 
rating, savings in building costs through 
consultation with agents and company 
experts before actual construction is 
started, and arson control. 

With respect to casualty coverage he 
told the members of the club of the im- 
portance of insuring in sound companies 
because suits against assureds may be 
instituted years after some accident has 
occurred, 

“A part and parcel of all of this is 
the local insurance agent, the best of 


whom, like yourselves, belongs to his 
trade organization,” said Mr. Faunce 
“I hope the doctors and lawyers will ex. 
cuse me for including in that category 
for a moment members of the bar and 
medical associations because after all we 
have a common object, better ethics 
better knowledge and among other 
things the general public good. 

“T am afraid all too many of you fe. 
gard the agent’s job completed when he 
delivers to you a contract of indemnity 
fire, casualty or otherwise, and that yn. 

(Concluded on Page 45) 
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Liability of Insurance Companies 


Under Terms of Motor Carrier Act 


Interpretation of I.C.C. Rules and Regulations Made by 
W. M. Mortimer of New York; Thinks Time Will 
Force More Liberal Qualifying Standards 


William M. Mortimer has written a 
pamphlet on the Motor Carrier Act and 
its administration by the Interstate 
Commerce Commission, in which he 
deals with many features of that act 
which influence the practices of insur- 
ance companies issuing policies covering 
the legal liability of those who trans- 
port goods or passengers by motor 


vehicle. Mr. Mortimer is a member of 
Wiliam M. Mortimer Co. 45 John 
Street, New York, transportation and 


inland marine insurance adjusters. 
Rules More Idealistic Than Practical 
In drawing some conclusions as to the 
effectiveness of the ICC rules Mr. 
Mortimer observes that many students 
of transportation and transit insurance 
believe that these rules are more 
idealistic than practical “They are 
idealistic in that they probably give the 
public the utmost in protection from the 
standpoint of solvency of those insur- 
ance companies which can meet the 
qualifications of the Commission’s 
standards,” he says. At thé same time 
“they are impractical in that they great- 
ly limit the field of insurance in which 
the carriers may shop for insurance.” 
Mr. Mortimer further notes that “time 
will force the ICC to liberalize its quali- 
fying standards.” What follows is 
taken from his pamphlet: 
Sections 215 and 219 

“Section 215 of the act deals with se- 
curity for protection of the public, and 
provides that ‘no certificate or permit 
shall be issued to a motor carrier, or 
remain in force, unless such carrier 
complies with such reasonable rules and 
regulations as the Commission _ shall 
prescribe governing the filing and ap- 
proval of surety bonds, policies of in- 
surance, qualifications as a self-insurer, 
or other securities or agreements, in 
such reasonable amount as the Commis- 
sion may require, conditioned to pay, 
within the amount of such surety bonds, 
policies of insurance ... any final judg- 
ment recovered against such motor car- 
rier for bodily injuries to, or the death 
of, any person resulting from the negli- 
gent operation, maintenance, or use 
of motor vehicles under such certificate 
or permit, or for loss or damage to 
property of others. . . 

“Section 219 states that the provisions 
of Section 20 (11) of Part I shall apply 
with like force and effect to receipts or 
bills of lading of common carriers by 
motor vehicle. Section 20 referred to 
makes common carriers liable for the 
full actual loss suffered by shippers of 
lreight and prohibits agreements to 


limit liability except under approval of. 


the Interstate Commerce Commission. 

V hat Carriers Are Subject to Act? 
There was, and still is, considerable 
doubt as to which carriers are subject 
lo this new act. The attention of motor 
tarriers was directed particularly to the 
fact that a carrier may be engaged in 
interstate or foreign commerce even 
though its physical operations do not 
‘ross state lines. Each carrier was told 
‘0 consider carefully the nature and ex- 
tent of its transportation business to 
determine whether it was actually en- 
gaged in such commerce and subject to 
the act. What the Commission probably 
ad in mind was those carries which 
‘atry wholly within the bound:s of one 
‘late passengers or property actually 


‘stined to points in another state. 
In March, 


193%, the Cognmission 








; = 
found it necessary to issue a statement 
on the subject of motor carrier liability, 
since it found that some motor carriers 
provided in their tariffs and bills of lad- 
ing, rules or provisions which limited 
their liability to the shipper in case of 
loss, damage or injury to property 
transported. It stated that ‘under Sec- 
tion 219 of the Motor Carrier Act, 1935, 
and Section 20 (11) of the Interstate 
Commerce Act, a common carrier by 
motor vehicle may not limit its liability 
for loss, damage, or injury to property 
transported in freight or express serv- 
ice, unless the carrier has been au- 
thorized by an order of the Commis- 
sion to establish and maintain rates de- 
pendent upon the value declared or 
agreed upon in writing by the shipper 
as the released value of the property. 
Therefore, if tariffs filed with the Com- 
mission in compliance with the Motor 
Carrier Act, 1935, contain limitations 
upon a common carrier’s liability as to 
property transported in freight and ex- 
press service, such limitations will be 
void and without effect on and after the 
effective date of Section 219 of the 
Motor Carrier Act, 1935, unless 
authorized by an order of the Commis- 
sion permitting establishment and 
maintenance of such rates, dependent 
upon the value declared or agreed upon 
as the released value by the shipper. 
Tariffs containing such rates must refer 
to the order of the Commission which 
authorizes their publication.’ 
Limitations Needed 

“The new act outlawed these limita- 
tions of liability except under specific 
authority of the Commission. This 
writer was originally of the firm opin- 
ion, and still is, that the interested un- 
derwriters of motor carrier cargo lia- 
bility should have attempted to bring 
about limitations of liability on those 
commodities which experience has defi- 
nitely proved cannot be _ transported 
safely over the highways. Failure to 
do so will ultimately result in diversion 
of this freight to the railroads or the 
express company. 

Importance of Released Rates 

“Thus far the Commission has re- 
stricted the right of carriers to limit lia- 
bility. One of its first acts along this 
line was to give to motor carriers gen- 
erally the same right of limitation, and 
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on the same commodities, as is and has 
been enjoyed by the rail carriers for 
many years. This privilege is embodied 
in Released Rates Order M. C. No, 1, 
dated January 16, 1936. The reader may 
wonder why so much has been said 
about released rates. The subject is of 
great importance to shippers, carriers 
and insurers. There are many com- 
modities of high value being carried by 
motor truckmen. A series of heavy un- 
insured losses will bankrupt most of 
these carriers. If the carriers are ade- 
quately insured against their legal lia- 
bility it is matter of considerable im- 
portance to the insurer whether its in- 
sured is liable on a released rate basis 
or is liable for the true value of the 
property. 

“It is surprising to note that com- 
paratively few carriers have applied for 
privilege to effect limitations. Also the 
percentage of commodities on which 
liability may be limited is extremely 
small. Underwriters covering the legal 
liability of carriers should caution their 
assureds that everything possible be 
done to make their authority to limit 
liability legally binding on both shipper 
and carrier. 

Municipality Zoning 

“Section 203, 21 (b) provides that 
‘nothing in this part, except the pro- 
visions of Section 204 relative to maxi- 
mum hours of service of employes and 
safety of operation or standards of 
equipment shall be construed to include 
... (8). The transportation of passen- 
gers or property in interstate or foreign 
commerce wholly within a municipality 
or between contiguous municipalities 
or within a zone adjacent to and com- 
mercially a part of any such municipal- 
ity or municipalities, except when such 
transportation is under common control, 
management or arrangement for a con- 
tinuous carriage or shipment to or from 
a point without such municipality, muni- 
cipalities or zone... .’ 

“This is of course an extremely im- 
portant exception to carriers, shippers 
and insurers interested in the short haul 
business in and about those cities bor- 
dering on state lines. 

“It is believed that the act intended 
to preserve to the different types of 
operators the rights and privileges they 
enjoyed before its enactment. At that 
time there were thousands operating as 
common carriers and a smaller number 
acting as bona fide contract carriers, 
which were also considered to be 
private carriers. Basically the difference 
between the two types was a matter of 
liability to the owner for the cargo. The 
common carrier was responsible for 
practically all loss or damage, and the 
contract or private carrier for losses re- 
sulting from negligence only, although 
he might by his contract agree to insure 
the goods, 

Security for the Public 

“Section 215 of the act is entitled ‘Se- 
curity for the Protection of the Public’ 
Shortly after the signing of the act the 
Commission announced tentative insur- 

(Continued on Page 46) 
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Use of Lie Detector 
Stops Crooked Claim 

CHICAGO CASE 

Machine Alleged to Have Been Stolen 


But Mechanical Device Upsets Tes- 
timony of Salesman 


AUTOMOBILE 








How the lie detector saved an auto- 
mobile theft claim is an _ interesting 
chapter in the loss department archives 
of the Pearl-American Fleet at Chicago. 
It is the first time that the Pearl rec- 
ords show the use of a lie detector in 
connection with any claim and Western 
Manager Vincent L. Gallagher believes 
it is one of the first instances in which 
this device has ever been used in con- 
nection with an insurance adjustment. 

In the Pearl instance which has just 
been closed, the company received last 
June report of a loss by theft of a car 
from one of Chicago’s suburbs. The 
car was recovered about twelve hours 
later in a wrecked condition, with a 
salvage value estimated at less than $100 
as compared to an actual value in ex- 
cess of $450. The assured, a motor sales 
concern, reported that one evening a 
man known by sight to one of the sales- 
men appeared at the used car lot, en- 
tered a car and drove it off. It was 
assumed that he was giving it a short 
trial drive but when he did not come 
back the car was reported stolen. There 
was theft insurance but no collision in- 


surance in force and when recovered 
the car had been totally wrecked by 
collision. 


Salesman Testifies 

The driver of the car at the time of 
the wreck was apprehended, but main- 
tained that the assured’s salesman had 
given him permission to use the car, in 
which case there could have been no 
theft so that the loss would not have 
been covered. The salesman denied 
having given any such permission. 

In court the judge was not satisfied 
with the salesman’s testimony and con- 
tinued the case for further investiga- 
tion. It was then suggested that a lie 
detector test be given. As the suburb 
had no funds available for such a pur- 
pose, the manager of the insured con- 
cern volunteered to defray the lie de- 
tector expenses. The test indicated that 
the salesman had not told the truth 
under oath and under grilling he ad- 
mitted he had given the arrested man 
permission to use the car that was later 
reported stolen. The charges against 
the borrower were dismissed and the 
salesman, incidentally, was sentenced to 
fifty days in jail for contempt of court. 

That was the end of this particular 
claim since it was a collision loss with- 
out collision insurance and the theft 
coverage did not enter into the case at 
all. In recognition of the assured’s 
efforts to promote Justice, however, the 
Pearl undertook to make reimbursement 
for the cost of the test, which estab- 
lished the fact that no theft had oc- 
curred and consequently no theft loss 
had been suffered 


British Underwriters 
Hit by Hongkong Typhoon 
While it is yet too early to estimate 
the eventual loss incurred by the London 
marine market as a result of the great 
typhoon at Hongkong, it is known that 
underwriters will be faced with heavy 





claims in respect of damage to vessels 
and cargoes 

Five serious strandings were caused 
by the typhoon, the vessels concerned 


being the Italian liner Conte Verde, the 


[dutch motorship Van Heutsz, the British 
liner Talamba, the Japanese motorship 
\sama Maru, and the Greek steamshiy 
Emmy 

In addition to their liability for 
actually on board vessels at the 
the occurrence, marine underwriters art 
also liable, in certain circumstances, in 
respect of damage to merchandise stored 
er warehoused in the precincts of the 
port of Hongkong 
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Bay State 1937 Auto 
Rates Voided by Court 


MORE HEARINGS TO BE HELD 
Decision Puts 1936 6 Tariffs in Effect For 
Present ; Meanwhile Testimony Taken 
On 1938 Schedule 
A decision given September 19 by the 
Supreme Court of Massachusetts an- 
nuls the automobile bodily injury rates 
in that state as promulgated a year 
aco by Commissioner of Insurance De- 
(elles for 1937. The court held that the 
Commissioner's rate determining proce- 
dure was improper in that he based 
rates in part on data which was not 


before him as “evidence” at the time 
4 hearing was held on the rates. The 
request of the insurance carriers, that 


the court establish other rates in line 
with the statutory provisions for action 
by the court in instances like the pres- 
ent, was refused by the court, which 
held that rate making in general is 
legislative rather than judicial, and stat- 
ing that the court does not in this 
case determine the scope of its jurisdic- 
tion on that point. 


Puts 1936 Rates in Force 
The immediate effect of this decision, 
and until legal rates are promulgated, is 
to place the 1936 rates in force which, 
under the law, hold over until 1937 
rates are properly established as a mat- 
ter of theory and law. In practice the 
advisability of collecting any advance on 
the rates that have been used in 1937, 
assuming that an advance were adopted 
fnally, would be open to serious ques- 
tion in the opinion of some insurance 
men. 
Attorney General’s Opinion 


Regarding the court decision the At- 
toney General of Massachusetts has 
issued a statement in which he takes 
the position that the Commissioner is 
to.hold another hearing and repromul- 
gate the 1937 rates; that those rates 
as repromulgated might readily be the 
same as fixed last year, or different, as 
long as the Commissioner complies with 
the formality of introducing all the data 
upon which he based the rates in evi- 
dence at the hearing. 

DeCelles Claims Vindication 

Commissioner DeCelles announced that 
although he regards the court’s decision 
more or less in the nature of red tape 
he will, on a date to be determined, 
hold a second hearing on the 1937 rates. 
At that time he will submit the report 
of the chief examiner of the Depart- 
ment on so-called over-valuation of out- 
standing claims, which the Commis- 
toner cut 10% last year and which re- 
port is the chief matter the court holds 


was not “in evidence” at the hearing 
last September. 
Commissioner DeCelles regards the 


court decision as a vindication of him- 
elf and his plan of rating and holds 
that it merely raises a technical point 
against his method. 

Governor Hurley came into the 
lure with a statement that he intends 
‘0 hold the Commissioner strictly ac- 
‘countable for the efficient and proper 
alministration of his office, so that er- 
‘fs Or incompetency in fixing rates 
all be his full responsibility. 


pic- 


Companies Claim Point 


From a company standpoint it is held 
that although the court in declining to 
ake jurisdiction in this case as far as 
he imposition of higher rates are con- 
‘ttned will probably disappoint some of 
their number, the suit of the stock car- 
"ers is re garded as having been prose- 
‘uted successfully nasmuch as the 1937 


‘ates have been nullified, 
Meanwhile hearings on the 1938 rates 
"tre begun September 20. 


The pro- 





W. L. Mooney Retires As 
Aetna Vice-President 


Cc. G. HALLOWELL HIS SUCCESSOR 





Busy 39-Year Career of Well Known 
Agency Leader Completed; Presi- 
dent Brainard’s Tribute 





President Morgan B. Brainard of the 
Aetna Life and affiliated companies an- 
nounced this week that Vice-President 
William L. Mooney, who recently sailed 
for Europe on an extended leave of 
absence, has decided to retire from 
active business and will not be a candi- 
date for re-election at the annual meet- 


ings of the Aetna Companies next 
February. His successor will be C. G. 
Hallowell, now secretary. 


Although Mr. Mooney’s decision comes 
as a surprise to most of his business 
associates it was not a sudden determi- 
nation on his part, but rather the cul- 
mination of a growing desire to devote 
the next few years to travel and the 
similar rewards of an energetic business 
career. Having had this in mind for 
several months, Mr. Mooney decided 
upon his thirtieth anniversary with the 
Aetna as a logical time to retire. 

Mr. Mooney joined the Aetna on 
October 1, 1907, his first post being that 
of agency supervisor. In he was 
elected agency secretary. In 1923 he 
was chosen by the directors as a vice- 
president of the Aetna Casualty & 
Surety and of the accident and liability 
department of the Aetna Life. On Feb- 
ruary 14, 1930, he was advanced to a 
full vice-presidency of the Aetna Life 
as well. 

During the entire thirty years of his 
Aetna association Mr. Mooney has 
been engaged in business production and 
field management. His marked ability 
as an agency official and his dynamic 
personality have contributed much to 
the Aetna’s growth during those years. 

Speaking of Mr. Mooney’s ability 
President Brainard said: “Among his 
many valuable qualities was his ability 
to organize. He, therefore, leaves his 
department well manned, and we are 
fortunate to have in his first assistant, 
C. G. Hallowell, secretary, a man 
who has worked with Mr. Mooney for 
many years, who knows his ways and 
has profited by this association, and 
who, as_ secretary, will assume Mr. 
Mooney’s duties. I ask for him the 
same loyalty and the same high degree 
of cooperation that you gave to his 
predecessor.” 
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Expect Big Attendance 
At White Sulphur 


CASUALTY-SURETY CONVENTION 


J, M. Haines and C. A. Abrahamson To 
Be Presiding Officers; Program 
Now Completed 





Expectations are that the attendance 
at the forthcoming joint annual conven- 
at White Sulphur Springs of the 
International Association of Casualty & 
Surety Underwriters and National As- 
sociation of Casualty & Surety Agents 
will exceed 300 which was last year’s 
high mark. The program, now com- 
pleted, has created considerable interest, 
including as it does a well balanced ar- 
rangement of business golf 
and other outdoor activities. 

J. M. Haines, United States manager, 
London Guarantee, 


tion 


sessions, 


who is vice-president 
of the International Association, will pre- 
side at the joint meeting of the two as- 
sociations on Tuesday, October 12, and 
at the business meeting of the Interna- 
tional Association on Thursday, October 
14. Mr. Haines will act in "place of 
James L. D. Kearney, president of the 
International Association, who has re- 
tired from all business activities. —_.% 
Abrahamson of Omaha, president of the 
agents’ association, presides on Wednes- 
day. 

Louis Johnson, Assistant Secretary of 
War, will speak on Tuesday, instead of 
on Wednesday. His subject is “Peace 
Insurance”. 

Senator Ver- 


Warren R. Austin of 


° 
mont and A. M, Schmidt, insurance man- 
ager, Johns-Manville Corp., New York, 
will address the Wednesday session. Mr. 
Schmidt will speak on “Origin and Ob- 
jectives of Risk Research Institute”, and 
Senator Austin’s subject is “Clouds Over 
the Mediterranean”. 

Five prominent insurance commission- 
ers have accepted invitations to speak 


informally at the Tuesday session. They 
are John C._ Blackall, Connecticut; 
George A. Bowles, Virginia; Francis J. 


DeCelles, Massachusetts : Christopher A, 
Gough, New Jersey, and Louis H. Pink, 
New York, 

Interest in the golf trophies has been 
augmented by additional contributions 
from widely known agents.. These in- 
clude: J. M. Barkdull, Cincinnati; George 
W. Blossom, Jr., Chicago; T, E. Braniff, 
Oklahoma City; Charles H. Burras, Chi- 
cago; Glenn E. Charlton, Lawrence, 
Kansas; Wade Fetzer, Chicago; Jolin 
T. Harrison, New York; Joseph F. 
Hickey, St. Louis; Cliff C. Jones, Kan- 
sas City, Missouri; E. R. Ledbetter, 
Oklahoma City; B. W. McCluer, Kansas 
Cty, Missouri; James R. Millikan, Cin- 
cinnati, and Milton R. Whited, Cleve- 
land. 

D. C. Handy, president, American 
3onding of Baltimore, has also been 
added to the list of company contribu- 
tors toward trophies. 





DR. H. FEHLMANN IN NEW YORK 


Dr. Henry Fehlmann, general man- 
ager of the Accident and Casualty In- 
surance Co. of Winterthur, Switzerland, 
and one of the leading citizens in 
Switzerland, is a New York visitor. 
Among other cities he will visit Chicago. 





posed tentative rates for that year will 
no doubt draw a_ protest from the 
companies since the Commissioner has 
used the same formula as last year 
both as respects omitting the two-year 
loss level factor and in reducing the 
companies’ estimate of reserve against 
unpaid claims. 

At this hearing First Deputy Cogswell 
and Miss Lucy Carleton, statistician 
with the Rating Bureau, testified. Miss 
Carleton identified town books and 
other documents used by the Depart- 
ment in arriving at the formula for 
making the rates. The Commissioner 
then opened the hearing to out-of-town 
protestants. For the most part they did 
little except protest against the indi- 
vidual rates in their own communities 
or districts. ' 

The taxicab operators were strong in 
protest at the increases in rates and 
urged that some special plan be set up 
for taking care of their needs. J. J. 
Boucher, president of the Independent 
Taxicab Owners, declared that_ the 
Transportation Mutual Insurance Co. is 
virtually a closed corporation, allowing 
only Boston taxicab men to be insured, 
and acting in his opinion in violation 
of the statute. He wanted this com- 


pany to open the doors to all taxicab 
owners. 
Plea by General Agents 

When the hearing was resumed Sep- 
tember 21 the casualty general agents 
had earlier submitted a brief through 
Herbert G. Fairchild of Fairfield & 
Ellis, in which a plea for an advance 
in commissions is sought in consequence 
of the advanced costs of doing business 
because of the Social Security Act, ris- 
ing wages and the fact that the spread 
between brokers and general agents is 
from 2% to 5%. Overriding commis- 
sion has never been enough to keep 
these agencies in black ink. 

Companies Ask Increase 

The companies ask for an increase in 
acquisition costs, also, because of the 
Social Security Act and the rising costs 
of wages, projected into 1938, from the 
3544% allowed by the Commissioner to 
38.95%. 

Magoun Says Bottom Reached 

Manager William N. Magoun of the 
Massachusetts Rating Bureau testified 
that the 1938 rates suggested by the 
bureau which are understood to be about 
544% higher than those announced by 
the Commissioner, as a whole, are the 
lowest at which the companies can do 


business without loss. The differences 
in expenses as between stock and mu- 
tual companies figured on the latest 
experience at 35.73% for stock, 25.12% 
for mutuals, was explained by Mr. Ma- 
goun as due to the difference in 


ser- 
vice rendered. The difference in the 
security as between stock and mutual 
contracts, also, was shown on account 


of the possibility of assessment in the 
mutual as opposed to “complete protec- 
tion” in the stock policy. 
Doubts Rating Bureau 

Commissioner DeCelles cross-examined 
Mr. Magoun and his questions indicated 
a disposition to doubt the accuracy of 
the rating bureau’s work. He said after 
the hearing that his questioning was de- 
signed to overcome the statement by the 
Supreme Court to the effect that some- 
thing unexpected had been sprung by 
the Commissioner in making the 1937 
rates. The Commissioner also brought 
out in his questioning that for the first 
time his order with reference to the 
statistical plan required the companies 
to furnish duplicate reports to his 
branch office affiliated with the rating 
bureau. As he put it, this is the first 
time that any commissioner has desig- 

(Continued on Page 45) 
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John R. Bland was not a real old- 
timer in casualty councils, for his com- 
pany did not take on casualty insurance 
those well 


But when he everybody knew 


until lines were under way 
arrived 
he was there 


What 
Bland 


an army John R 
Every soldier 
followed 


a general of 
would have made 


under him would have him 
through hell-fire, and that is just where 
he would have led them if that were the 
only way, in his judgment, to win. He 
would have out-guessed, out-maneuvered 
and out-fought the average opposing gen- 


had licked him he 


would have been generous in his terms 


eral, but when he 


of surrender. His personal courage 
would have been an inspiration to his 
troops, and his devotion to their physi- 
cal well-being would have earned their 
gratitude. He was a strict disciplinarian 


and under him would have 


been drilled to relentless perfection. 


any army 
Never Stopped Fighting 


Sut Mr. Bland did 
in the army to enjoy good fighting. He 


not have to get 


found plenty of it in his business life. 
He and his company thrived on it. He 
had to, and he did, overcome all sorts 
and kinds of obstacles while placing his 
company in the front rank, but he never 
faltered, he never stopped fighting, and 
if he was ever whipped, he never knew 
it. When he 
company he was fighting for the civic 
betterment of his beloved Baltimore. 
He was a political power, a social lead- 


wasn’t fighting for his 


er and an ardent churchman—some com- 
bination. Undoubtedly he could have 
been Mayor of Baltimore, Governor of 
Maryland or United States Senator, but 
he just couldn’t leave his own creation 
long enough to take any of these of- 
fices. He created the United States Fi- 
delity & Guaranty Co. and he gave it 
the same attention a fond mother be- 
stows on her first born. 

He also loved the beautiful, in nature 
and in art. He was one of the organ- 
izers of the Baltimore Opera Society; he 
was largely responsible for the financial 
rehabilitation of the Lyric, a Baltimore 
musical center; he conducted a campaign 
on behalf of the Baltimore Municipal 
Art Society which brought in nearly 
1,000 new members. 


Family and Home His Hobby 


Outside of business his hobby was his 
family and his home. His thirty-acre 
estate, “Bellevue,” at Catonsville about 
eight miles west from the center of Bal- 
timore, was his own pleasure and the 
delight of his friends. It is located on a 
high ridge and from it can be seen many 
miles of fertile valleys, winding streams 
and cloud-kissed hills. The main house 
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R. BLAND 


is of stone, built a dozen years before 
the battle of Bunker Hill was fought. 
Ile doubled its size and with such artis- 
tic effect that, combined with the rare 
beauty of the surrounding grounds, it is 
one of the show places of a large terri- 
tory. The home is harmoniously fur- 
nished and adorned with a splendid col- 
lection of paintings and other works of 
art. He was happiest when playing on 
his lawns with his grandchildren. The 
fifth generation of Blands is living on 
the estate. 

The main house at “Beilevue” con- 
tained a fine wine cellar. Just before 
prohibition prevailed Mr. Bland rein- 
forced this cellar with thick stone walls 
and a heavy old bank vault door, with a 
combination lock—he alone knowing the 
combination. He stocked it with good 
material. During Winter months he 
and Mrs. Bland lived in Baltimore. Mr. 
Bland was abstemious but he enjoyed 
(as I do) a nip before dinner once in 
a while, and he particularly enjoyed, 
during those prohibition days, being 
able to pass the decanter to his friends. 
So every few weeks his chauffeur would 
drive him to “Bellevue” and “John R.,” 
as he was always called by his family 
and friends, would return with a bottle 
or two Then a _ tragedy occurred. 
Some of “John R.’s” friends were so 
depraved they called it a joke. 

One day Mr. Bland told his chauffeur 
to drive him to “Bellevue” the next 
morning right after breakfast. During 
the night it snowed, then rained, then 
froze. The next morning the roads 
were full of ruts and ridges and it 
was bitter cold, but John R. Bland was 
not the man to turn back, so on he 
went. Progress was slow and his auto- 
mobile was not heated, the house was 
cold, the main celler was damp and 
Mr. Bland’s fingers were so numb he 
found it hard to work the lock, but he 





was sustained by the thought that soon 
he would have something to warm him 
up a bit, and he finally got the door 
open—and surveyed an empty wine cel- 


lar. There wasn’t a cork left. “Con- 
noisseurs” had drilled a hole in the 
wall large enough to crawl through, 
and had made a clean sweep. sut 


saddest of all, the very next day a boot- 
legger tried to sell to employes of the 
United States F. & G. “some very fine 
wine and whiskey from the 
your boss.” 
Founded U. S. F. & G. in 1896 

Mr. Bland was born in a suburb of 
St. Louis on March 24, 1851. His father, 
a physician, moved from Virginia to 
Missouri, where he died when his son 


was still a youth. 3ut young Bland 
got an education at Washington Uni- 
versity in St. Louis. Then he went 
to Virginia and later to Baltimore. For 


a time he was the Baltimore agent of 


the Seaboard Air Line and then was 
elected secretary of the Merchants & 
Manufacturers Association of Baltimore, 
which position he held for some years 


1 


When he was 45 years old he found 
(1896) and became the president of the 
United States F. & G. and remained its 
militant chief executive for over a quar- 
ter of a century, until his death, When 
this company was organized corporate 
suretyship was coming into favor as a 
ubstitute for personal suretyship. There 
were published several lists of attorne) 
who made credit reports and collections, 
but sometimes there was trouble col- 
lecting from the collectors. Mr. Bland’s 
original idea was to publish lists of 
commercial attorneys and issue surety 
bonds guaranteeing the faithful pay- 
ments of all moncys collected by them 
Thus the department of guaranteed at- 
torneys was the progenitor of the United 
States Fidelity & Guaranty Co. of today. 


First Office in a Warehouse 


Its first office was in a warehouse. 
Its original paid-in capital was $250,000, 
with no surplus, but in place of surplus 





John R. Bland’s judgment, vision, cour- 
age, vigor—and health, with the result 
that at the time of his death the com- 


pany’s capital was $5,000,000; surplus $7,- 
484,088; reserves $23,324,08; and assets 
$35,808,174. 

Mr. Bland was of size, but 
he had such a strong face and such a 
commanding personality that I always 
thought of him as a large man. He 
showed an uncompromising countenance 
when displeased, and a compelling smile 
when happy. I always fell for his smile. 
He was an incisive, sometimes biting 
speaker and a convincing writer. He 
had a deeply seated belief that social- 
ism Or communism, destroying individu- 
alism, would cause human progress to 
decay, and he knew how to state the 
reasons for his belief. He was ever 
ready, even eager, to maintain the rights 
of his company with his voice and, if 
necessary, with physical force. To him 
the result sought, if desirable, justified 
the means employed to obtain it. 


medium 


His Ancestry 


The ancestry of John R. Bland is 
interesting. The first of the American 
family was Theodorick Bland, who left 
England in 1654, settled at Westover, 
Va., built a house of brick brought from 
England and married Anne Bennett, 
whose father was then Governor of 
Virginia. His descendant, Richard Bland, 
was a member of the Virginia House 
of Burgesses. The minutes of the meet- 
ing at which Patrick Henry made his 
famous speech show that Richard Bland 
was an active participant in the pro- 
ceedings of that meeting. He was also 
a member of the Continental Congress. 
He died just before the signing of the 
Declaration of Independence. He was 
the great-grandfather of General Robert 
E. Lee and the great-great-grandfather 
of John R. Bland. His daughter Mary 
was the mother of “Light Horse” Harry 
Lee who was the father of Robert E. 
Lee, He was the great-uncle of John 
Randolph, “of Roanoke,” that descend- 
ant of Pocohontas, that eccentric and 


———— | 


RR 
Morgan G. Bulkeley | 


The next pen sketch by Edson § | 
Lott will be on the late Governor | 
Morgan G. Bulkeley, pioneer pregj. 
dent and founder of the Aetna Life | 
In previous issues Mr. Lott has fea. 
tured the late James G. Batterson 
Travelers; Kimball C. Atwood, Pre. 
ferred Accident, and Samuel] Apple- 
ton, Employers’ Liability. 














fiery Virginia statesman who, in each 
of the two houses of Congress during 
he first quarter of the preceding cep. 
tury constantly kept all his political Op- 

ments on edge by his caustic wit and 
satanic sarcasm. John Randolph Bland 
vas named for him, and well named, it 


scems to me 
New York City Debut 


I think the story of Mr. Bland’s en. 
trance in a big way into the fidelity 
and surety field in New York City is 
also interesting, especially the “Andy” 
Freedman part of it. This is the story: 

The last Mayor of New York City 
before it became Greater New York 
(in 149K) was William L. Strong, the 
fusion and reform candidate. Thomas 
C, Platt was then the Republican boss 
of New York State and New York City 


\ son of Boss Platt was then the vice- 
president in New York City of a promi- 
nent Baltimore bonding company and 
another son (a member of a big law 


the New York City attorney 
the same company. A leading New 

ing company was “in right” 
vith Mayor Strong’s reform administra- 
So the Republican and fusion (or 
reform) bonding business in New York 
City was sewed up tight, and the Demo- 
were out of power and plums, and 
» were John R. Bland’s bonds. 

In 1898 Robert A. Van Wyck became 
Mayor of New York through the politi- 
Richard Croker, the 
boss of Tammany Hall, who became the 





adroitness of 





undisputed dispenser of all political pat- 
ronage throughout the city. Right there 
John R. Bland appeared on the scene 
Thirty-six hours after the closing of the 
polls which elected Van Wyck he was 
knocking on the door of the private of- 
fice of Boss Croker in the Murray Hill 
Hotel, He was met by a young man 
wearing good clothes and an abundance 
of self-confidence, bearing the name of 
Andrew Freedman, who told him he 
could not see Mr. Croker. Mr. Bland 
explained that he wanted to see him on 
a matter of great personal interest to 
him, but the young man replied that all 
such matters must first be revealed t 
him and could only reach Mr. Croker 
through his approval. Mr. Bland te- 
treated to reconnoiter, and later the 
same day renewed the attack—with the 
came result. Then he returned to Balti- 
more and got a letter of introduction to 
Mr. Croker from United States Senator 
Gorman, then being groomed for Presi- 
dent of the United States. 

When he again appeared at the office 
of Mr. Croker there was a colored gen- 
tleman at the door, to whom Mr. Blané 
handed the letter of introduction to 
gether with a “five spot.” He was m- 
mediately ushered into the presence 
the all-powerful boss, who evidenced 
little interest in Mr. Bland’s conversa 
tion until Mr. Bland explained that there 
should be at least $25,000 a year to him 
or his nominee in his proposition. Then 
Mr. Croker told Mr. Bland he woul 
send his candidate to him the next day, 
and the next day who should show t 
as the candidate but Andrew Freedman 
And that is how “Andy” Freedman be 
came resident vice-president of _ the 
United States F. & G. for Greater New 
York—which may be news to some old- 
timers who knew “Andy.” It may be 
said that the arrangement proved to be 
eminently satisfactory to all concerne 

Mr. Biand died January 6, 1923. Whet 
he left us a great force in our busines 
disappeared. As James H. Preston, # 
former Mayor of Baltimore, said: “Joh 
R. Bland was one of the biggest me 
the city of Baltimore ever produce? 
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Cullen Tells Agents to Have Voice 
In Regulating Their Commissions 


In a timely pamphlet entitled “The 
American Agency System” President 
Vincent Cullen, National Surety Corp., 
takes the position that the big question 
of agents’ commissions is not one that 
should be left entirely in the hands of 
the companies, but that both companies 
and agents should work it out jointly. On 
this point he says: 

“As an executive of one of the larger 
surety companies I shall be very happy 
to do everything in my power to bring 
about the appointment of a permanent 
committee, representing both branches of 
the industry, to frankly and thoroughly 
discuss commissions and to see if an 
equitable adjustment can promptly be 
made. ; 

“T realize of course that this sugges- 
tion of mine may be questioned by some 
who believe that the right to adjust 
commissions is vested in the companies 
alone. I disagree with that theory. I am 
sincerely anxious to see that the agents 
have something to say about the adjust- 
ment of commissions, which means their 
livelihood, and with proper cooperation 
shall do everything in my power to bring 
it about. 

“T am firmly of the opinion that agents 
who are willing to cast their lot with 
stock conference companies can _ sit 
around the table with their company as- 
sociates and develop a constructive pro- 
gram that will eliminate practices that 
are detrimental alike to agents and their 
companies, with adequate returns for all 
concerned.” 

As to the occasion for preparing this 
pamphlet Mr. Cullen points out that for 
some time leading agents and brokers 
throughout the country have discussed 
with him many problems that affect pro- 
ducers and companies alike. It is upon 
some of these subjects that Mr, Cullen 
expresses his views in “The American 
Agency System.” 

Cullen Formerly a Producer 

Mr. Cullen was a producer himself for 
twenty years before becoming a company 
executive. He makes note of what he 
calls the increasing attacks on _ the 
American Agency System and asserts 
that many agents do not realize that in 
representing certain types of companies 
they are unintentionally harming that 
system as a whole. There are also the 
attacks of the direct selling companies 
and the mutuals, and the companies 
which are for lower rates and lower com- 
missions, also the unlicensed companies. 
Then Mr. Cullen makes this point: “With 
proper cooperation between the old-line 
stock companies and the American agents 
arrangements could be made, I am sure, 
whereby the agents would not be misled 
but would continue their representation 
of the old-line stock companies exclu- 
sively,” 

What Cooperation Could Do 

Mr. Cullen predicts that attempts to 
do away with the agent or broker, or 
reduce his influence, will fail in the fu- 
ture as they have in the past. In some 
Imstances competition has forced agents 
to represent other than old-line stock 
companies, causing those companies to 
question the loyalty of their agents. He 
then says: “Proper cooperation between 
agents and old-line companies will de- 
feat attacks against the American Agen- 
cy System and will wipe out these 
sources of irritation entirely. 

The agents have not taken proper 
Steps to protect their interest in the 
Premium dollar, which is the commis- 
sion. One way to safeguard it is to have 





VINCENT CULLEN 


some voice as to what that commission 
should be and to insure the stabilization 
of this commission interest by coopera- 
tion with the companies. The main 
purpose of this article is to recommend 
and urge upon agents that they make 
every effort to have some voice in the 
regulation of their commissions, This 
can be brought about by establishment 
on a permanent basis of a joint confer- 
ence committee consisting of represent- 
atives of agents and brokers, operating 
through their own organizations if de- 
sired, and representatives of the cas- 
ualty and surety companies.” 

Mr. Cullen believes that the commis- 
sion factor of the premium dollar could 
be more or less stabilized by agreement 
between the companies and agents and 
that these commissions should be sta- 
bilized by class. He says that he has 
found agents generally to be fair mind- 
ed and they realize that commissions 
which are too high are dangerous to 
the business. The same thing may be 
said of home office expenses which are 
too high. 





Aetna’s ‘Safety Special’ 
To Show in Many Places 


The Aetna Casualty and Surety high- 
way safety special is scheduled to appear 
at a number of leading conventions and 
safety conferences during the coming 
Fall and Winter months. Members of 
the American Association of Motor 
Vehicle Administrators will inspect the 
unit when the group convenes for its an- 
nual meeting in Cincinnati, September 30 
to October 2. 

Following the showing at Cincinnati 
the safety special will continue to Dallas, 
after which it will go to Kansas City. 





At the Insurance Advertising Confer- 
ence at Briarcliff, N. Y., last week the 
Aetna safety special was one of the 
features. Escorted by Connecticut state 


troopers and members of the Connecticut 
Motor Vehicle Patrol the special took 
its station in front of Briarcliff Lodge. 
Members of the Conference and their 
guests were given an opportunity to have 
their driving ability tested on the Aetna 
Reactometer and other safety devices. 


WITH D. F. BRODERICK, INC. 





M. F. McCaffrey Is Son of Former Vice- 
President of Globe Indemnity; 
His Experience 


M. F. McCaffrey, son of W. J. Mc- 
Caffrey who sometime ago retired as 
vice-president of the Globe Indemnity 
after being with that company many 
years, is now with D. F. Broderick, Inc., 
Detroit. He is one of the vice-presidents 
of the corporation. 

3orn in New York City Mr. McCaffrey 
lived in Long Island and in New Jersey. 
In 1930 he went to Chicago with Johnson 
& Higgins. Five years later he was 
transferred to the Detroit office of John- 
son & Higgins, He resigned from John- 
son & Higgins to go with the Broderick 
organization. 





AETNA DISPLAY AT DALLAS 





At Agents’ Meeting Company Will Pre- 
sent Many Educational Features 
Emphasizing Conventioa Theme 


Following the theme of the conven- 
tion “Knowledge Is Power”, the Aetna 
Casualty & Surety exhibit will present 
a comprchensive display of their edu- 
cational services during the National As- 
sociation oi Insurance Agent. conven- 
tion at Dallas, October 4-8. A serics of 
eighteen panels, each ten feet high, will 
feature a number of outstanding edu- 
cational, advertising and sales training 
facilities available to Aetna agents, in- 
cluding the home office sales training 
school, the correspondence course and 
the Aetna plan of risk and insurance 
analysis. 

Further development of the theme will 
be accomplished through Aetna’s safety 
educational department. 


RESIDENT V.-P. IN CHICAGO 





E. L. Stephenson Selected for U. S. 
Casualty Post; Has Had 15 Years 
of Production Experience 


E. L. Stephenson, well known in both 
mid-west and metropolitan New York 
casualty production circles, recently 
joined the United States Casualty as 
resident vice-president in charge of its 
Chicago branch office, succeeding Walter 
W. Steiner, resigned. Mr. Stephenson 
comes into the organization with a fresh, 
optimistic viewpoint on production, hav- 
ing demonstrated his ability during 14 
years of field experience with the Fi- 
delity & Casualty to build up man power 
morale and inspire greater results. He 
served first under Harry V. Upington, 
then manager of the F. & C. in Detroit 
—an excellent apprenticeship—then was 
promoted to service manager at Lansing 
and later at Flint. In 1929 he took the 
assistant managership at Indianapolis in 
charge of bonding lines and was pro- 
moted to manager later the same year. 
This was followed by associate mana- 
gership of the Louisville branch han- 
dling three states. 

Coming to New York City for a taste 
of metropolitan experience he again 
served under Mr. Upington and made 
good. For the past year or so he has 
been doing field work for the American 
States of Indianapolis in connection with 
the launching of its auto finance com- 
pany affiliate. A Marine Corps war vet- 
eran, Mr. Stephenson is a graduate of 
the University of Michigan law school. 





PROMOTE A. G. D’ANGELO 


A. George D’Angelo has been pro- 
moted by the New Amsterdam Casualty 
from assistant cashier in its New Eng- 
land branch office at Boston to special 
agent for A. & H. and burglary lines. 
Before joining the company he spent 
four years as an insurance broker, 


W. E. Edgeworth Gets 
N. Y. Managership 


LEO A. WELSH ASS’T MANAGER 

Mutual Benefit H. & A. Gets Started In 

This State; Doing Business Through 
Agents and Brokers 





W. E. Edgeworth has been selected 
as metropolitan New York manager of 
the Mutual Benefit Health & Accident 
of Omaha which recently entered this 
state. His assistant manager is Leo A. 
Welsh, formerly for twenty-five years 
with the United States Casualty, who 1s 
well known in local accident and health 
circles, and has all around training in 
this field. Headquarters arc at 100 East 
Forty-second Street. 

A lawyer by profession, Mr. Edgeworth 
graduated from the University of South 
Dakota Law School] after finishing up 
at Syracuse University. Hlis first work 
with the Mutual Benefit H. & A. was 
in its home office claim department, then 
as branch office claim manager at At- 
lanta, Ga., followed -by a year in Jack- 
son, Miss., as manager of the branch 
there. About three years c.g» Mr. Edge- 
worth was called into the home office to 
be assistant to Vice-President 
Carroll, where he been 
present time. 

The Mutual Benefit H. & A. will op- 
erate through agents and brokers in 
New York and its leader policy will be 
the lifetime indemnity combined health 
and accident policy providing $5,000 
principal sum with benefits of $100 a 
month at $40 a year premium to business 
and professional men. Risks in classes 
A and S§S, limited to non-hazardous oc- 
cupations, are eligible for the lifetime 
indemnity policy. These are the com- 
pany’s two main classifications. 
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Consult the Agent 

High spot of a banquet address by 
Spencer Welton, vice-president, Mas- 
sachusetts Bonding, in Minneapolis 
before the annual meeting of the lo- 
cal underwriters association was that 
agents should be more frequently 
consulted before companies adopt 
changes in forms and policies. Mr. 
Welton said the agent as the daily 
contact man with insurance buyers is 
in a strategic position to give home 
office executives some sound and 
worthwhile advice. He urged that fi- 
delity bond coverage be more stren- 
uously pushed, that it is a profitable 
line which has been neglected by 
many agents. 











HOLDS PLAN SOUND 

When Insurance Commissioner Sulli- 
van of Washington accepted the occupa- 
tional rating plan of Accident & Casualty 
of Switzerland, for private passenger 
auto liability lines a number of competi- 
tive companies lodged protests with the 
Department. 

Commissioner Sullivan held that the 
plan was sound following a conference 
with Neal Bassett, United States manag- 
er for Accident & Casualty, according to 
reports from the West Coast. The plait 
offers a 20% rate reduction to certain 
classes of insureds. 

Among the protests filed was that of 
Casualty Association of Washington, the 
Bureau coinpanies’ organization in the 
state. They believe it will break down 
stabilized auto insurance rates, and this 
in the face of rate increases in other 
states. 





The Motor Casualty Co. with capital 
of $200,000 has been formed in New Jer- 
sey with headquarters in Elizabeth, 
N. J. It plans to do a general casualty 
business in the Eastern states. 
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Bonds Found Helpful 
To Finance Companies 


MANY ABSOLUTELY NECESSARY 





Agents and Brokers Can Benefit By In- 
formation Furnished by Officer Of 


Towner Rating Bureau 





In an address to the American Asso- 
ciation of Personal Finance Companies 
in annual convention at French Lick 
Springs, Ind., September 23, Martin W. 


Lewis, assistant manager of the Towner 
Rating Bureau, pointed out briefly the 
types of fidelity, surety and forgery 


bonds available to personal finance com- 
panies and which they may be required 
to furnish. He said in part: 

“There are various types of fidelity 
coverage available to personal finance 
companies. The coverage granted under 
Individual, Schedule, Primary Commer- 
cial Blanket and Blanket Position bonds 
seeks to indemnify the employer against 
losses due to the personal acts of dis- 


honesty on the part of the employe 
bonded. There may be some technical 
difference as between the different 


bonds, but in substance they all seek to 
indemnify the employer against his em- 
ploye dishonesty losses. Briefly, they 
are as follows: 

“1. Individual bonds, 
person is bonded. 

“2 Schedule bonds, where two or 
more employes (the number to be in- 
cluded being optional with the employer) 
are covered in the same bond, each in 
the same amount, or for a different 
amount. 

“Schedule bonds may be sub-divided 
into two classes: (1) Named Employes 
Schedules and, (2) Position Schedules. 
In (1) all employes to be bonded are 
listed by name, while in (2) only the 
position occupied and not the name of 
the employe in that position is listed in 
the bond. 

Types of Blanket Bonds 


“In addition to the foregoing types of 


where only one 


coverage there are also available Blan- 
ket Fidelity bonds. There are three 
types of Blanket bonds: 


“1. Primary Commercial Blanket bond. 
“2. Excess Commercial Blanket bond. 
“3. Blanket Position bond. 

“The primary commercial _ blanket 
bond covers all officers and employes up 
to the penalty of the bond. 

“The excess commercial blanket bond 
is intended to supplement individual 
bonds or schedule bonds and is only is- 


sued where such coverage is in effect. 
It is not issued where a primary com- 
mercial blanket bond is carried. My 
own observation is that the excess com- 


mercial blanket bond is not needed in 
your business. 

“Blanket position bonds offer to per- 
sonal finance companies ideal coverage. 
They cover all officers and employes, the 
same as do primary commercial blanket 
bonds. 


Forgery Losses Covered 

bond in- 
against 
insured 


“The Depositors’ Forgery 
demnifies the finance company 
forgery losses sustained by the 
as follows: 

“Forgery or alteration of, on, or in 
any check, draft, promissory note, bill 
of exchange, or similar written promise, 
order or direction to pay a sum certain 
in money, made or drawn by, or drawn 
upon or as a direction to the obligee, or 


made or drawn by one acting as agent 
of the obligee, or purporting to have 
been made or drawn as hereinbefore set 
forth, including: 


“(a) Any check or draft made or 
drawn in the name of the obligee, pay- 


able to a fictitious payee and endorsed 
in the name of such fictitious payee 
whether or not such endorsement be a 
forgery within the law of the place 
controlling the construction thereof; 
and 

“(b) Any check or draft procured in 
a face to face transaction with the 


obligee or with one acting as agent of 
the obligee by anyone impersonating an- 
other and made or drawn payable to 


the one so impersonated and endorsed 
by any one other than the one imper- 
sonated, whether or not such endorse- 
ment be a forgery within the law of 
the place controlling the construction 
thereof. 

“Tt is an 
protection, 

Statutory License Bonds 

“Personal finance companies are re- 
quired by statute to file bonds guaran- 
teeing compliance with the law under 
which they are organized. At least, 
that is as far as the statute should pro- 
vide, but unfortunately some states im- 
pose far greater liability upon the fi- 
nance company and their surety. This 
bureau will gladly cooperate with your 
organization in having the bond re- 
quirements of all states uniform so that 
the lowest rate may be applied in all 
cases. 

“In addition to statutory license bonds 
which finance companies are required to 
give, vou may frequently be required to 
file certain types of court bonds, i. e., 
Attachment, Replevin, Costs and In- 
demnity to Sheriff. 

Burglary, Robbery, Etc. 

“Our organization does not have any- 
thing to do with the rating of interior 
robbery, messenger robbery or safe 
burglary insurance. However, it is a 
form of insurance which every finance 
company should have, and I am advised 
that there is now available a “Combi- 
nation Robbery and Burglary insurance 
policy” which protects the finance com- 
pany against losses of: 

“1. Robbery inside premises. 

“2. Robbery outside premises. 

“3. Burglary of safe.” 


SURPLUS IS RULE ; RESCINDED 


extremely desirable form of 





Nebraska Makes New Regulations For 
Casualty Companies Writing Insur- 
ance for Truck Operators 
The Nebraska Railway Commission 
has revoked an order pertaining to the 
amount of surplus casualty companies 
must have to qualify for writing insur- 
ance for truck operators. A new order 
states that the qualification shall be 
that they be licensed in the state, and 
the Commission will collaborate with the 
Insurance Department to prevent any 
one company from issuing too large a 
total of insurance. Where a trucker has 
twenty trucks, for instance, and oper- 
ates but ten of them, the policy must 
cover all of them whether the premium 
is paid on all or not, or whether used 

on the route specified or not. 

Another order is that if a trucker can 
convince the Commission that his net 
worth, without affecting the stability of 
his business, is sufficient, he may carry 
his own insurance by giving an accept- 
able bond or by depositing securities. 

The Commission has fixed as reason- 
able minimum amounts of bodily injury 
insurance, $5,000-$10,000, and $1,000 
property damage. The minimum amounts 
of cargo insurance will be prescribed at 
the time a certificate of public conven- 
ience and necessity is issued. 


Members Also Join 


——— 
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a 
» EXPERIENCED CASUALTY CLAIM MAN 
*to manage important claim office of old casualty 
insurance company in southern territory. 
executive experience important. 
Write, giving age, education, experience and compensation expected. 
Box + 1305, The Eastern Underwriter, 94 Fulton St., New York. 


Legal training and 








1,000 Attend Ball Of 
Insurance Post 1081 


SUP’T PINK AMONG THE GUESTS 





in Fifth Avenue 
Parade; Preferred Accident Among 
Companies Giving Parties 





Legionnaire members of Insurance 
Post 1081, New York City, participated 
whole-heartedly in this week’s three- 
day annual convention of the American 
Legion in New York City. Close to 
1,000 attended the post’s annual ball, 
held in the Capitol Hotel, one of the 
most successful affairs of its kind staged 
by the post, at which Superintendent 
of Insurance L. H. Pink headed a long 
list of distinguished guests. A special 
feature was the appearance on the 
floor of the New York County Legion 
band and the Miami Drum & Bugle 
Corps. William R. Ehrmanntraut, New 
York Casualty, commander of the post; 
Charles S. Johnson, Jr., first vice-com- 
mander; Herman G. Treiss, Great Amer- 
ican, second  vice-commander, and 
Joseph R. Loomis, Travelers, third vice- 
commander, were active as hosts. Mr. 
Loomis was chairman of the convention 
committee. 

The guests included Attorney General 
John J. Bennett, N. Y. County Com- 
mander Joseph Burkard, N. Y. County 
Chaplain the Rev. Edward V. Costello, 


former State Senator William L. Love, 
Vincent Brown, Suffolk County com- 
mander; Jim McCabe, vice-commander, 


Kings County; Harry Kearns, New York 


district commander ; ; Albert Mezey, 
president, Insurance Square Club, and 
several members of the N. Y. County 


executive committee including 
Foley and Robert Pate. 

The following day an_ enthusiastic 
crowd of Post 1081 members assem- 
bled at Third Avenue and East Twenty- 
ninth Street around 4 p. m, many in 
full Legion uniform, with their hearts 
set on parading up the avenue. Their 
chance finally came at around 9 p. m. 


Ge rge 


Most of the William Street offices 
closed for the day at noon. Fifth Ave- 
nue presented a gay, much decorated 


sight, but the great number of depart- 
ment stores which had boarded up 
their plate glass windows made a dis- 
tinct impression on the _ insurance 
Legionnaires, _ especially those whose 
companies write plate glass insurance. 
It looked like sound judgment on the 
part of managements for the pressing 
crowds of spectators at some points 
were terrific. 

Convention headquarters of Post 1081 





80 John Street, N. Y. 
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FIDELITY ann SURETY BONDS-CAPITAL $1,000,000 


Cc. W. FRENCH, PRESIDENT 
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Legion Meeting Revives War 
Memories for L. S. Quevedo 


quiet, pleasant-mannered chap 
in the liability division, Royal In. 
demnity, Luis S. Quevedo by name, this 
week’s American Legion convention jn 
New York City with all its fanfare 
brings back memories of nearly twenty 
years ago when on the field of battle at 
Grand Pre, France, Quevedo performed 
feats of bravery minus the fanfare, 

For his leadership, coolness and dar- 
ing under fire after his commanding of- 
ficer had been killed, Quevedo, then a 
sergeant, was awarded a silver star ¢i- 
tation by the U. S. War Department. 
His citation told of his assuming com- 
mand of his platoon and proceeding per- 
sonally to reconnoiter his position be- 
fore daybreak. In the attack which fol- 
lowed this reconnaissance the platoon 
captured two enemy machine guns and 
about twenty prisoners, Sergeant Que- 
vedo so inspired his men that their at- 
tack resulted in the capture of Grand 
Pre on October 16, 1918. 

Luis S. Quevedo, now a second lieu- 
tenant of the Infantry Reserve, un- 
doubtedly got a thrill as the boys 
marched up Fifth Avenue on Tuesday 
but it was nothing like the thrill he 
must have got when he victoriously led 
his men into Grand Pre nearly twenty 
years ago. ; 


Charles D. Hilles Resigns As 


Republican Committeeman 


Charles D. Hilles, manager for New 
York State of the Employers’ Liability, 
who has been a Republican National 
Committeeman since 1920 and chairman 
of the committce in the four year period 
from 1912-16. announced his resignation 
this week. The news came as a distinct 
surprise to all except Mr. Hilles’ intimate 
friends. He was 70 years old in June 
and has felt that it would be necessary 
for him to relinquish part of his heavy 
work and responsibilities which in recent 
years have made heavy demands on his 
time and his energies. 

In practically every Presidential cam- 
paign since 1912 the contribution of Mr. 
Hilles to the task of bringing about the 
election of a Republican candidate has 
been secondary only to that of the com- 
mittee’s chairman. 

The daily press early this week gave 
fulsome accounts of Mr. Hilles’ great 
service to his party and hailed him in 
his retirement as an astute “elder states- 
man” whose presence will be missed. 


To a 





were maintained in Hotel Pennsylvania, 
and every effort was made to welcome 
the insurance men from out-of-town. 
Companies also joined in welcoming the 
Legionnaires, and among the luncheon 
parties on Wednesday was that given 


by the Preferred Accident to about 
thirty agents, specials and_ branch 
managers. Officers of this company 


served as hosts. 





RECODIFYING OKLAHOMA LAWS 


The Oklahoma Bar Association is 
conducting a study of the Oklahoma 
Statutes, seeking to recodify all which 
relate to insurance. There is . specia 
subdivision for that class. The Bar As- 
sociation plans to make this recommen- 
dation at its annual convention in De- 
cember and submit it to the next legis- 
lature. 





Edgar H. Boles, 
Reinsurance Corp., said this week upon 
his return from London that “there 
seems to be no present prospect of a 
general European war.” 


president, General 
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Comp. Rates in N. J. 
May Again Be Reduced 


AGENTS HEAR A. R. LAWRENCE 


He Gives Figures on Experience For 
One and Five Years; Labor Dep’t 
n Hernia Claims 

Workmen’s compensation insurance 
was discussed by A. R. Lawrence, chair- 
man of the New Jersey Compensation 
Rating and Inspection Bureau, and 
Stephen J. Lorenz of the Department 
§ Labor before the annual convention 
f the New Jersey Association of Un- 
jerwriters at Asbury Park last Friday. 
Some further slight reduction in com- 
pensation rates may be announced be- 
fore the end of this year Mr. Lawrence 
ntimated. Rates are now down 10% 
since 1934, following increases for a 
lecade prior to that year. 

For the last five years compensation 
has been self-sustaining in New Jerscy 
he said. Underwriting results for the 
twelve months ending June 30, 1937, 
show that stock companies had earned 
premiums of $9,020,031, with a loss ratio 
of 55.6%. All companies had earned 
premiums of $15,798,861 with a_ loss 
ratio of 54.5%. For the five year period 
ending June 30 last stock companies had 
earned premiums of $36,723,000, with a 
loss ratio of 53.8%, while all companies 
had earned premiums of $60,595,000 with 
a loss ratio of 54.2%, 

With an adequate rate level now pre- 
yvailing Mr. Lawrence says he cannot see 
why some stock companies are insist- 
ing that employers should place collateral 
lines with them. Many employers can- 
not afford to buy some of these other 
coverages just in order to have their 
compensation risks accepted. 

Views on Retrospective Rating 

Retrospective rating on compensation 
has not yet been approved for use in 
New Jersey. Mr. Lawrence indicated 
that he is not yet wholly favorable to 
this experiment. In New Jersey there 
ire 340 risks with premiums under $5,000 
each and these are not eligible for retro- 
spective rating, and there are only forty- 
five risks with premiums in excess of 
$25,000 each. After viewing meager ex- 
perience in other states Mr. Lawrence 
said that there is no evidence yet of 
this plan interesting large buyers of 
compensation to take stock coverage 
nstead of mutual or self-insurance. 

Mr. Lorenz substituted for John J. 
Toohey, Jr., Commissioner of Labor, 
who was unable to be present. One of 
his statements that there should be 
iberalization of compensation for hernia 
lid not go over so well with the agents 
and company men _ present who feel 
that this would add greatly to the cost 
f compensation by forcing companies 
to pay for many claims which were not 
actually the result of injury sustained in 
uirse of employment. 


Edward C. Lunt Talks on 
Contract Bond Underwriting 


The financial strength of a contractor 
‘what contract bond underwriters study 
most thoroughly before accepting an 
gent’s application for coverage Edward 
. Lunt, vice-president of the Great 
\merican Indemnity, said when address- 
ng the annual convention of the New 
lersey Association of Underwriters at 
\sbury Park last Friday. In a talk re- 
ilete with amusing anecdotes Mr. Lunt 
‘wid that agents ought to cultivate con- 
fact bonds because they usually involve 
age premiums. However, before an 
Xent asks his company to accept such 
usiness he should see that his prospect 
Sa good moral and financial risk, has 
tad a satisfactory experience in building 
and possesses adequate equipment for the 
sk he is to undertake. 

Financial strength, said Mr. Lunt, in- 
olves immediate working capital. He 
‘aid a contractor ought to have net liquid 
Ssets of at least 15% to 20% of the 
amount involved in the bond so that his 
thanees of completing his job would be 
considered good. 





Witty Speaker 





EDWARD C, LUNT 


N. J. Agents 


(Continued from Page 38) 


til time for renewal comes up or until 
he considers you ripe for more cover- 
age or another kind of policy you have 
been dismissed from his mind. Now 
this is far from the case. He is obliged 
to keep himself familiar with every 
change in law and he must know the 
recent court decisions in order that the 
contracts that he has issued to you are 
sufficiently broad to protect you from 
harm. Companies are always offering 
newer and broader coverages that may 
be of the utmost importance to you so 
when the agent asks for an interview 
please do not think that it is always 
because he is thinking of an additional 
dollar for himself. It is his duty to ad- 
vise you of these facts. You must make 
the decision. 

“If your agent is to give you the ser- 
vice that he would like to give, and 
you ought to have, it will be necessary 
for him to know pretty intimately your 
affairs in order to best protect you. 
You can secure protection through in- 
surance for almost any hazard, but it 
is not always necessary or even de- 
sirable that you buy all that is afforded. 
How much you buy and what kind you 


buy can best be determined by a frank 
and thorough discussion of how to best 
protect your interests consistent with 
the hazards involved and the ability of 
your business to economically procure 
it. For example, protection from large 
losses should always be your first con- 
sideration, 

“The fact that your local agent is al- 
ways available, is thoroughly acquainted 
with your business needs and the town 
in which you conduct it, is of the great- 
est importance to you. When your losses 
occur he is always available to tell you 
how to proceed, to assist you in the 
preparation of your claim, or the de- 
fenses of claims against you, and to see 
that you get all of the protection that 
the insurance he has issued for you 
provides.” 


Mass. Auto Rates 


(Continued from Page 41) 





nated “any other” agency than the 
Massachusetts Rating Bureau to receive 
data from the companies or has called 
for duplicate reports. It developed also 
that this year the Commissioner has re- 
quired a second town book, with five 
years’ experience as well as the regular 
one with four years’ experience. 
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this rule to date. 





motor carrier insurance.” 


| Information received indicates that the Underwriters Service Associa- 
tion through whom the petition is being brought, is asking for a rehearing 
and proposes an amendment to the rule which would perm‘t the writ'ng of | 


Seek Modification of I. C. C. Rule 8 


It was learned this week that numerous petitions have been filed with 
the Interstate Commerce Commission on behalf of various organizations 
seeking modification of Rule No. 8 of its insurance regulations which would 
require that insurance policies or bonds filed under the Motor Carrier Act 
be written in companies which are licensed in all the states in which the 
insured motor carriers operate. The I. C. C. has not changed its position on 


Formidable in number among the petitioners is a group of fifty-five in- 
surance companies located for the most part in Ohio, Michigan, Wisconsin, 
Missouri, Indiana, Kansas City, who seek a modification of the rule on the 
grounds that it creates a monopoly in a few insurance companies, destroys 
legal competition, causes excessive rates and “centralizes the financial sol- 
vency of motor carriers in those few companies now qualified to write 





motor carrier bodily injury, property damage and cargo liability insurance 
by insurance companies not now legally authorized to transact business in 


each state in which their policies cover operations of the’r insured motor 


carriers, if such companies are duly licensed to write such insurance for 


five consecu'ive years by the proper licensing authorities of their domicile; 
shall have a surplus to policyholders of at least $250,000, as shown by re- 
ports required to be filed in the Insurance Department of the state, (or by 


examination made by proper state officials, whichever is latest) and shall 
have no deposit with the state Insurance Department for the benefit of 


policyholders at least $100,000 of securities authorized as legal investments 
for insurance companies by the state law. 


This amendment, if adopted, 


would eliminate the objections cited above and would bring about adequate 


protection to the public it is felt. 





TO HELP MEN OVER FORTY 


Vice-President Van Winkle of Commer- 
cial and Metropolitan Companies 
On Citizens League Board 

In recognition of his championship of 
the cause of men and women past forty 
seeking to hold their jobs or find em- 
ployment, Senator Winant Van Winkle 
of Bergen County, N. J., has been elect- 
ed a member of the advisory board of 
the American Citizens’ League. 

The League, a national organization, 
incorporated last March by a group of 
Essex County residents to end employ- 
ment discrimination against citizens over 
forty, already has attracted the interest 
of an outstanding group of civic leaders, 
industrialists, philanthropists, clergymen 
and public officials. Headquarters are at 
207 Market Street, Newark, and branches 
have been established throughout New 
Jersey and in many other eastern states. 


Senator Van Winkle is vice-president 
and a director of the Commercial Cas- 
ualty Co., Newark, and vice-president 
and secretary of the Metropolitan Cas- 
ualty Co., New York. He is a trustee of 
Rutgers University and the New Jersey 
College of Pharmacy, a director of the 
Rutherford Trust Co. and a member of 
the New Jersey State Chamber of Com- 
merce, His family was among the early 
residents of Bergen County where they 
have lived for the past eight generations. 

In his work for the American Citizens’ 
League, Senator Van Winkle will con- 
tact leading insurance executives of the 
nation, asking them to give considera- 
tion to the capable men and women past 
forty, and to use their influence in their 
communities to induce other large em- 
ployers to do the same. Also he will 
work with officials and members of the 
New Jersey State Chamber of Commerce 
to formulate ways and means to aid 
these persons over forty. 

Already in Essex County, where the 
Leacue originated, a number of fine, 
capable “past forty’ men and women 
have, throuch its activities. been able to 
obtain work. In the case of a new large 
business enterprise coming to Newark, 
the president of the corporation made a 
contribution to the League’s work and 
announced, “No age limits for employes.” 





KENTUCKY APPOINTMENT 


The American Casualty of Reading, 
which recently entered the state of Ken- 
tucky, has appointed the Hicks-Brady 
Co., general agents for the company in 
Tennessee, in a similar capacity for Ken- 
tucky. This agency has its main office in 
Nashville and maintains several branch 
offices in other parts of these two states, 





Joint Sub-Committee of American And 
Canadian Commissioners Expect To 
Confer October 20-21 in Toronto 

On account of illness the mecting of 
the joint sub-committee of the group 
A. & H. committee of the National Asso- 
ciation of Insurance Commissioners and 
the Canadian Superintendents Associa- 
tion, which was to have been held Sep- 
tember 16-17 in Toronto, has beer post- 
poned. Superintendent Hartley D. Mc- 
Nairn of Ontario is chairman of the 
sub-committee, and its purpose is to ar- 
rive at a definition of group accident and 
sickness insurance. Other members rep- 
resent the New York, Ohio and Penn- 
sylvania insurance departments. The Bu- 
reau of Personal Accident & Health Un- 
derwriters and the Health & Accideut 
Underwriters Conference have both been 
active in submitting valuable suggestions 
for discussion, 

October 20-21 have been set as tenta- 
tive dates for the meeting. 


HOODOO DAY RECORDS 





Companies Report Heavy Accident And 
Health Production Following Special 
Campaigns August 13 


All previous records for the largest 
day and the largest weck in the twenty- 
three years since establishment of the 
accident and health department were 
broken by the Illinois Bankers Life, 
August 13, observed as Hoodoo Day. The 
company received 33 accident and 
health applications written on that day, 
and eleven agents qualified as members 
of the Black Cat Club bv writing at 
least thirteen applications. This equalled 
the high record of members reached at 
the previous Hoodoo Day. 


Great Northern Results 


The Great Northern Life, Chicago, had 
twenty-two qualifiers. which exceeded 
its previous high mark of nineteen who 
aualified on the original Hoodoo Day. 
E. H. Ferguson, agency supervisor, who 
was in charge of the campaign, says: 

“We received 503 applications for pre- 
miums amounting to $8,863.34 on the 
basis of written business. One hundred 
and nine men participated in the drive 
and produced this splendid total of 
business. Carefully laid plans were 
worked out in advance and this, together 
with the assistance given by the trade 
papers, enabled us to reach this amaz- 
ing total in a month like August, which 
is normally slow.” 


Motor Carrier Act 


(Continued from Page 39) 

ance requirements, which included 
amounts of insurance substantially 
higher than ultimately required. The 
Commission’s proposal was the subject 
of considerable controversy. A number 
of rules follow the Commission’s find- 
ings regarding bonds and insurance. 

“The endorsement required to be 
placed on motor common carrier 
policies for cargo liability makes that 
policy, to the extent of the limit re- 


quired under finding No. 3, cover all 
risks for which the carrier may be 
liable. This is a coverage seldom 


granted by an insurer to any common 
carrier and then only at a_ substantial 
premium. Specifically the endorsement 
states that ‘the company hereby agrees 
to pay, within the limits of liability 
herein provided, any shipper or con- 
signee for all loss or damage to all 
property belonging to such shipper or 
consignee, and coming into possession 
of the insured in connection with its 
transportation service, for which loss or 
damage the insured may be held legally 
liable, regardless of whether the motor 
vehicles, terminals, warehouses, and 
other facilities used in connection with 
the transportation of the property here- 
by insured are specifically described in 
the policy or not. The liability of the 
company extends to such losses or dam- 
ages whether occurring on the route or 
in the territory authorized to be served 
by the insured or elsewhere, except as 
follows: (Name as_ exceptions only 
states in which the insured’s operations 
are covered by other insurance.) With- 
in the limits of liability hereinafter pro- 
vided it is further understood and 
agreed that no_ provision, condition, 
stipulation, or. limitation contained in 
the policy, or any other endorsement 
thereon or violation thereof, or of this 
endorsement by the insured, shall affect 
in any way the right of any shipper or 
consignee, or relieve the company from 
liability for the payment of any claim 
for which the insured may be _ held 
legally liable to compensate shippers or 
consignees, irrespective of the financial 
responsibility or lack thereof or in- 
solvency or bankruptcy of the insured. 

“‘However, all terms, conditions and 
limitations in the policy to which this 
endorsement is attached are to remain 
in full force and effect as binding be- 
tween the insured and the company. 
The insured agrees to re-imburse the 
company for any payment made by the 
company on account of any loss or 
damage involving a breach of the terms 
of the policy and for any payment that 
the company would not have been ob- 
ligated to make under the provisions of 
the policy, except for the agreement 
contained in this endorsement. The lia- 
bility of the company for the limits pro- 
vided in this endorsement shall be a 
continuing one notwithstanding any re- 
covery thereunder. ; 

Meaning of Endorsement 

“Many insurers, brokers, carriers and 
others have a misapprehension as to the 
meaning of this endorsement, believing 
that it is necessary for the insurer to 
pay forthwith any loss reported by the 
insured. This writer does not so inter- 
pret it. He considers the endorsement 
as one of indemnity to the public only 
to the extent that it grants coverage 
exceeding the basic conditions of the 
policy itself. Where losses occur which 
would not be covered by the policy the 
insurer will probably expect the insured 
to discharge his liability by making pay- 
ment. It would seem that the insurance 
company need make no payment unless 
the carrier refuses or fails to do so, in 
which event the insurer may require the 
claimant to reduce his claim against the 
carrier to judgment. If the carrier fails 
to satisfy the judgment, then and then 
only does the insurer become liable. 

Liability of Insurer 

“Since the act permits the owner of the 
goods lost or damaged to bring an action 
against either the originating or deliver- 
ing carrier (where both are parties to an 


arrangement for through movement) jp. 
surers are going to find themselves jp. 
suring the liability of carriers which not 
only did not suffer any loss but did not 
even have the property in their posses. 
sion, While it is true that the act re. 
serves the insurer’s rights of subroga- 
tion, the recovery available under Com. 
mission auspices to the insurer which js 
obliged to pay is, of course, limited to the 
amount as per endorsement described, In. 
surance companies which grant coverages 
on the legal liability of common car. 
riers (aside from the I.C.C. endorsement) 
without restricting that coverage to the 
lines of the assured, must reconcile them- 
selves to the possibility of serious losses 
at some remote point. 

Are Local Delivery Carriers Exempt 

“An unsettled question is the status 
under the act of intrastate as well as 
local pick-up and delivery carriers. Most 
carriers operating in this manner are in- 
clined to believe themselves exempt from 
the provisions of the act. The writer js 
of the opinion that any carrier, even 
though he moves freight not more than 
a few blocks, is subject to the jurisdiction 
of the Commission where he participates 
in any part of a movement under a 
through bill of lading under which prop- 
erty ultimately passes over state lines, 
Joint Board No. 77 has held that motor 
truck operations in terminal service for 
the transportation of property are part 
of the transportation service over which 
the Commission has jurisdiction. 

“Purely local and delivery carriers as 
well as those operating wholly within the 
limits of a state, might, under some cir- 
cumstances, be ultimately held to be 
under at least partial dominion of the 
Commission. The principal point we 
make here is that insurers of the legal 
liability of the type of carriers mentioned 
may, in some instances, be liable beyond 
their present anticipations. To what 
extent only time and courts can say. 
Meanwhile it might be judicious for the 
insurers to seek some legal advice if the 
matters we have discussed create any 
doubt. 

Impracticability of Act 

“It is believed by many students of 
transportation and transit insurance that 
the rules promulgated by the Commission 
are more idealistic than practical. They 
are idealistic in that they probably give 
the public the utmost in protection from 
the standpoint of solvency of those in- 
surance companies which can meet the 
qualifications of the Commission’s stand- 
ards. They are impractical in that they 
greatly limit the field of insurance in 
which the carriers may shop for insur- 
ance. To illustrate, many of the casualty 
insurers which meet the Commission's 
standards are not at aJl interested in 


writing insurance for motor carriers 
against personal injury and property 
damage. A goodly portion of these in- 


surance companies has had a bad ex- 
perience with the business. On the other 
hand there are many good casualty com- 
panies which cannot meet the high 
standards of the Commission which are 
anxious to write some of this business. 
Similarly the inland marine departments 
of many of the large fire insurance com- 
panies are chary of writing the cargo 
risks for a very large proportion of the 
carriers. Other sound companies which 
are willing to insure cannot qualify be- 
cause they are not entered in all the 
states through which the applicant car- 
rier operates. 

“Time will force the Commission_to 
liberalize its qualifying standards. One 
which it has not yet been able to insist 
upon is that requiring the insurance com- 
pany writing the cargo risks of a carrier 
shall be authorized to do business in each 
state through which the carrier operates. 
The enforcement date of this rule has 
had various postponements.***” 


E. W. MORSE’S NEW POST 

Edward W. Morse is the newly ap- 
pointed manager of the Chicago service 
office of the American Casualty of Read- 
ing. His background includes five years 
with the Continental Casualty and the 
past six years with the Standard Surety 
& Casualty as assistant manager of its 
Chicago office. 
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